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6.7 Million Cars 
Produced in Year; 
29 Pet. Compacts 


Year’s Top Gainers: 
Falcon, Valiant, Dart, 
Corvair; Ford Is Off 


By Martin L. Whitmyer 
Staff Writer 
ae rolling out an estimated 
6,697,252 cars in their second 
highest year, United States car 
manufacturers have lowered their 
sights for January. Only 490,000 
cars are ticketed, compared with 
an estimated 518,741 last month 
and 688,991.in January a year ago. 
General Motors accounted for 
47.69 percent of production of cars 
last year; Ford Motor Co., 28.17 
percent; Chrysler Corp., 15.21 per- 
cent; American Motors, 7.24 per- 
cent, and Studebaker-Packard, 1.58 
percent. The 10 compacts spurted to 
nearly 29 percent from 1959’s 13.4 
percent. 

Only 1955, when an alltime high 
of 7,942,125 cars were built, ex- 
ceeded car output last year. 

The 1960 performance was 16.4 
percent above the 5,599,471 units 





Car Output Last Week........ 
Previous Week 


(Bee story on Page 53) 





turned out during 1959, when out- 
put was curtailed near the end of 
the year by a nationwide steel 
strike. 
* * a” 

nee CORP. topped the 

million mark in calendar-year 
assemblies for the first time since 
1957. 

Chrysler picked up 2.03 percent- 
age points on 1,019,175 assemblies 
in 1960,.compared with 13.18 percent 
on 737,799 cars built a year earlier. 


Helping the most to push 
Chrysler upward was Dodge’s 
Dart series, accounting for near- 
ly a third of all Chrysler Corp. 
assemblies. An estimated 335,411 
Darts were built by Dodge during 
1960. 


The Dart outclassed both Plym- 
outh and Valiant in the calendar- 
year race. Plymouth fell from 393,- 
213 assemblies in 1959 tc 252,429 
last year. Valiant, with 231,433 in 
1960, compared with 19,991 a year 
earlier. Valiant was not introduced 
until the eS 1959. 

Other rations that showed 

(Continued on Page j4, Col. 3) 








Top Cars 


New-car registrations for 10 months, 
plus 20 states for November: 
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Each Car Makers Share of Output... 


How They Fared—'60 vs. 59 


Total 
Output, 
1960 


AMERICAN MOTORS 
MO. Wriits-evedassislusivossbereces 
CHECKER MOTORS 
CHRYSLER CORP. 
Chrysler Division 
Chrysler 
Imperial 
Dodge Division 


Lancer 


As Plants 


By Maynard M, Gordon 
News Editor 
ARLY 300,000 fewer new cars 
are expected to be built in the 
first quarter of 1961 than were pro- 
duced in the three-month period 
just concluded. 

That was the year-end outlook 
indicated by auto-makér and sup- 
plier sources, The outlook reflects 
Jan. 1 inventories in the neighbor- 
hood of one million domestic new 
cars, combined with unspectacular 
December selling rates, 

Scheduled by United States 
plants for the initial quarter are 
approximately 1,450,000 new cars, 
off 27.6 percent from the 2,002,- 
489 built a year ago in the com- 
parable 1960 period, The two mil- 
lion rate was eclipsed at that 
time in an allout buildup of in- 
ventories from the lows of the 
steel strike. 

The estimated 1,734,679 cars as- 
sembled in the fourth quarter of 
1960 will surpass first-quarter por 
jections by 16.4 percent, 

* om + 

Tos first-quarter cutbacks will 
extend to all manufacturers un- 

less sales increase more than the 

December tempo indicated, it was 

learned. 

Even Chevrolet, despite Corvair 

Monza and Impala shortages in 


Cutback Prospects Cheer Dealers 


that level, they say, “new-car sales 

in 1961 could still soar far above 

six million. 

With approximately one million 
new cars in inventory as 1960 ran 
out, dealers were in -no mood to 
see factories shooting { for high pro- 
duction levels in 1961, 

In fact, some see their salvation 2 
lying in reduced preduction this) ‘Phantom’ Freight Due 


et é For Congress Action 


“Ww WOULD have) been a lot WASHINGTON. “Phantom” 
better off in 1960if the plants freight charges on new cars and 
had built only 5.8 million cars,”| trucks are undergoing Congres- 
said one Midwesterner last week.| sional scrutiny and may be the 
(Estimated 1960 production was 6.7| target of remedial legislation and 
million cars.) hea: , Automotive News 

What. dealers like most about | | last week. Dealer com- 
the predicted cutback in prodyc- | plaints about the condition of ve- 
tion rates this year is the ac- | hicles received off rail piggybacks 
companying _prospect-of a better | also may be investigated. 
opportunity to whittle away at in- Legislative sources estimated 
ventories. that $25 to $30 freight “packs” 

With assembly lines slowed down,| add some $180 million a year to 
competitive pressure should be re-| consumer new-car 
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Thunderbird 
L-M Division. ..........0..0....... 





Oldsmobile Division 
F-85 
Oldsmobile (Std.) 

Pontiac Division 
Pontiac (Std.) 
Tempest 

SP CORP. 
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Total Cars, U. S. ..............6+/ 6,697,252 5,599,471 100.00 





leader last week, “I don’t expect to 
lose any money on them but, on 
the other hand, I don’t expect to 
make any, either. 
“Once we're cleaned out of ’60s, 
we can work on the rest of the 
(Continued on Page 4, Col. 3) 


By Robert M, Lienert 
Associate Editor 

RW cas dealers, as a group, 

see little cause for concern in 
the widely publicized prediction by 
the United States Department of 
Commerce that car production will 
decline 13 percent this year to 5.8 
million units. 

Even with production held to 


Calif. Dealers Rip 
Discount-House 


Selling of ’61s 


PoMons: Calif.—Discount-house 
selling of new cars in the Los 
Angeles area was attacked last 
week by the Pomona-Ontario New 
Car Dealers Assn. 

The discount-house method of 
operations and the resulting prob- 
lems for franchised dealers were 




















































































































$9 Per Year, 35c Per Copy 


300,000 Fewer Cars 
Slated This Quarter 


Retrench 


many areas, ig now contemplating 
adjustments to balance out field 
stocks of less popular models. 

General Motors executives also 
have been disappointed by failure 
of their three new luxury-type 
compacts to excite the “plus” 
business originally for 
Buick, Oldsmobile and Pontiac. 
Schedules have been eased for 
Buick Special and may be revised 
downward soon for Oldsmobile 
F-85 and Pontiac Tempest. 

Ford dealers still are 
with thin supplies of Falcon an 
Comet. But the standard Ford has 
yet to make the sensational recov- 
ery from a poor se Ly naar: which 
Was enjoyed by the 
while Mercury has been istpea Ie lit- 
tle by the Dart-like Meteor. 


A®’ A ceentit. the hte light re+ 
portedly has been flashed for 
two new mid-line compacts —,a 
“Canadian X” for Ford dealers and 
a “Canadian Y” for Mercury re- 
tailers. 

The code names Canadian X and 
Canadian Y denote compacts strad- 
dling the fence between Falcon- 
Ford and Comet-Mercury, equipped 
with V-8 engines and aimed at the 
Tempest-Lark Cruiser-Rambler 
Ambassador market. 

Reports were circulating in De- 
troit last week that Ford would 
like to repeat the success of its 
Comet spring introduction with 
one or both of the “Canadian” 
entries. 

Later introductions are in the 
cards for the long-rumored junior 
compacts, They include the Ford 
Cardinal-Mercury Oriole, a Chev- 
rolet built on the 95-inch Greenbrier 
wheelbase and a four-cylinder Stu- 
debaker whose fate was up in the 
air last week pending corporate 
executive réalignments. 

* oa 


EALER supplies ranging from 

70-day to 90-day levels have 

induced early-year cutbacks at 
(Continued on Page 4, Col. 1) 


McCulloch Aide 
Named President 
Of Studebaker 


OUTH BEN D.— Studebaker- 

Packard directors last week 
elected Sherwood H. Egbert, a 40- 
year-old Los Angeles executive, as 
the company’s 
new president and 
chief executive of- 




















Culloch Corp. in 
Los Angeles \ 

the last 14 years 
and has no previ- 
Ous connection 
with S-P. He hab 
been executive 
vice-president of the Coast firm for 
the last four years. 


Clarence Francis, 72, who has 


been S-P chairman and chief execu- 


tive officer, remains as chairman. 
He explained that he took over at 
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e and 
tonsa eee ae including the selec- 
@ young chief executive, . 
Harold E. Churehill, 57, who has 
{Continued on Page 4, Cot, 6) oe ee 
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By John K. Teahen Jr. 


Associate Editor 


A YEAR ago, the annual AuTomo- 
Tive News roundup of major 
personnel changes carried the head- 
line “1959 a Quiet Year at the Top.” 
It was a different story in 1960. 

In 1959, there were no changes 
above the vice-presidential level, 
but last year was a hectic one 
for the directors who select the 
top officers of the nation’s auto 
companies. Three of the five cor- 
porations appointed new chair- 
men and new presidents. 

Two of the new presidents were 
not around at the end of the year. 
Chrysler chose William C, Newberg 
and fired him nine weeks later. 

Ford picked Robert S. McNamara, 
then lost him to government service. 
He will be Secretary of Defense in 
the cabinet of President Kennedy. 

The third newcomer was Sher- 
wood H. Egbert who succeeded 
Harold E. Churchill at Studebaker- 
Packard last week. Egbert had been 
executive vice-president of McCul- 
loch Corp., Los Angeles, maker of 
outboard motors and chain saws. 


” * * 
HRYSLER and S-P filled their 
vacant chairmanships by elect- 
ing L. L. Colbert and Clarence Fran- 
cis to the posts. Henry Ford II suc- 
ceeded Ernest R. Breech, who re- 


No Backtracking 
Seen in Canada on 


Import Valuation 


OTTAWA, — Revenue Minister 
George C. Nowlan unceremoniously 
buried rumors the government 
might reverse its decision to up- 
grade valuation of foreign cars for 
duty and tax purposes. 

In a curt statement in the Com- 
mons, Nowlan said the effect of the 
change on foreign car prices had 
been “greatly exaggerated” by fore- 
casters. The statement practically 
guranteed the government is stand- 
ing firm, 

Rumors the government might 
backtrack followed a Conservative 
caucus “revolt” a few weeks ago. 
Conservative MP’s from the Mari- 
times and western provinces op- 
posed government policy on the 
grounds that retaliatory measures 
abroad would damage Canadian 
exports. 

At the beginning of December, 
the government announced cars 
would be valued for customs pur- 
poses at 20 percent less than the 
manufacturers’ suggested list 
prices. Previously, imports had been 
valued at 30 percent under the list 
price. 

Before the change went into 
effect, some quarters predicted 
prices would rise by as much as 
$200 a car, The free-trade element 
of the Conservative group, afraid 
this would slash foreign-car sales 
and invite retaliation, had pressed 
the government to change its mind. 



















Business Barometer 


Automotive News Economic Index — 


96.5 Percent of Last Week 
95.0 Percent of Like Week Last Year 


Auto Production ............... 115,115 88.0 111.3 
Truck Production ............. ‘ 19,372 86.6 122.1 
Auto Registrations—yYear to date.. 5,580,915 106.3 
Truck Registrations—yYear to date. 813,959 Magia 99.3 
Steel Productien—tons ......... 1,325,000 95.5 50.2 
Lumber Production—Board feet... 200,386,000 98.4 80.1 
Soft Coal Output—ton ........ 7,255,000 96.2 75.8 
Oil Refinery Output—tBorres ..... 51,126,000 99.8 98.4 
Barometer Freight Car Loadings 287,644 92.7 79.7 
Department Store Sales Index . 305 103.0 95.9 
Stock Market Price Index..... oa 116.2 100.3 96.7 
U.S. Government Spending 

—Ffiscal year to date ............ $45,365,997,000 as 101.6 
Commercial and Industrial Loans $31,783,000,000 100.7 104.5 
Savings Deposits ...............- $32,803,000,000 100.5 108.5 
Used-Car Prices-—Average........ $1,071 96.1 89.1 

Common 

Gomme Dec. 28 Dec. 21 1960 Range Stocks Dec. 28 Dec. 21 1960 Range 
AMC....... 17% 17% 29%-17% Se 43. 42% 50%-38% 
Chrysler... 38% 38% 71%-38 Mack.....: 33% 344%, 52%-29% 
Ford....... 64, 64, 92%-60% Pe cirss t 75 6% 24%4- 6% 
GM........ 40% 41 55%-40%4 White...... 40% 41% 67%-36 


(Jan, 2, 1961) 
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Maid Rundown of What Happened: 
Top-Level Shifts Marked Year 


signed as Ford Motor chairman. 

Colbert and Ford added the du- 
ties of president of their corpo- 
rations after Newberg and McNa- 
mara departed. 

American Motors’ top personnel 
story stemmed from a realign- 
ment of the corporate structure 
along functional instead of divi- 
sional lines, while General Mo- 
tors’ major announcements 
concerned the appointment, re- 
assignment or retirement of vice- 
presidents. 

In addition to the changes in 
chairmen and presidents, 1960 saw 
five U. S. auto manufacturers ap- 
point one executive vice-president 
and reassign two others. Eleven 
vice-presidents were named; 10 

others were reassigned, and seven 
retired. 

Cadillac, Ford Division and Dodge 
have new general managers, and 
Oldsmobile and Plymouth have new 
general sales managers. 


* Bg * 
I OOKING ahead, Ford Motor is 

4 expected to name a new presi- 
dent in 1961, and six of the indus- 
try’s vice-presidents will observe 
their 65th birthdays this year. 

Reaching retirement age at GM 
will be Sherrod E. Skinner, execu- 
tive vice-president, and Henry M. 
Hogan, general counsel. George W. 
Walker, Ford styling chief, also 
will hit 65. 

Chrysler nominees for retirement 
are Edgar C. Row, first vice-presi- 
dent; Charles L. Jacobson, dealer 
relations boss, and James B. Wag- 
staff, head of the corporate sales 
staff. Chrysler has announced that 
Row will retire at the end of this 
month. 

A roundup of last year’s major 
personnel changes in the auto in- 
dustry appears below. 

* * + 


American Motors 


AMBRICAN MOTORS realigned 

its corporate structure along 
functional instead of divisional 
lines, and the change meant broad- 
er responsibilities for Roy Aber- 
nethy, Roy D. Chapin jr. and Ber- 
nard A, Chapman, 

Abernethy was promoted to ex- 
ecutive vice-president and was 
placed in charge of marketing 
and distribution for both cars 
and appliances, He formerly han- 
dled those duties for cars alone. 

Chapin and Chapman continue as 


Price Fixing of 


Is Ruled Out in England 


LONDON.—An industry agree- 
ment fixing prices of cars and 
trucks in England has been dis- 
solved by the Restrictive Practices 
Court. 

After an 18-day hearing, the 
court ruled that the agreement 
was contrary to the public inter- 
est. 

Justice Sir Kenneth Diplock, 
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executive vice-presidents. Chapin 
now is in charge of fiscal and in- 
ternational operations for cars and 
appliances and Chapman heads 
manufacturing, styling, engineering 
and procurement for all AMC prod- 
ucts. 

Chapin formerly was chief of the 
automotive division, and Chapman 
held that post in the appliance divi- 


sion. 
* * * 


BERNETHY was named to the 

board of directors, and James 
T. Wilson, a Kenosha banker, re- 
tired from the board. Wilson had 
been a director of AMC and its 
predecessor companies since 1924. 

AMC appointed three vice-pres- 
idents last year. They were: John 

W. Raisbeck, sales administra- 

tion; Richard T. Purdy, treasurer, 

and Donald P. Else, comptroller. 

Other appointments in automo- 
tive sales included: Fred W. Adams, 
sales manager; Virgil E. Boyd, sales 
operations manager; George R. 
Browder, assistant sales manager, 
Western United States, and A. E. 
Tracy, assistant sales manager, 
Eastern U. S, 

Also, G. B. Stone jr., dealer capi- 
tal investment manager; John S. 
Krider, general parts and accesso- 
ries manager; William S. Pickett, 
automotive export manager, and 
J. Beach Williamson, executive as- 
sistant to Abernethy. 

oa cd * 


Chrysler Corp. 


As April, Chrysler directors 
elected William C, Newberg 
president of the corporation. Nine 
weeks later they fired him in a 
conflict-of-interest controversy. 
L. L. Colbert assumed the dual role 
of chairman and president after the 
Newberg ouster. 

Lynn A, Townsend was promoted 
to administrative vice-president and 
now is the No. Two man in the 
corporation. He formerly was inter- | 
national operations group vice-pres- 
ident, 

In another top-level shift, Rob- 
ert P. Laughna was named mar- 
keting vice-president. He previ- 
ously was corporate planning 
vice-president, 

L. Irving Woolson was named 
general manager of the newly 
formed Service Parts and Accessory 
Division, and John E, Brennan suc- 


ceeded him as director of the cor- 
(Continued on Page 7, Col. 1) 


New Cars 


court president, also ruled that 
fieet discounts created a privileged 
class of purchasers entitled to buy 
cars at prices lower than those 
which the general public paid. 





Under the price agreement, which 
was formulated in 1957, distribu- 
tors and dealers were given a spe- 
cific price at which they could buy 
and sell vehicles. 

Dealers registered under the 
agreement were required to main- 
tain adequate parts and service op- 
erations. 

The agreement applied to 65 com- 
panies, including England’s major 
car manufacturers. It was adminis- 
tered by a committee of nine au- 
tomotive companies. These includ- 
ed Austin, Dodge Brothers, English 
Ford, Hillman, Jaguar, Morris, 
Rover, Standard and Vauxhall. 

Diplock said there had been 
an attempt by the defendants to 
conceal documents relating to the 
formation of the agreement and 
this, he said, had placed several 
members of the originating com- 
mittee in an embarrassing posi- 
tion. 

“Deprived of the opportunity of 
refreshing their memories, they ap- 
peared to suffer from an almost 
pathological fear of admitting that 
they had even considered making 
an agreement.. .” 

Diplock said he was satisfied that 
members of the committee felt it 
was an essential requirement of 
the agreement that all signatories 
should maintain retail prices and 
that only those who agreed to do 
so could be @ party to it. 
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Mississippi 


New officers have been elected by the 





Dealers Elect Officers— 


Mississippi Automobile Dealers Assn. Left 


to right.are Paul G. Moak, Jackson, vice-president for Central Mississippi; Frank Eng- 


land jr., Greenville, secretary-treasurer; Roy 


Burrow, Laurel, vice-president for Southern 


Mississippi; Jimmy Fowler, Jackson, president; H. L. Roberts, Shelby, vice-president for 
Northern Mississippi, and Lawrence E. Davis, Jackson, executive vice-president. Not 
shown is S. E. Kossman sr., Cleveland, Mississippi member of the National Automobile 


Dealers Assn. Board of Directors. 





Withie Views - - - 


New Auto Frontier 


By DAVID J. WILKIE | 

AT A news conference as the 1961 
model year got under way, James 
O. Wright, Ford Motor Co. vice- 
president and then general manager 
of its Ford Divi- 
sion, said all 
United States car- 
makers were 
closely watching 
the penetration 
of the American 
market by im- 
ported cars. 

He estimat- 
ed 1961 import 
sales in the U. S. 

é will number 450,- 

James 0. Wright 000 units, “If this 
shows signs of becoming a per- 
manent market,” he added, “all of 
us will have to do something 
about it.” 

Of course, all U. S. automakers 
have done something about it. 
Most ef them have smaller small 
cars on the market; others have 
not-so-small economy cars in 
their 1961 lineups and several 
have cars in the Volkswagen size 
and price class well past the blue- 
print stage. 

So U. S. car manufacturers still 
are doing something about the for- 
eign invasion of their home market. 
Beyond that, the major producers 
are giving increased consideration 
to the potentialities of the world 
market for automobiles. 

With the advent of the 1961 model 
year, Chevrolet displayed a group 
of smaller coaches and trucks de- 
signed to compete with Volkswags 
en’s Microbus in its varying appli- 
cations. By implication Ford al- 
ready has admitted it has a car 








Old vs. the New— 


With the front ends lined up evenly, the 
difference in length is apparent between 
Cadillac's new Town Sedan, front, and the 
Sedan de Ville. The rear deck of the new 
model is seven inches shorter. All interior 
dimensions are identical to those of the 
Sedan de Ville. 


~ head room, leg room, chair height— 


of less than 100-inch wheelbase 
under consideration. 
*~ oe * 

THERE HAS been no disclosure 
of additional smaller car models in 
the Chrysler planning, but it is a 
fairly reasonable assumption that 
if General Motors and Ford — or 
Studebaker-Packard and American 
Motors—bring out units more di- 
rectly competitive with Volkswag- 
en, Chrysler also will have one or 
more in the market places. 

Ford’s move to acquire the out- 
standing stock of its British sub- 
Sidiary has been linked to the up- 
surging market for more econom- 
ical motor vehicles both in this 
country and the world generally. 
One report, which Ford has not 
flatly denied, has had it that a new 
small car of less than 100-inch 
wheelbase will be built in the Brit- 
ish Ford plant. 

When the report first became 
current, Ford issued a carefully 
worded statement that neither 
confirmed nor denied it. How- 
ever, the statement did say that 
the company “for a long time has 
given close consideration to the 
American market potential for 
vehicles smaller than those now 
produced in quantity in this 
country.” 

The statement also said Ford in- 
tended to intensify efforts to “at- 
tain the flexibility that will put us 
in the market at the right time, in 
the right place and with the right 
products.” 

of * o* 
IN ADDITION to the new small- 
(See WILKIE VIEWS, Page 7, Col. 5) 


Cadillac Adds 
12th Model for ’61 
-The Town Sedan 


DETROIT. — The Town Sedan, 
Cadillac’s newest model, is now 
in production, according to Harold 
G. Warner, Cadillac genera] man- 
ager. 

“Identical to the Sedan de Ville 
in all interior comfort dimensions— 


COS Raa 


and overall width, the Town Sedan 
is seven inches shorter in length,” 
Warner said. 

“It is designed to add more flexi- 
bility to the 1961 product line and 
to fill the desire of some customers 
for a Cadillac with a slightly short- 
er overall length without sacrifice 
to interior; comfort,” he added. 

This latest addition brings the 
total number of 1961 Cadillac mod- 
els to 12. Among its first major 
public appearances will be the Gen- 
eral Motors Motorama in San Fran- 
cisco Jan. 7-15, Warner said. ! 

The overall length of the new > 
model is 215 inches, compared with © 
222 inches for the Sedan de Ville 
The seven-inch difference is ob-= 
tained by shortening the rear deck, 

The price of the Town Sedan 
the same as that of the Sedan 
Ville—$5,498, including federal ‘ 
and dealer prep. oe 
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ELOW, in his own words, is 

what one small dealer thinks of 
the career sales program proposed 
by J. Saxton Lloyd, Daytona Beach, 
Fla., dealer. 

The proposal is for a broad ed- 
ucational program, available 
throughout the United States 
wherever 10 salesmen can get to- 
gether once a week. 

NADA directors will vote on the 
program—which may well raise the 
stature of the industry—at their 
meeting in connection with the 
NADA convention in San Francisco 
at the end of this month. 

From here to his signature, the 
small dealer is talking: 

* + + 


Two Ingredients 


I WOULD like to take this oppor- 
tunity to state the opinion of 
one very small Ford dealer in the 
small town of Huntingdon, Tenn., 
population 2,043. The opinion I wish 
to state is concerned with the edu- 
cational program for automobile 
salesmen about which you wrote in 
Dealer Forum on Dec, 19. 

Before I go stating my epinicn, 
however, I would like te give you 
my automotive background. 
Priest Motor Co. hag been here 
in Huntingdon for the last 31 
years. My father was the dealer 
before me, since 1929, Our town 
is the county seat of Carroll 
County and enjoys a brisk busi- 
ness climate, which permits us, 
when accompanied by hard work 
and long hours, a decent living. 
You will note that I mentioned 
“hard work and long hours.” I am 
not complaining, mind you, for if 
I didn’t like the automobile busi- 
ness I would be doing something 

else. The point I’m making is that 
hard work and long hours are two 
of the ingredients necessary for 
success in this business. 

- * * 


Program Long Needed 


7 God that after many 
years someone has finally had 


the intelligence and the courage to 4 


speak out and advocate another 
very necessary ingredient long ab- 
sent from automobile selling, name- 
ly a program for educating auto- 
mobile salesmen. 

Here are dealers in the largest 
industry in the U.S. An industry 
that either directly or indirectly 
supports one out of every seven 
persons in the U.S. Up to now, 
neither the factories, whom we 
represent, nor the dealer groups 
of which we are members, have 
even indicated an awareness that 
it takes salesmen, topnotch sales- 
men, to get all these cars sold. 
Now, finally, when a constructive, 

progressive program is suggested 
for our industry we, who are so 
used to being on the defensive, sus- 
pect ourselves, Again I say, thank 
God for men like J. 8S. Lloyd, H. L. 
Galles, Alton Costley and J. M. 
Sanders, for having the intelligence 
to perceive one of our glaring 
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weaknesses and the courage to 
want to do something about it. 
* * * 


I NEED good automobile salesmen 

to sell these automobiles I have 
in stock and the ones being pro- 
duced for me at the factory tomor- 
row, next week, next month, and 
next year. I’m in business to stay. 
GOOD SALESMEN have been one 
of my greatest needs in this busi- 
ness. 

They will always be a great 
need in my little dealership and 
in every dealership whether 
small, or large—no matter what 
‘the name of the car that is sold— 
it takes good salesmen to sell 
them. 

For Heaven’s sake, let’s get be- 
hind the men who are fighting for 
us, fighting to improve this busi- 
ness that seems to consume us 24 
hours a day, seven days a week. 
Instead of criticizing their efforts, 
let us recognize the fact that if we 
can lick this salesmen problem we 
can march forward and defeat all 
of the rest of the problems in this 
business and make it a better busi- 
ness to hand over to our sons.— 


MARSHALL F'. Priest sr. 
7 * oe 


Maker Thoughts 


EANTIME, I asked various 
auto executives what they 
thought of the Lloyd proposal. Here 
are some of the replies. 
Roy ABERNETHY, executive vice- 
president, American Motors: 


I am thoroughly in accord with 
the principles behind Mr, Lloyd’s 
efforts. 

If the stature of retail selling, 
particularly in the 
major durable 
goods field, has 
not declined in 
recent years, it 
has certainly not 
improved to the 
extent the na- 
tional economy 
requires. 

Among the fac- 
tors working 
against advance 

Roy Abernethy in the stature of 
the retail salesman has been the 
heavy emphasis on price selling— 
to a degree that has been substan- 
tially to the detriment of skilled 
sales techniques, 

Whatever can be done to ele- 
vate the qualities of the profes- 
sional in the salesman should be 
heartily encouraged and support- 
ed. In my view, nothing does this 
better than work on the basic ele- 
ments of good selling. 

This is why American Motors 
undertook its sales manpower de- 
velopment program last March, and 
it is why I think the training pro- 
gram proposal offered by Mr. Lloyd 
demands important consideration 
by all concerned, It could be a ma- 
jor step toward instilling the 
sense of achievement, pride of ac- 
complishment and an awareness of 
service responsibility which are 
basic to good automotive retailing. 

* * * 





A J. Porta, executive vice-presi- 
* dent, Studebaker-Packard: 

The automobile salesman holds 
a key position in an industry that 
is vital to our national economy. 
Obviously, until 
the thousands of 
cars and trucks 


are sold at retail, 
the economic cy- 
cle remains in- 
complete. We feel 
that automobile 
salesmen are the 
most important 
sales group in the 
country. 
Any effort, on A. J, Porta 

the part of the NADA or other 


organized group, which strives to 


elevate the stature of the profes- 


sional automobile salesman, should 


receive strong endorsement from 
associated with the in- 
(Continued on Page 52, Col. 3) 








Florida Sunday Closing 


Wins Court Reprieve 


MIAMI.—The Florida Supreme 
Court has granted the Florida 
State Auto Dealers Assn. the right 
to petition for a rehearing on the 
Automobile Sunday Closing Law 
which was ruled unconstitutional 
by the high court. 

The rehearing will be held any 
time after Feb. 1, but in any 
event FSADA legal counsel will 
be granted sufficient time to pre- 
pare briefs. The ban on selling 
automobiles on Sundays or holi- 
days will be in full effect pend- 
ing this appeal. Present law per- 
mits prosecution of any violation. 








New Montana Officers— 


ets Runner-U 


Com 





Chrysler’: ~ ‘T. roubles 
Rated Top 60 Story 


(CONFLICT-OF-INTEREST man- 
agement problems at Chrysler 
Corp. were the top automotive story 
of 1960, according to the annual 
survey among editorial] staffers of 
Automotive News. 

It was the first time in the seven 
years of the survey that a Chrysler- 
spawned story had made the select 
list. The aspect of the story which 
propelled it into the No. 1 position 


New officers of the Montana Automobile Dealers Assn. appear with other directors 
of the group. Shown are, seated from left, Dean Chaffin, Bozeman, NADA director from 
Montana; Milton F. Schwingel, Cut Bank, MADA first vice-president; H. D. Hilger, Glen- 
dive, president; John H. Pierce, Billings, second vice-president; Charles W. Cooley, 
Lewiston, chairman; standing from left, W. H. Fredericks, secretary-manager; Charles 


C. Tomcheck, Townsend; Prescott F. Boutelle, Miles City; Edgar G. Runkel, 


Havre; 


G. A. Robinson, Great Falls; Chester Solberg, Scobey, and Halsey J. Blair, Livingston, 
the last six are directors. 





Wisconsin Dealers Adopt Iowa Plan... 





U.C. Warranty Spreads 


MADISON, Wis. — A one-year 
partial warranty on used cars, as 
developed last year by Iowa dealers, 
has been adopted by 513 franchised 
automobile dealers in Wisconsin. 

Known as the Guaranteed War- 
ranty Plan, it provides for a 15 
percent discount on parts and 
labor for a year after purchase of 
the new car. 

The Wisconsin Automotive Trades 
Assn., which is administering the 
plan, will provide window decals, 
advertising material, posters and 
membership cards to participating 
dealers, 

Buyers will pay nothing extra for 
the warranty, either in the form 
of a higher price on the car or in 
a higher rate for parts and labor, 
said Louis Milan, executive vice- 
president of WATA. 

Milan said the plan is intended 
to stimulate used-car sales. It 
works this way: 

When a customer buys a used 
ear, he is given a warranty card 
to carry with him and a list of all 
participating dealers in other states. 
Only Iowa and South Dakota deal- 
ers currently have such a plan, al- 
though it is being considered in 
Illinois and Nebraska. 

If repairs are needed within 
the first year after the sale, the 
buyer can have them made at 
any of the participating dealers. 
His warranty card entitles him to 
a 15 percent discount on the re- 
pair bill, 

The warranty does not apply to 
fuel or lubrication, wash and polish 


Dealer Board Aide 


Resigns in Tenn. 


NASHVILLE, Tenn. — Chester 
Pace has resigned as executive sec- 
retary to the Tennessee Motor Ve- 
hicle Commission, which licenses 
and regulates motor vehicle dealers 
in the state. 

There was no immediate explana- 
tion for the resignation and efforts 
to contact Pace were unsuccessful. 
However, an informed Capitol Hill 
source said considerable friction 
had developed recently between the 
commission and its executive sec- 
retary. 





jobs or to any repairs made neces- 
sary by fire or accident. 

Milan said there are about 1,300 
franchised dealers in Wisconsin, 
most of whom sell used cars. 


Baker to S 


On Sales Planni 
At Ill. Meetings 


SPRINGFIELD, Ill. — Vince 
Baker, Pueblo (Colo.) sales expert, 
will discuss selling techniques at a 
series of meetings for salesmen 
sponsored by the Illinois Automo- 
tive Trade Assn. 

The schedule follows: 

Jan, 16, Moose Lodge, Mount 
Vernon; Jan. 17, Hotel St, Nicholas, 
Springfield; Jan, 17, Champaign 
Country Club, Champaign; Jan. 18, 
Jefferson Hotel, Peoria; Jan. 19, 
LeClair Hotel, Moline; Jan. 19, 
Lafayette Hotel, Rockford; Jan, 20, 
O’Hare Inn, Des Plaines, 

Baker was a featured speaker at 
the IATA’s annual midyear sem- 
inar last summer, and presented a 
two-hour program with charts and 
graphs on good sales planning. 


undoubtedly was the ouster of 
W. C. Newberg last June 30 after 
only nine weeks as corporation 
president. 

Staff members forecast that an 
average of 5,950,157 domestic new 
cars and 349,917 imported new 
cars would be retailed by dealers 
this year, The staff virtually hit 
1960 sales achievements on the 
nose with predictions of 6,150,500 
domestics and 503,500 imports. 

Second-ranked news story of 1960 
was the sales showing of the com- 
pact cars. Introduction of compacts’ 
by the Big Three had made the 
smaller models the top story of 
1959, by one of the widest margins 
ever given a winner in the poll. 

* oe + 


OWEVER, the Newberg affair 

and Chrysler conflict develop- 
ments sent the compacts reeling 
from their lofty perch last year. 
No topic ever has repeated as 
story-of-the-year champion, 

The Chrysler story piled up nine 
first-place votes and 59 points in 
outscoring compacts’ one first-place 
vote and 30 points. The compacts 


|included as news-getters the Fal- 


con-Rambler sales race and the 
successful launching of Comet. 

Inventories, with two first-place 
nods and 27 points, finished in 
third place. This story encom- 
passed the breakthrough of new- 
car stocks past the one million 
mark for the first time; the re- 
straint of ’60-model carryovers on 
’6l-model sales, and the debate 
over the adequacy of new-car 
supplies between General Motors 
executives and Birkett L. Wil- 
liams, president of the National 
Automobile Dealers Assn. 

Engineering innovations of the 
Pontiac Tempest, including a trans- 
axle and independent rear suspen- 
sion with a four-cylinder front en- 
gine, were enough for fourth place 
in the poll. 

The fifth place winner wag the 
industrywide promotion of 12,000- 
mile, 12-month warranties. This 
move was sparkplugged by Ford, 
which extended its Lincoln war- 
ranties to 24,000 miles or 24 months. 

.* * * 


THER stories which received 

rankings in the survey were as 

follows: 

@ Dart’s success in booming 
Dodge to the top sales penetration 
advance of 1960, 

@ Replacement or advancement 
by all five auto manufacturers 
of their marketing executives. 
James M. Roche succeeded the 
retired W. F. Hufstader as sales 
vice-president of General Motors. 
Charles R. Beacham 


was appoint- 
ed to the comparable responsibil- 
ity at Ford Motor Co., R, P. 
Laughna and E. C. Quinn at 
Chrysler Corp, and L, E, Minkel 
at Studebaker-Packard. Roy 


@ Robert S. McNamara’s quick 
moves at and from Ford—first to 


company president, a month later 
(Continued on Page 6, Col. 4) 


On the House . . 


It’s not too late for dealers to make some 1961 


AS A STE Sr arom et 


resolutions. Here are a few suggestions for those 
concerned: 1. “I will not blame the factory for my 
high inventory—if I am the one who ordered too 
many cars.” 2. “I will not blame my dealer associa- 
tion for sol problems—if I didn’t seek advice or 
ignored it.” 3, “I won’t blame my fellow dealers— 
. I am the one guilty of giving my cars away.” 
“E will not blame the public for shopping—if I’m 
the one who aided these tactics.” 5. “I will not 
blame my service manager for lost customers—if I 
do not maintain an honest policy.” 6. “I will not 
blame my used-car manager for losses—if I do not 


employ a realistic policy on appraisals” = 
For the first time in several years, Connecticut new-car dealers 
will have a representative in state legislature; he’s Michael Morano 


(Chrysler-Plymouth), of Greenwich .. . 


If you’re in doubt about 


an unknown product or suspicious offer, contact your local dealer 
association which can investigate and get the facts for you . 
Northern California dealers will resume their annual golf tourna- 
ment in March with three days of it, at three different courses . 
When asked to display a car at a shopping center, fair, etc., ask 
yourself who will be helped most, you or the promoter who uses 
the new cars to attract people to his area of businesses? 


—Pete Wemuorr, Editor, 
Automotive News 
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As Plants Retrench ... 
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300,000 Fewer Cars 
Due This Quarter 


(Continued from Page 1) 


Chrysler Corp., American Motors 
and Studebaker. 

The Chrysler Corp. situation con- 
tinues to reflect the effects of over- 
building prior to new-model an- 
nouncements last fall. The Valiant- 
Plymouth-Chrysler end of the line 
held up fairly well sales-wise, but 
disappointing results have register- 
ed in Lancer, Dart, Imperial and, 
of course, the deceased DeSoto. 

Chrysler Corp, is expected to 
initiate a program of dealer sales 
incentives early in the new year. 
American Motors kicked off the 
incentive programs in December 
with dealer awards based on 
gains over year-ago results and 
buyer bond rebates tied to Ram- 
bler sales gains—also compared 
with December, 1959, and the 
first quarter of 1960, 

Although the twinned Rambler 
programs were announced Dec. 15, 
their impact on mid-month sales 
was not sufficient to indicate a 
December rebate to purchasers. 
AMC also has dropped its costly 
third work turn at Kenosha assem- 
bly, but is still building 200 cars 
a day more than a year ago. 

It. was also in the course of press 
dissertations on the Rambler pro- 
grams that American Motors Pres- 
ident George Romney hinted that 
his company, too, might be inter- 
ested in new-small-small cars with 
a view toward redesigning the 
sales-shy Metropolitan. 

* + * 


A FINANCIAL report on Stude- 
baker last week said more than 
22,000 Larks were in dealer hands 
as of Dec. 1, which would amount 
to about a 90-day supply at Novem- 
ber’s sales pace, South Bend sources 
are predicting a long spring shut- 
down at the Studebaker plant if 


NIADA Parley 
To Stage Clinic 


On Management 


WASHINGTON.—A dealer busi- 
ness management clinic will re- 
ceive top billing at the annual con- 
vention of the National Independent 
Automobile Dealers Assn. Jan. 15-18 
in Miami Beach. 

NIADA Chairman A. H. Schwartz 
will moderate the discussion by 
successful independent dealers and 
business experts. A questionnaire 
seeking data for the clinic has 
been sent to all members, 

Other features of the convention, 
to be held again at the Eden Roc 
Hotel, will include a clinic on ad- 
vertising media for independent 
dealers, Participants will include 
Robert Fidlar, general sales man- 
ager, WCKT-TV, Miami; John L. 
Ovitt, Pensacola (Fla.) advertising 
man, and Holiday Veal, division 
anne: Prudential Life Insurance 


The convention will feature on its 
entertainment agenda a_ cocktail 
party, luau and the annual banquet. 
Comedian Alan King and vocalist 
Anita Bryant will star at the ban- 
quet, 


A ladies’ program will feature a 
luncheon and a boat cruise. 





Top Trucks 


New-truck registrations for 10 months, 
plus 16 states for November: 


1960 1959 
Pos. Make Pos. 
1—269,948 Chev, 277,174— 1 
2—244,881 Ford 250,188— 2 
3— 96,065 Intern’] 91,079— 3 
4— 71,231 GMC 61,365— 4 
5— 37,237 Dodge 46,051— 5 
6— 25,786 Willys 24,521— 6 
I— 12,681 White 13,232— 7 
8— 9,584 Mack 11,738— 8 
9— 4,866 Stude. 5,441— 9 
10— 2,200 Diamond T 2,527—10 
li— 933 Brockway 1,004—i1 
38,547 Misc, 35,586 
Total All Makes 
$13,959 819,906 


Further details on Page 38. 





the supply imbalance is not im- 
proved. 

Reportedly, both AMC and Stude- 
baker sales executives are blaming 
dual dealers in part for order slow- 
downs. New compacts from GM, 
Dodge and Mercury, it is said, have 
diverted interest of many dual 
dealers from Lark and Rambler. 

A strong factor in the industry 

outlook for 1961 is the prospect 

of a contract deadlock over the 
summer, when the United Auto 

Workers and the manufacturers 

lock horns for their triennial 

wage battle. 

“The industry is betting there 
will be a strike,” a Big Three ex- 
ecutive declared bluntly last week. 
“About this time next year, the 
strike should be ending.” 

The executive went on to say 
that dealers moaning about over- 
supplies now will be “damn glad 
they have ’em come August and 
September.” 

“One million new cars won’t mean 
a thing if no one is producing at 
new-model time next fall,’ he de- 
clared, 

*“ * * 
yas speaker left the inference 
that even if the UAW strikes 
GM or Ford singly, competitors 
will refrain from excess activity 
out of united action to combat the 
union’s demands. 

“The solid front that worked 
in 1958 will be redoubled this 
year, without industrywide bar- 
gaining as such,” he said, 

From a shorter-term viewpoint, 
however, many Detroit executives 
have voiced satisfaction with the 
“climate” surrounding the new 
Kennedy administration, privately 
expressing hope that a rebirth of 
confidence in the economy might 
emanate after the Jan. 20 inaugu- 
ration. 

“The right kind of national lead- 
ership could do much to erase all 
this recession talk,” a division chief 
said. 

* * * 

ERE is a rundown of quarterly- 

new-car output in 1960 and 


1959: 
1960 1959 
Fourth. ............ 1,734,679* 1,259,839 
TE isis dtd 1,149,041 1,052,781 
Second ............ 1,809,376 1,685,040 
PigetP®  ....ccccces 2,002,489 1,601,811 


*Estimated. 
ee for first 1961 quarter, 1,450,- 


250 Cars Foreclosed 


VANCOUVER, B. C.—All new 
and used cars formerly owned by 
Pacific Studebaker, 1424 W. Broad- 
way, are being liquidated by a 
finance company. Approximately 
250 cars are involved. 





Seyffer Honored— 


Top officers of the National Ford Dealer 
Council present a sterling silver platter 
to Charles J. Seyffer, center, Ford Division 
dealer relations manager who retired Dec. 
31. Making the presentation on behalf of 
the nearly 7,000 Ford dealers were Ivor de 
Kirby, left, San Diego dealer who is vice- 
chairman of the council for the western 
sales region and is the group's national 
secretary, and A. J. M. Oustalet jr., Jen- 
nings (La.) dealer, vice-chairman for the 
southwestern sales region and national 
chairman of the dealer council. Joining 
Ford in 1914, Seyffer served nearly 47 
years in the company's sales organization. 





GMC Unveils New Truck Models— 


One of GMC Truck's new tandem-axle models, this WA5500 features the 105-inch 
conventional cab that is standard throughout the series. The V-6 vehicles have a high 
degree of cab and engine accessibility and are tailored for dump, mixer and other 
construction operations. Four basic models are available, the WV5000 and WA5000 


and the WV5500 and WA5500. ““WV" models have vacuum brakes while 


“WA" ver- 


sions come with air brakes. Standard gross vehicle weights (truck, body and load) are 
35,000 pounds for the W5000 and 43,000 for the W5500s. Optional heavy-duty axles 
may be used to boost GVW ratings to 45,000 and 48,000 pounds. 


Prospects for Less Output 
Bring Dealer Cheers 


(Continued from Page 1) 


stock and concentrate on fattening 
up our deals a bit.” 
* 7 + 

OME dealers fear that when 

their books are finally balanced 
out for 1960, gross profits will 
amount to little more than one 
percent of sales. 

Unless production is held in 
check, they believe, chances are 
dim that they will be able to do 
as well this year. 

They continue to worry more 
about inventories than production. 
Even with last September’s reduc- 
tion in floor-plan rates, which 
brought the charge down to 5 per- 
cent from 5.5 percent, dealers are 
in no mood to carry a single car 
more in stock than they feel is 
necessary. 

* + * 

F DEALERS should be able to 

cut back inventories to what 
they consider the “ideal” level of 
400,000 to 500,000 units during 1961, 
this would add a potential 500,000 
to 600,000 sales to the 5.8 million 
cars produced during the year. (In 
order to pare current stocks, it 
must be assumed that every car 
built in 1961 is sold.) 

When these sales are coupled 
with a projected 350,000 to 400,000 
imported-car transactions, total 
new-car sales this year could 
reach 6,650,000 to 6,800,000 units 
even if the Commerce Depart- 
ment’s prediction proves accurate. 

This would probably be good 
enough for 1961 to replace 1960 as 
the second-best year in history. 

Even should dealers be forced to 
hold to a new factory thesis that 
“proper” stocks constitute a 45-day 
supply—or 750,000 to 800,000 units— 
sales in 1961 could still reach 6,350,- 
000 to 6,450,000 units, The latter pro- 
jection is based on an inventory 
reduction to the 45-day level. 

oe * * 


ppestens wouldn’t be unhappy 
to see stocks fall to 500,000 or 
fewer, although the market takes 
on a definite feeling of shortage as 
inventories shrink toward the 400,- 
000 level. 

When stocks dip below 400,000, 
they tend to become “invisible.” 

It is conceivable, of course, that 
1961 production will fall even lower 
than the Commerce Department 
has predicted if the industry runs 
into labor difficulties this summer 
as UAW contracts expire. 

If a prolonged work stoppage 
should develop then, dealers would 
look on robust inventories with a 
less-jaundiced eye, 

* + 


6.5 Million Sales Seen 
By Commerce Dept. in ’61 
WASHINGTON.—Sales by deal- 
ers in 1961 will remain at about 
the ’60 level of 6.5 million units de- 
spite a drop in production, the 
Commerce Department has pre- 
dicted. g 
Earlier, the department said pro- 
duction this year will drop 13 per- 


cent to 5.8 million units, compared 
with 6.7 million in the last 12-month 
period. 

The sales forecast was authorized 
by Commerce Secretary Frederick 
H. Mueller after the auto industry 
charged that the production pre- 
diction gave a misleading impres- 
sion by not mentioning sales. 

The department, which explain- 
ed that it wanted to clear up “pub- 
lic confusion,” said its forecast of 
6.5 million car sales included an 
expected 400,000 imported-car de- 
liveries. 


Willys Expects 
Sales to Continue 


Upward in 1961 


TOLEDO.—“Domestic sales of 
Jeep four-wheel drive vehicles have 
increased each year since 1957 and 
we anticipate a continuation of this 
upward cycle 
in 1961,” C. W. 
Moss, Willys sales 
vice - president, 
said in a year-end 
statement. 

“We look for 
overall sales in 
the under 10,000 
pound GVW truck 
industry to paral- 
lel the 1960 rec- 
ord, with a sub- ea 
stantial increase ©. W. Moss 
in our own market penetration. 

“Our 1960 sales of vehicles and 
specialized Jeep parts, accessories 
and equipment increased at both 
factory and retail levels from the 
previous peak year of 1959, despite 
the general business decline which 
occurred during the year,” Moss 
continued. 


Simea Paying 
Top Rebate of 
$325 on Etoile 


DETROIT.—Simca dealers can 
earn rebates as high as $325 per 
car in an incentive plan that com- 
bines purchases and sales, The pro- 
gram applies only to Etoile four- 
door sedans. It is a five-month af- 
fair which ends April 30, 

Dealers received $125 for each 
Etoile in stock on Nov. 30. Subse- 
quent purchases also carry a $125 
rebate if the dealer meets a pur- 
chase quota set by the factory. 

On the retail side, the first three 
sales bring $125 per car; the next 
three are worth $150 apiece, and the 
seventh to ninth deliveries carry 
$175 bonuses. The rebate rises to 
$200 for the 10th car. 

Rebates are retroactive to the 
first sale. If a dealer sells seven 
cars, he receives $175 for each one. 
If he sells 12, he gets $200 for each. 

The Etoile ig the only Simca 
model currently being imported into 
this country. It is priced at $1,658, 
New York port of entry. 








_ |Coast Executive 


-|Will Head S-P 


Churchill Is Shifted 
To Consultant’s Job 


(Continued from Page 1) 


been president since 1956, will 
continue as a director and will 
serve as a consultant. 

Egbert has been with McCulloch, 
producer of Scott outboard motors, 
chain saws, golf cars, and engines 
for go-karts and target aircraft, for 
14 years. Before his selection as 
executive vice-president in charge 
of all divisions of the company, he 
served for five years 1s manufactur- 
ing vice-president. 

* * 


ABI BOUGs Egbert is little 
known in the auto industry, 
those who do know him painted this 
picture of the new S-P chief: 

He is described as a man who 
“moves fast and works hard” and 
an executive who “flies nights and 
works days.” He was also described 
as tall and handsome with curly 
black hair that shows flecks of 
gray. He is said to be a meticulous 
dresser. His friends call him Sher- 
wood. 

One person who has known him 
for some time said of Egbert’s 
selling ability: “He could sell ice 
cubes to the Eskimos.” After busi- 
ness hours, he ig active in stock 
outboard boat racing. 

Egbert holds an engineering 
degree from Washington State Uni- 
versity and was a marine Officer 
during World War II. He is a resi- 
dent of Los Angeles but plans to 
make South Bend his headquarters 
after joining S-P. 

* + oe 

E WILL sever his connections 

with McCulloch, a family-held 
company, before joining S-P. He 
has been considered for the S-P 
job for several] weeks but there has 
never been talk of S-P acquiring 
McCulloch, according to a source 
close to S-P. 

Francis termed Egbert “a vigor- 
ous young executive who has had 
a brilliant career in both manufac- 
turing and sales.” 

The selection of a new chief 
executive officer for S-P has been 
rumored for weeks. Reports men- 
tioned a rift among directors on 
just which way the company 
should go and who should get the 
job. 

The meeting at which Egbert was 
elected lasted 5% hours and raised 
voices were reportedly heard out- 
side the board room. Half an hour 
before th: meeting ended, Abraham 
M. Sonnabend left, saying that he 
had submitted his resignation as a 
director. 

oe ~ + 
GONNABEND, a Boston financier, 
was named to the board on his 
reputation as a merger wizard. He 
was to head an acquisition program 
that would take advantage of S-P 
previous losses. 

The acquisition program never 
came to much and Sonnabend was 
reported at odds with some of 
those in S-P management, Al- 
though the board has not yet ac- 
cepted his resignation as a direc- 
tor, a source close to the com- 
pany said it almost certainly will 
be. 


After his election, Egbert issued 
a statement which said, in part: 

“I welcome the opportunity to 
lead this fine company which has 
maintained a distinguished name 
in the transportation field for more 
than 100 years. 

* * of 
“J SHALL work to maintain and 

strengthen Studebaker - P ac k- 
ard’s position in the automotive 
business and to achieve the sales 
volume and market growth which 
the Lark deserves. My belief in the 
future of Studebaker-Packard is 
unswerving. 

“J shall also work toward de- 
velopment of the company 
through acquisition of sound, 
profitable enterprises. Its growth 
‘will be one of the focal points of 
my activities. 

“This is a great challenge. With 
the help of Studebaker’s loyal, com- 
petent, hard-working staff of exec- 
utives and employes, I have every 
confidence we will succeed in our 
task.” 
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PAYLOAD—Hydrovac Power Brakes weigh less, permit increased payloads 
up to several hundred pounds. 


PRICE—Hydrovac Power Brakes cost less to biry, less to operate, 
less to maintain. 


PROTECTION — Built-in standby safety . . . manual braking available in case of 
power failure. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes. 


Bendix nivisroxn South Bend, inp. 
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15 Percent Gain 
Sighted in 1961 


Seat-Cover Sales 


CHICAGO.—A 15 percent increase 
in the sale of auto seat covers in 
1961 over the previous year is pre- 
dicted by the Automobile Seat 
Cover Assn. of America. 

Vernon G. Volland, executive di- 
rector of the association, in a year- 
end statement, said: “The automo- 
bile seat cover industry will see 


Tufty Named in Sioux City 

SIOUX CITY, Ia.—Ivan A. Tufty 
has been elected president of the 
Sioux City Automobile Dealers 
Assn., succeeding Jack Kaldem. 


sales of $175 million in 1961 against 
$150 million in 1960.” 

The forecast anticipates the sale 
of an estimated 8% million to 9 
million sets of seat covers, an in- 
crease of one million to 1% mil- 
lion sets over 1960. 

Volland said auto seat covers— 
the No, 1 item in the sale of acces-| 
sories, and No. 3 among replacement | 
parts (behind tires and batteries)—| 
is expected to return to the record} 
high sales experienced in 1959. 

“Two trends developing are the | 
tremendous increase in the use of 
‘better’ throw covers, and greater 
sales of high quality seat cover 
lines,” he said. 

“Both of these trends have be- 
come quite apparent, and there is | 
every indication they will carry 
through the coming year.” | 


News Winners 


1960—Chrysler Corp.’s conflict-of- 
interest troubles. 


1959—Big Three introduce com- 
pacts. 


1958—New-car price stickers. 

1957—Rise of import-car sales. 

1956—Genera! Motors introduces 
five-year dealer franchise. 

1955—Ford grants supplemental 
unemployment compensa- 
tion, 

1954—“Phantom” freight rates re- 
duced. 


PISTON 
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Compacts Runner-Up... 


Top Story: Chrysler Woes 


(Continued from Page 3) 


to Secretary of Defense—desig- 
nate. 

@ The decline of import sales, ex- 
cluding Volkswagen. 

@ The used-car market tailspin. 

e An Automotive News survey 
which showed that 85 percent of 
franchised dealers disliked their 
makers’ buildout bonuses, 

e@ Reorganizations among the 
importers led by the appointment 


RINGS 


of Maurice Bosquet as Renault 
chief in the United States. 

@ Affirmation by the U. S. Su- 
preme Court of the validity of a 
state factory-dealer licensing law. 

* * * 

HE new truck compacts from 

Chevrolet, Ford International 

and White, 

@ Spread of aluminum engines to 
Buick for its compact Special, Olds- 
mobile for its compact F-85 and the 
Rambler Classic. 

@ Small-small-car reports from 
Ford, Chevrolet and Studebaker. 

@ Expose by West Coast Editor 
William Carroll of referral selling. 

@ Washington Editor William 
Uliman’s definitive series on NADA. 

@ Holding of the line of ’61-model 
prices. 

@ Last but not least, Detroit’s 
first National Automobile Show. 

* +” * 

ARY a point went to such other 

well-publicized news stories as 
the demise of DeSoto, regarded as 
anti-climatic, and the NADA fights 
in Congress against a minimum- 
wage boost and for territory secur- 
ity. 

Forecasts of domestic new-car 
sales in 1961 ranged from a high 
of 69 million to a low of five 
million. 

Staffers estimated that import 
sales might decline to as low as 
270,000 or reach a high of 415,000 
this year. 


Calif. Dealers Rip 
Discount-House 


Selling of ’61s 


(Continued from Page 1) 
area who encourage this type of 
business. The wholesale cost is paid 
by the discount house plus a small 
profit for the dealer. 

Retail sales are made at a very 
low gross profit by encouraging the 
prospective buyer to visit loca] deal- 
ers, obtain the best deal possible 
and return to the discount house 
where that price will be beaten. 

Completion of the sale is the ab- 
solute end of the contract as far 
as the discount house is concerned. 
They floor no cars, operate no parts 
department and offer no service. 
Customers are directed to local 
dealers where these services are 
available. 

* * J 

etches of the type of purchase 

by the discount house from the 
dealer no new-car “get ready” has 
been performed. The local legiti- 
mate dealer is forced to perform 
1,000-mile service on a car that has 
not been touched since it left the 
factory. 

By approved standards of meas- 
ure these discount houses are 
classified as department stores. 
This poses the question as to 
whether all department stores will 
engage in new-car sales in the 
future. 

This problem igs extremely dis- 
couraging to legitimate dealers in 
the Southern California area and 
their salesmen at the present time 
and becoming more so as the num- 
ber of discount houses increases. 

Our association strongly recom- 
mends that several of these dis- 
count houses be “shopped” by one 
or more high officials of the 
corporation and a report be made 
through their associations to South- 
ern California dealers.— W. Pau. 
WHALEY, executive secretary. 


Peugeot to Introduce 
404 in Early March 


NEW YORK.—Peugeot officials 
disclosed last week that the 
United States introduction date 
of the French manufacturer's 
new 404 sedan will be in early 
March, advanced from the April 
date originally planned. 


Dealer driveaways from several 
U. S, cities will help introduce the 
Farina-styled four-door sedan to 
Americans, it was stated. The 
404, introduced in France last 
spring, will supplement the 403 
four-door sedan. 
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Annual Rundown of What Happened to Whom: 


Year Marked by Top-Level Personnel Moves 


(Continued from Page 2) 


porate manufacturing staff and 
services. Woolson and Brennan are 
vice-presidents of the corporation. 

Matthew C. Patterson retired as 
Dodge general manager and was 
succeeded by Byron J. Nichols, who 
had been automotive sales group 
vice-president. 

ok +. & 

EIL. H. MCELROY, chairman 

of Procter & Gamble and for- 
mer U. S. Secretary of Defense, 
was named to Chrysler’s board of 
directors last year. Newberg left 
the board. 

Corporation executives who re- 
tired in 1960 included Vice-Presi- 
dents Patterson and James C. Zeder 
and Robert C. Sommerville, execu- 
tive assistant to the dealer relations 
vice-president, 

Replacing Zeder as president of 
the Chrysler Institute of Engineer- 
ing was George J. Huebner, execu- 
tive engineer—research. 

Edgar ©, Row, first vice-presi- 
dent, will retire at the end of this 
month. Also reaching 65 this year 
will be Charles L. Jacobson, deal- 
er relations vice-president, and 
James B, Wagstaff, corporate 
sales staff vice-president. 

At the divisional level, Plymouth 
has a new assistant general man- 
ager—Frank J. Suslavich—and a 
new general sales manager—Robert 
B. McCurry jr. 

McCurry replaced Edward P. 
Letscher who moved to McCurry’s 
former post of dealer enterprise di- 
rector for the corporation. McCurry 
started the year as Dodge assistant 
general sales manager. 

* cad 


OHN C. GUENTHER took. over 

the duties of Jack W. Minor, 
who resigned upon request over a 
difference of opinion about his out- 
side business interests. Minor’s title 
was Plymouth marketing director; 
Guenther’s is advertising and sales 
promotion director, 

Stephen L. Noble was named 
dealer relations director for Plym- 
outh, 

In addition to the Nichols-Pat- 
terson move, Dodge recorded the 
retirement of Lee F. Desmond, 
executive assistant to Patterson. 
William J. Bird, the division’s as- 
sistant general manager, was 
transferred to the corporate posi- 
tion of fleet sales director. 

Dodge also named Roger Welch 
assistant general sales manager 
and W. C. Hanley jr. assistant gen- 
eral sales manager for trucks, 

Henry L. Schuster was appointed 
assistant general sales manager for 
Chrysler-Imperial Division, and 
D. C. Smith was named dealer re- 
lations director, succeeding John T. 
Condon, retired. 

The new president of Chrysler’s 
Amplex Division is William P. Bal- 
throp. He succeeded Carl J. Dem- 


rick, who resigned. 
+* * Of 


Ford Motor 


ORD MOTOR CO. elected a 
chairman and named and lost a 
president last year. 

Ernest R. Breech resigned as 
chairman last July, and Henry Ford 
II served as chairman and presi- 
dent until Nov. 9, when Robert S. 





"Biggest Auto Ever Built'— 


McNamara was named to the presi- 
dency. 

McNamara relinquished the 
post a few weeks later to accept 
an appointment as Secretary of 
Defense in the cabinet of Presi- 
dent-elect Kennedy. 

Two Ford vice-presidents were 
reassigned last year, and another 
man was elected a vice-president. 

James O, Wright moved from 
Ford Division general manager to 
group vice-president in charge of 
the car and truck divisions, Mc- 
Namara had held that post before 
he became president. 

Charles R, Beacham was named 
marketing vice-president: He for- 
merly was assistant general man- 
ager of Ford Division. 

+ * * 


Siem new vice-president is Lee A. 
Iacocca, who was appointed 
Ford Division general manager 
Nov. 9—less than a month after 
his 36th birthday. He formerly was 
vehicle marketing manager for the 
division. 

Charles G. Mortimer, chairman of 
General Foods Corp., joined the 
board of directors last year, and 
McNamara resigned, Breech con- 
tinues as a director. He also is 
chairman of the company’s finance 
committee. 

One vice-president will reach 65 
this year. He is George W. Walk- 
er, styling director. 

Iacocca’s appointment headed the 
divisional switches last year. In 
other changes at Ford Division, 
E. F. Laux was named vehicle mar- 
keting manager, and Paul F. Lorenz 
became parts and service manager. 

Ward A. Folsom retired as gen- 
eral manufacturing manager, and 
Charles J. Seyffer retired as dealer 
relations manager. C. H. Arnold, 
Denver district manager, will suc- 
ceed Seyffer. 

* * + 


T LINCOLN-MERCURY Divi- 

sion, Chase Morsey jr. was ap- 
pointed manager of the general 
marketing office, and Paul B. Hoff- 
man suceeeded D. A. Kuhn as parts 
and service marketing manager. 
Thomas H. Holden moved from 
L-M to the company’s Dealer Policy 
Board. Arthur S. Hatch retired 
from the dealer board. 

An Automotive Assembly Divi- 
sion was formed with D. J. 
Bracken as general manager. He 
had succeeded Folsom as Ford 
Division’s general manufacturing 
manager. Stanley J, Gillen was 
named Steel Division general 
manager, succeeding the late Wil- 
liam J, Reilly. 

At Ford of Canada, K. E. Scott 
was named president, succeeding 
Rhys M. Sale, who became board 
chairman, Jack S. Kemp was ap- 
pointed general sales manager. 

Ford Motor Credit Co. named two 
vice-presidents—Edward C. Never- 
gold, sales, and E. E, Baggerly, op- 
erations. . 

om 


General Motors 


ENERAL MOTORS had nine 
changes in the ranks of its 
vice-presidents last year. Three 
were appointed; two were reassign- 
ed, and four retired. 
Retiring were Edward B. Newill, 


The biggest auto ever built, Buick calls this 65-foot long reproduction of the 1961 
Invicta Custom hardtop sedan which it dwarfs. It is 15% feet high, has eight-foot 
wheels that turn, headlights that shine and tail lights that wink red. It is the center of 
a giant display sign atop a six-story steel structure in Detroit. Looking over the cor 
are, left to right, E. C. Loppnow, Central region manager; Gerald M. Millar, advertising 
manager, and C. L. Foster jr., Detroit zone manager. 


Allison Division; John J. Cronin, 
manufacturing staff; William F. 
Hufstader, distribution staff, and 
Carl H. Kindl, Canadian and over- 
seas group. 

James M. Roche left Cadillac to 
take over Hufstader’s duties, and 
Phillip J. Monaghan was named 
to Cronin’s post, Monaghan had 
been process development vice- 
president. That activity now is 
part of the manufacturing staff. 
The new vice-presidents are Har- 
old G. Warner, Cadillac general 
manager; Harold H. Dice, Allison 
general manager, and Richard C. 
Gerstenberg, financial staff. 
Warner had been Cadillac works 
manager, and Dice was assistant 
general manager at Allison. Ger- 
stenberg was GM ftreasurer. He was 
succeeded by Oscar A. Lundin. 
Kindl retired Dec. 31. No suc- 
cessor had been named as AvuTomo- 

tive News went to press last week. 
+” + + 
| epamsctanges retirement age this 
year will be Sherrod E. Skinner, 
executive vice-president, and Henry 
M. Hogan, vice-president and gen- 
eral counsel. Skinner, a GM direc- 
tor, is in charge of the automotive 
body and assembly, parts and de- 
fense systems divisions, He will be 
65 in October. 

Among GM’s car-making divi- 
sions, Cadillac named Robert J. 
Ackerman works manager to suc- 
ceed Warner, and Pontiac promoted 
B., E. Starr to that post, J. F. Blamy 
succeeded Starr as manufacturing 
manager. or 

At Buick, Robert L. Kessler re- 
placed Donald F, Taylor as gen- 
eral manufacturing manager. 
|Taylor now is manager of produc- 
tion control and purchasing. Kes- 
sler had been Delco-Remy works 
manager. John G. Davies retired 
as assistant to the general man- 
ager in charge of dealer relations. 

Emmett P. Feely moved to Olds- 

mobile as general sales manager. 
He had been Chevrolet executive 
assistant general sales manager, 
and his transfer meant several 
shifts at Chevrolet. Among them 
were the following: 

Lawrence H. Averil] replaced 
Feely, Herman P. Sattler succeeded 
Averill as assistant general sales 
manager for the Eastern U. S., and 
James E. Conlan succeeded Sattler 
ag assistant general sales manager 
for trucks. 

* * * 
Also at Chevrolet, E, L. Harrig 
retired as national service and 
mechanical manager. His successors 
were R. L. Siegrist, service opera- 
tions director, and J. C, Purcell, 
service-technical director, 

Elsewhere at GM, Kenneth N. 
Scott succeeded James L, Conlon, 
retired as 

-O 
bly Division; Virgil L, Snow was 
named Euclid Division general 
manager, and Frank O. Reilly 
succeeded the late L. R. Schreiner 
as Ternstedt general manager, 

Leslie C. Wolcott succeeded J. D. 
O’Brien, retired, as general man- 
ager of Inland Mfg. Division, and 
Dr, Harold R,. Rodes was named 
president of General Motors Insti- 
tute, succeeding Guy R. Cowing, 
retired. Rodes formerly was presi- 
dent of Bradley University, 

Charles R. Stradella was elected 
chairman of General Motors Ac- 
ceptance Corp., and.Bhomas W. 
Towell replaced him ag president. 
Towell had been executive vice- 
president of GMAC., 

* oe 


* 


Studebaker-Packard 


A NEW chairman, a new presi- 
dent and four new vice-presi- 
dents changed the complexion of 
Studebaker-Packard’s high com- 
mand. 

In September, Clarence Francis 
became S-P chairman. He is a for- 
mer chairman and chief executive 
of General Foods Corp. 

Last week, Sherwood H. Egbert 
was named president and chief ex- 
ecutive officer. He had been execu- 
tive vice-president of McCulloch 
Corp., Los Angeles, maker of out- 
board motors and chain saws. 

Harold E. Churchill, outgoing 
president, continues as a director 
and will act as a consultant. 

The new vice-presidents are Lewis 
E. Minkel, marketing; Clifford M. 


MacMillan, industrial relations, and 


the chiefs of two companies acquir- 
ed by S-P—D. Ray Hall, of Gravely 
Tractors, and Ernest Cooper, of 
Clarke Floor Machine Co. 

Egbert and Hall were named to 
the S-P board of directors. Abra- 
ham M. Sonnabend, Boston finan- 
cier, resigned from the board. 

Charles R. Weaver was appointed 
general manager of the export divi- 
sion. He succeeded Richard A. 
Hutchinson, a vice-president, who 
retired after 37 years with S-P and 
Studebaker. 

* * * 
ICE-PRESIDENT S. A. SKILL- 
MAN was placed in charge of 

dealer relations. He formerly was 
general sales manager. 

Four officials of the Automotive 
Division were elevated to the post 
of divisional vice-president. They 
were Eugene J. Hardig, chief engi- 
neer; John Soelch, purchasing; 
Arthur D, Whitmer, general manu- 
facturing manager, and Roy B. 
Bender, parts and service manager. 

A. J. Porta, executive vice- 
president of the corporation, 
heads the Automotive Division. 

New vice-presidents of Mercedes- 
Benz Sales, Inc., an S-P subsidiary, 
are J. Bruce McWilliams, sales, and 
F. L. Armstrong, administrative. 
McWilliams formerly was with Saab 
Motors, Inc., and Armstrong was 
genera] sales manager for M-B 
Sales. 


* * * 


Miscellaneous 


N THE truck field, P. O. Peter- 
son, former president of Mack 
Trucks, Inc., became president of 
Hercules Motors Corp, He suc- 
ceeded William M. Pringle, now 
president of Chrysler’s Marine and 
Industrial Engine Division. 

President J. N. Bauman was 
named chief executive officer of 
White Motor Co. Chairman Robert 
F. Black had been chief executive 
for 25 years. 

L. 0. Staelens, controller of 
Willys Motors, Inc., was elected 
a vice-president, and Duane F. 
Kuntz was named sales man- 
ager of International Harvester’s 
Truck Division. 

Top personnel changes in the 
finance and insurance field involved 
CIT Financial Corp. and Associates 
Investment Co. Arthur O. Dietz 
moved from president to chairman 
of CIT, and L. Walter Lundell] be- 
came president. 

E. Douglas Campbell was elected 
president and chief executive of 
Associates, He succeeded the late 
Robert L. Oare as chief executive 
and William F. Gaunitz as presi- 
dent. Dr. Oliver C. Carmichael suc- 
ceeded Oare as chairman. 

* * + 


AMONG the imported-car makers, 3 
Fiat placed Marco J. Pittaluga| © 


at the head of its U. S. operation, 
and Renault gave similar duties to 


Maurice E. Bosquet. Helmut K.|> 


Winkler now directs Borgward ac- 
tivities in this country. 

Rowland F. Kirks resigned as 
legislative counsel for the National 
Automobile Dealers Assn., and 
Thomas D. Braden retired after 39 
years as executive vice-president 
of the Denver Automobile Dealers 
Assn. 

Joseph Gilbert was appointed 
secretary and general manager 
of the Society of Automotive En- 


gineers. 

Harley J. Earl, retired GM styling 
vice-president, was appointed com- 
missioner of NASCAR, and J. C. 
(Larry) Doyle, retired Ford sales 
official, joined John E. Wolf Co., 
dealer service counsellors, as a vice- 
president. 

Abram VanderZee, former Chrys- 
ler sales vice-president, was elected 
chairman of Briggs Mfg. Co., De- 
troit, maker of plumbing fixtures. 


Chicago BBB Elects 


Yarnall Chairman 


CHICAGO.—Frank Yarnall, a 
Chicago Chevrolet dealer and past 
president and director of the Na- 
tional Automobile Dealers Assn., 
has been elected chairman of the 
Chicago Better Business Bureau. 

Yarnall has long been a director 
of the Chicago BBB and hag also 
been the secretary. The Chicago 
BBB igs the second largest in the 
United States, trailing only New 
York. 








Show Planned— 


Mike Murphy, left, manager of the 32nd 


annual Auto Show of the National Capital 
Area, shows Robert E. Mclaughlin, center, 
president of the District of Columbia Board 
of Commissioners, an advance poster which 
will be placed on all dealers’ show win- 
dows as Erle Kirby, auto show chairman, 
watches. The show is sponsored by the 
Automotive Trade Assn.—National Capital 
Area. Murphy is executive vice-president 
of this group. 


Wilkie 


Views 
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er cars, the Ford studies of the 
market potentialities is reported to 
include a new coach, also to com- 
pete with Volkswagen’s Microbus. 
Speculation among industry chron- 
iclers has it that the smaller cars 
and the coach will be powered with 
four-cylinder engines. 

Obviously, there is more to this 
Ford planning and that of General 
Motors and Chrysler in like chan- 
nels than just a fight for bigger 
shares of the American market for 
smaller vehicles. 

The market for more econom- 
ical vehicles will continue to 
grow, Just as certain, too, is a 
= expanding world mar- 


A‘growing world car market, out- 
side the U. S., was envisioned by 
most carmakers after World War 
II. All agreed, however, that sales 
volume could be achieved only with 
vehicles that would be low-priced 
and practical. 

It was the conviction that an ex- 
panding world market for motor 
vehicles lies 
ahead that 
prompted Chrys- 
ler President L. L. 
Colbert, to rec- 
ommend the pur- 
chase by his com- 
pany of a sub- 
stantial interest in 
Simca, the big 
French automak- 
er, in 1958. 

Ibert predict- 
ed then that in 
the not-too-distant future, the mar- 
ket for automobiles outside North 
America would absorb more cars 
than the United States alone. 

That era has not yet arrived, 
but the stakes are big and Amer- 
ican automakers are going to be 
ready for it, Adequate manufac- 
turing facilities abroad will en- 
able them to match other makers 
in production costs and delivered 
prices. 

They cannot compete in overseas 
markets merely by increasing ex- 
ports from their U. 8S. factories, 
largely because of higher produc- 
tion costs. Higher prices also mean 
higher import duties abroad. 

Foreign makers have to deal with 
import restrictions by other over- 
seas countries, too. However, these 
are not always as severe as are 
those against American manufac- 
turers. 


L. L, Colbert 


Romania Named Director 


EUGENE, Ore. — Joe Romania, 
partner in Lew Williams Chevrolet, 
has been appointed a regional di- 
rector of the Oregon Automobile 
Dealers Assn. He succeeds Harry 
Kendall, who no longer is in the 
auto business, 
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From AMC, VW, Rootes... 


More on the 1961 Auto Outlook \, 


based his forecast of 200,000 sales| ers and distributors is in excess | #7 





EW views of the 1961 market 
were given last week in year- 
end statements by auto men, 


A larger dealer organization and 


increased sales are in the offing for 
Volkswagen in 1961, according to 


Carl H. Hahn, general manager, 


Volkswagen 
of America, Inc. 


statement, Hahn 


this year. This 


percent above 1960 





mates. 


Carl H, Hahn 
should have about 700 dealers by 
the end of the year. There were 520 
Volkswagen outlets in the United 
States last Oct. 1, 

In other year-end statements, 
John T. Panks, managing director 


of Rootes Motors, Inc., asserted 


that his lines will maintain their 


1960 level of 20,000 sales. 
George Romney, American Mo- 


tors president, said prospects for 
1961 should be as good as or better 


than 1960. 


Hahn said VW sales in 1960 were 
35 percent above the 1959 level. He 





61 Pontiac Sales 
Should Top ’60, 
Knudsen Says 


PONTIAC.—With a bright out- 
look for excellent business condi- 
tions across the nation in 1961, 
Pontiac sales during the coming 
year should exceed the number of 
deliveries made during 1960, S. E. 
Knudsen, general manager, said last 
week. 

Pointing out that Pontiac is the 
only medium-price auto to increase 
its business in 1960, Knudsen said 
“we are looking forward to another 
high-volume sales year. 

“We have developed our ’61 line 
of cars and planned our sales pro- 
gram so that the Tempest will mean 
added business for the division,” 
he continued. 

He said the public respects Pon- 
tiac’s “initiativeness and determina- 
tion by buying what we honestly 
believe to be the best dollar value 
in the auto industry. 

“By following our same course 
of action,” Knudsen said, “1961 
should prove to be another reward- 
ing year for Pontiac Motor Division, 
its dealers, suppliers, employes and 
most important of all, its cus- 
tomers.” 


Pierce Named President 


By Billings Dealers 

BILLINGS, Mont.—John H. 
Pierce was elected president of the 
Billings Automobile Dealers Assn. 
Pierce is also vice-president of the 
Montana state association. 

Floyd Werle was elected vice- 
president of the Billings group and 
Harold Ruth was reelected secre- 
tary-treasurer. 





Chrysler Confab— 

L. L. Colbert, left, president, and EF, C. 
Row, retiring first vice-president, study a 
Chrysler Corp. report. 

































In a year-end 
predicted that 
Volkswagen sales 
will reach 200,000 
in this country 
would be 5 to 10 
car-truck esti- 


Hahn said VW 
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this year on three factors. 

Those factors are the VW dealer 
organization, the increasing public 
acceptance of and need for the 
small economy car and truck and 
“the basic quality of our product 
and our philosophy of change only 
for improvement.” 

He said Volkswagen plans ad- 
ditional purchases of American 
raw materials and machine tools. 

During the last three years, Hahn 
said, 45 percent of the VW dealers 
have built new sales and service 
facilities. He said the total invest- 
ment of all U. S. Volkswagen deal- 


Tax Assessments 
Of Big 3 in Detroit 
Cut by $7 Million 


LANSING.—The State Tax Com- 
mission last week cut almost $7 
million off the Big Three auto firm’s 
assessments on personal property 
in Detroit. 

The reductions, which totalled 
$6,992,730 for the three firms, were 
made by the Tax Commissions after 
the companies appealed the 
amounts set by the City of Detroit. 

However, none of the firms re- 
ceived as much of a cut as had been 
requested. 

The assessment for General Mo- 
tors was placed by the Tax Com- 
mission at $152,342,120. The city had 
set a figure of $156,010,780, and the 
company had asked for $95,417,640. 

Ford Motor Co.’s assessment was 
placed at $8,221,020. The city had 
valued the property at $8,527,090, 
and the company had requested 
$4,038,634, 

The Tax Commission valued 
Chrysler Corp, property at $165,- 
464,980, which was $3 million under 
the city’s figure. Chrysler had asked 
for $95,077,000. 

The assessment cuts were pro- 
tested by Detroit’s Mayor Louis C. 
Miriani, who charged the city could 
lose $176,000 a year in taxes and 
the city’s schools, $128,000, 





rm WINDSOR, ONT., they’ve 
named a boulevard after him — 
Chrysler Corp. First Vice-President 
E. C. Row. 

The affable, sports-loving Row 
was admittedly a man of “iaixed 
feelings” as he reminisced about his 
long career and looked forward to 
his approaching retirement. His 
65th birthday Jan, 10 will be fol- 
lowed 21 days later by formal de- 
activation from Chrysler Corp. 
service. 

“I don’t mind saying I’ve had a 
thoroughly enjoyable, rewarding 
time with Chrysler ever since 

Dodge Bros, took me on as an 
$80-a-month inventory-taker back 

in 1916,” said Row. “Mr. Keller 
and Mr, Colbert have asked me 
to handle every area of responsi- 
bility, and I’m fortunate to have 
had such a varied career, 

“On the other hand, Mrs, Row 
and I have a winter place all picked 


out in Fort Lauderdale, Fla., and 


I still plan to spend the summer 


| back in Detroit on my fishing boat. 


Wherever there’s sun, there we'll 
be.” 
o* * >” 

ow has occupied the old office 

of his longtime boss and pal, 
K. T. Keller, former Chrysler pres- 
ident and chairman. By coincidence, 
Row will be wintering amidst a 
small colony of Chrysler retirees, 
including Keller and Irving T. 
(Mose) O’Brien, former general 
production manager. 


“Mose was my first lieutenant 
after I was drafted into the Army 
during World War I and reported 
in as a buck private at Camp Cus- 
ter, Mich,” Row recalled. “It took 
40 years for the tables to be turned, 
but I became Mose’s boss for a 
short while before he retired in 
1956. That’s when L. L. Colbert 





Ready for Retirement... 


A Visit with E. C. Row 











































of $100 million. 

Panks summed up his market 
analysis this way: “We realize that 
the American 
market will never 
again be as easy 
for ug as it was 
in 1958 and 1959. 

“However, since 
we have commit- 
ted ourselves to a 
policy of increas- 
ing our share of 
the U, S,; market, 
we are going to 
use every sales 

John T. Panks weapon at our 
disposal to strengthen our posi- 
tion.” 

He predicted that imported-car 
sales will top 400,000 units this year. 

Rootes imports Hillman, Humber, 
Singer and Sunbeam cars. Panks 
expects this year’s Rootes sales 
leaders to be the Hillman special 
sedan and convertible, both with 
automatic transmission, and the 
Sunbeam Alpine roadster. 

Romney declared that, while 
prospects for 1961 are good, “much 
depends on the kind of action, par- 
ticularly in the private sector of 
the economy, that 
we see in the next 
few months.” 

He added: 
“There is enough 
uncertainty in the 
picture for 1961 
to place predic- 
tions on automo- 
bile production 
and sales too far 
in the guesswork 
area — although I ao 
want to empha- George Romney 
size that my uncertainty is based 
more on consideration of the strong 
potential than on current negatives. 

“If those who stimulate action 
in the private sector of our econ- 
omy move with conviction and dar- 
ing, and do not dawdle waiting for 
Washington action, and if the new 
administration encourages such 
private action, the year can be 
one of our best, in automobiles and 
in business in general.” 















asked me to become administrative 
vice-president.” 

Chrysler’s gain five years ago 
actually was such a loss to Wind- 
sor that the home city of Chrys- 
ler of Canada named one of its 
thoroughfares “E, C. Row Blvd.” 

Row had endeared himself to 
Windsor and Canada by virtue of 
the 12 years he spent as an execu- 
tive of Chrysler of Canada, includ- 
ing a period from 1951-56 as presi- 
dent. 

“Chrysler was getting 25 to 27 
percent of the Canadian market in 
those years,” Row said, “and we 
were able to return nice dividends 
to the parent company in the 
States. Things have changed some 
over there, but industry is on a 
sound basis and the market should 
strengthen from now on.” 

o* a * 
 S igaed is thinking of putting up for 
sale an estate he maintains 
near Amherstburg, Ont., down the 
Detroit River from Windsor. 


“But I still plan to do some hunt- 
(Continued on Page 54, Col. 1) 


Late Report... 








Dayton Dealer Officers— 


The 1961 officers of the Dayton Area Auto Dealers Assn. are, from left, R. J. Rodgers 


(Pontiac), trustee; Ray Nowak (Ford), trustee; Charles J. Stueve (Ford), vice-president; 
Jack V. Walker (Lincoln-Mercury), president; William Backus (GMC), trustee, and Wil- 


liam Pickrel jr. (Volkswagen), trustee. Not shown are J. S. Davis jr. (Buick), immediate 


past president and a trustee for 1961, and Ralph E. Caverlee, secretary-manager. 


U.S. Reminds Importers 
Of New Bonding Rules 


WASHINGTON, — Importers of 
foreign cars, trucks and buses have 
been reminded by the Internal] Rev- 
enue Service of the new bonding 
regulations which became effective 
Jan. 1. 

In general, the new rules pro- 
vide that every importer of ar- 
ticles taxable under Section 4061 
(a) must make application for a 
determination whether he is re- 
quired to give bond securing the 
payment of tax on his sales of 
imported vehicles, 

The regulations apply to the im- 
portation of both new and used 
foreign vehicles, a tax spokesman 
said, since the excise tax imposed 
by Section 4061 applies to an im- 
porter’s sales of used vehicles which 
constitute the initial sales of the 
vehicles within the United States. 

The following information must 
be supplied by the importer making 
the application: 

1. The name of the applicant and 
the address of his principal place 
of business. If the principal place 
of business is outside the U. S., 
the application must show the ad- 
dress of his principal place of busi- 
ness, Office or agency in the U. S. 

2. Information establishing 
that the applicant is an importer 
of articles taxable under Section 
4061 (a). 

3. The kind and approximate 
number of autos, trucks and buses 
which the importer may be expect- 
ed to import during an average cal- 
endar quarter, and the approximate 
amount of tax for which the im- 
porter may be expected to incur 
liability in respect of such articles. 

4. A statement as to whether the 
importer has filed excise-tax re- 





Ohio Court Upholds Tax 


On Car Delivery Fees 


CLEVELAND.—Preparation of 
a car for delivery is not a deduct- 
ible labor charge, the Ohio Su- 
preme Court has ruled in a tax 
case involving Spitzer Ford, Inc. 

The court sided with the tax 
commissioner in upholding sales- 
tax assessments against the deal- 
ership for delivery and handling 
charges included in the price of 
cars sold. 





Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $48 last week to $1,071, according to Automotive News’ 
index. 

It was the sharpest weekly loss recorded since mid-October. 
Only two models escaped the downward revisions, with ’54s going 
up $33 and ’55s advancing $6. 

Losses amounted to $12 on ’56s, $24 on ’57s, $28 on ’60s, $56 on 
"59s, $84 on ’58s and $183 On ’61s. New lows were established for 
all of these models except ’61s. 

At a group of representative auctions last week, the sales ratio 
was 63.6 percent, compared with 58.7 percent a week earlier. This 
was the highest sales ratio recorded since early November. 

Auction reports begin on Page 36. 





turns under Chapter 31 or Chapter 
32 of the Internal Revenue Code 
within the two-year period immedi- 
ately preceding the date on which 
the application is filed, and the dis- 
trict in which the returns were 
filed. 

5. Facts pertaining to the import- 
er’s assets and liabilities which will 
aid the district director in deter- 
mining whether a bond shall be 
required. 

The IRS said the collector of 
customs will refuse entry to autos, 
trucks and buses after Jan. 1 un- 
less the importer provides him with 
a statement from the district direc- 
tor that a satisfactory bond has 
been given or is not required, 

cd * 


New Excise Rule Affects 


Some 3-Wheel Trucks 

WASHINGTON. — Three-wheel 
commercial motor vehicles designed 
for light hauling are considered to 
be automobile trucks for purposes 
of Section 4061 (a) (1) of the In- 
ternal Revenue Code of 1954, ac- 
cording to the Internal Revenue 
Service. 

Accordingly, the agency said, 
sales of ‘such vehicles by the manu- 
facturer are subject to the manu- 
facturers excise tax on automobile 
truck chassis and bodies imposed 
by that section. 


Rambler Dealer 
Uses Pre-Rebaters 
As Bird-Dogs 


CLEVELAND.—A way to pacify 
Rambler owners who bought new 
’6ls prior to Dec. 1—and thus 
missed a chance to qualify for U. S. 
Savings Bond rebates—has been 
worked out here by Art Englander, 
of Englander Motors. 

He simply turns them into bird- 
dogs. 

Englander was only one of many 
Rambler dealers who received com- 
plaints from early-model-year cus- 
tomers when President George 
Romney announced American Mo- 
tors’ customer progress sharing 
plan would cover the period from 
Dec. 1 to March 31. 

Englander’s solution works this 
way: His salesmen phone every 
person who bought a\’61 prior to 
Dec. 1 and ask them whether they 
are satisfied with the car or if 
they have any problems. 

If the customer does not mention 
the rebate program, the Englander 
salesmen do. 

In either case, the customer is 
told that he, too, can qualify for 
a $25 bond. All he has to do, the 
customer learns, is to send in @ 
prospect who buys a new car. 

The Englander plan was adopted 
almost immediately by most other 
Rambler dealers here. 

George Sheffler, Sheffler Rambler, 
reported one of his customers so 
entranced with the bird-dog possi- 
bilities that he requested permis- 
sion to sit in on a Sheffler sales 
meeting to learn how to sell Ram- 
blers. 























Memo to our friends in the auto industry: 
: > 
= y 


On the next few pages you'll see The Saturday Evening Post’s full-color 
spectacular, “Automobile Row —1961”—exactly as millions of our readers 
will see it. It’s our way of saluting the American auto industry... and the 
men and women who work to make it great. #@ Automobile Row wishes 
everyone a “Happy New Car Year’ and tells our readers about the fun and 
excitement of new car ownership. It also tells them about the outstanding 
community service performed by thousands of dealers and service men 
throughout America. @ We hope you'll enjoy Automobile Row as much as 


we enjoyed putting it together for our readers. Here’s wishing you the best 
of everything for a “Happy New Car Year!” 


CORDIALLY, 
Dareaper 
JIM GAVAGAN 


VEHICLE MARKETING MANAGER 
THE SATURDAY EVENING POST 
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sALAAALE 


The new 1961 dream cars are on parade! 


Feast your eyes on the handsomest performers ever to take 


the American road. Car after car after car... the largest 
selection of types and styles you’ve ever seen! Each beauty’s 
shaped, shined and styled to fit your special wants in size, 
economy, luxury, fun. So join the parade to your new car 
dealer’s. It’s time to share the excitement of sliding behind 
the wheel of a Sixty-One... of sniffing that new car smell... 
of choosing your very own chariot. It’s time to begin the 
happiest year of your motoring life! 
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RENAULT- CARAVELLE 
Daimler-Benz of N. America, Inc. 


ota 


MERCEDES 


It’s a happy man who shakes your hand at the door. Your | ene 
dealer is glad to see old friends, and eager to make new ones. 
He’ll show you his new models proudly. He’ll help you ar- canawagen Gi RinSTGa THe hh 


range financing, insurance and all. And he’ll look after your 
new car like a hen with her first brood. Your used car becomes : 
his problem too. And he’s happy to help. (Your franchised, 


quality dealer has two men in his service department for wnt semaine 
every oneon the showroom floor.) That’s his business—earn- Fiat Motor Co. 


ing customer confidence. And he’s never too busy to cam- 
paign for local charities and to give safe driving talks at the 
high school. So start the year right. Visit your friend and 
FIAT 


neighbor—your new car dealer. 











American Motors Corp. 


eae 


AMBASSADOR V-8 


=ieaiey 


RAMBLER AMERICAN 





Cadillac Division, General Motors Corp. 


Chevrolet Division, General Motors Corp. 


CHEVROLET 


CORVAIR 


CORVETTE 
Chrysler Division, Chrysler Corp. 


0 


CHRYSLER 


IMPERIAL 
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Meet the unsung heroes of last year, this year, every 
year—the automotive service men who are dedicated 
to the idea that proper service keeps your car new 
all year. They’ve put in a lot of time learning the 
advanced engineering of today’s automobile; their 
skill makes your driving even safer... still more 
carefree. They always make a point of keeping up 
with what’s new for better driving and economy. And 








you never saw such guys for hanging on to their 
sense of humor—whether handling a crank or crank- 
case... or answering your midnight call for gas, or 
tires, or a battery... or letting dinner get cold while 
they finish that job they promised. When you need 
help, he’s the man who’ll be there. So next time you 
see the smiling face of your dependable automotive 
service man, don’t forget to smile back. 
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Volkswagen of America, Inc. 
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American Motors Corp. 
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RAMBLER CLASSIC 
Buick Division, General Motors Corp. 
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Cadillac Division, General Motors Corp. 


Chevrolet Division, General Motors Corp. 
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There’s no day quite like it—that wonderful day when mom 
gets a car of her own. It gives her a queenly independence. 
Lets her take off with the kids on a joy ride or to visit a friend 
even when the breadwinner drives to work. While Car #1 
sits in the parking lot, Car#2 goes to school, goes to. mar- 
ket, goes to the P.T.A., goes to grandma’s. No wonder thing's 
run so smoothly at home when you have two sets of wheels! 
(There are now over 7,000,000 two-car families. ) So if you’re 
on the verge, make 1961 a year mom will always remember. 





Dodge Division, Chrysler Corp. Plymouth-Valiant-De Soto Division, Chrysler Corp. 


DE SOTO 


DODGE DART PLYMOUTH 


PLYMOUTH VALIANT 
Pontiac Division, General Motors Corp. 
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DODGE LANCER 
Ford Division, Ford Motor Co. 
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TEMPEST 
Studebaker-Packard Corp. 
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THUNDERBIRD 
Lincoln-Mercury Division, Ford Motor Co. 
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LINCOLN-CONTINENTAL ANGLIA (Ford) 


MERCURY OPEL (Buick) 
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Se 


OLDSMOBILE 


Foreign Imports 
The British Motor Corp. Ltd. 


AUSTIN-HEALEY 


Rootes Motors, Inc. 


acl 


HILLMAN 
Rolls-Royce, Inc. 


Se 


ROLLS-ROYCE 
Standard-Triumph Motor Co. 


TRIUMPH 
Renault, Inc. 


rao) 


RENAULT- CARAVELLE 
Daimler-Benz of N. America, Inc. 


ieee 


MERCEDES 


Volkswagen of America, Inc. 


VOLKSWAGEN 


cm) 


Fiat Motor Co. 








HAVE A HAPPY SAFE-DRIVING YEAR! 





When you and your family take off for a ride 
this Sunday, you'll be three times safer than 
families were a quarter century ago. Why? Be- 
cause your car today is made better. Roads are 
planned better. Cars are serviced better. Peaple 
drive better. 

And one of the major forces behind this superb 
safety record is The Automotive Safety Founda- 
tion, founded in 1937 by leaders of the automo- 
bile industry. (Soon after, related industries also 
jowed in.) This non-profit organization devoted 
t6 safe, efficient driving has given millions of 
dollars for safety education and research. It has 


supported training programs In colleges and 


The Automotive Safety Foundation 


universities all over the country. And its large 
staff of technical experts has given aid to hun- 
dreds of public and private groups interested in 
highway safety. 

In the next ten years, a record 100 million ears 
will be rolling over our highways. New auto- 
mobile designs will turn out safer cars. More 
driver-training programs will turn out safer 
drivers. Advanced road-building techniques will 
turn out safer highways. And The Automotive 
Safety Foundation—-with the continuing sup- 
port and contributions of its members—-will be 
there on the job—-making your driving happier, 


pleasanter, safer! 
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The Man Behind the Wheel... 





Sales Testing ‘61 Buick Invicta 


marked “cold” goes out when the 
engine reaches normal operating 
temperature. When it goes out the 
driver can turn the hot water heat- 
er on, 

The parking brake warning sig- 
nal is a red light in the center of 
the dash that “hits you right be- 
tween the eyes.” There also are 
large red reflectors on the arm 
rests inside the doors to warn on- 
coming cars when doors are open at 
night. 


By L. H. Houck 
Staff Correspondent 


—— old Dragnet program always 
intoned, “Only the names have 
been changed to protect the inno- 
cent.” Buick has done this in re- 
~verse for 1961—everything has been 
changed except the name. 

After picking up an Invicta 
four-door hardtop in Kansas City 
and driving it the 140 miles home, 
I carefully checked the name 
plate—it’s still B-U-I-OC-K — and 
it’s got plenty of moxie, 

On the outside, the Buick is 
trimmer and smaller, but not too 
small. Inside room has been in- 
creased so there is no question 
about interior comfort. 

Whether or not all the changes 
are for the better will no doubt 
be debated by some oldtime Buick 
owners. One, for instance, told me 
that he didn’t like the “idiot” lights. 
His Buickgs always had dials and 
needles. 

Another complaint came from a 
dealer who is also a flyer. He said 
he depends on dials in the air, and 
argues that Buick should have kept 
its needles and gauges. 

Personally, I’ve always been a 
dial and needle man. I worry 
whether the battery is being charg- 
ed at 10 or 20 amperes, when the 
voltage regulator cuts off, and 
whether the heat is 175 or 195 de- 
grees. 


















* * * 


UICK’S front-end softness also 
is gone. The car has a stabilizer 
bar that does the job effectively. 
It is a wishbone-type prace under 
frontend, with heavy “doughnut” 
rubbers that absorb every quiver. 


* * * 


N THE modern car, however, all 
the driver needs to worry about 

igs the gas gauge and whether ‘or 
not the engine is hot or the oil 
pressure nonexistent, things trans- 
mitted by the warning lights. 

I know a man who had a 
pressure gauge and needles but 
broke an oil line and ruined his 
engine because as he said: “We 
never pay any attention to the 
dials.” Chances are that a red 
warning light on the dash would 
have stopped him, No question 
but that the warning light system 
gives drivers a better chance to 
watch trouble. 

Point here is that Buick has turn- 
ed its back on most of the things 
that made Buick different over the 
years mainly because these things 
have become outmoded. 

There isn’t even a heat indicator 
on the 1961 Buicks. A green light 

+ ob ok 


Car Tested: 
BUICK 


1961 model: Invicta four-door 
hardtop. 

Engine: Series 4600, 401 cubic 
inch V-8; bore, 4.1875; stroke, 
3.64; compression ratio, 10.25 to 
1; brake horsepower, 325. 

Transmission: Turbine drive, 
shift on steering wheel. 

Dimensions: Wheelbase, 123 
inches; overall length, 213,2 
inches. 

Capacities: Gasoline tank, 20 
gallons; cooling system with 
heater, 18.5 quarts; crankcase, 
four quarts—5 quarts with dry 
oil filter. 

Accessories: Power steering, 
automatic transmission, heater, 
radio. 

Tire size: 8.00 x 15. 


Buick Test Car— 


Result—a solid and safe feel from 
the frontend. This is something a 
salesman can get his teeth into and 
show a customer. 

The gas-pedal starter has given 
way to a key starter, eliminating 
the tendency to race a cold en- 
gine with slow foot removal. 
Buick also contributes to the an- 
titheft campaign with an igni- 
tion that locks when the key is 
withdrawn. 


Buick’s traditional torque tube 
has been replaced by a propeller 
shaft to reduce the inside hump. 
This prop has one universal, a pat- 
ented joint with no loose play, re- 
gardless of angle. This contributes 
to the feeling when driving the new 
Buick that the engine is in the 
back wheels. 

The Invicta test car was power- 
ed by a 401-cubic-inch engine, 
aptly named the “Wildcat,” which 
delivered 325 horsepower. Here 
again, Buick engineering demon- 
strates that the ratio of horsepower 
to weight is the secret of economy 
and performance, 

Strangely enough, the 1961 Buick 
is a car that will satisfy both the 
old time Buick owner and the teen- 
ager. 

Rear suspension is a new design 
and the drive, formerly transmitted 
through the tube to the chassis, is 
now handled by a couple of arms 
connected to the frame and to a 
bracket attached to the lower axle 
housing, with a third adjustable 
control link which insures no slack 
at braking or acceleration. Get this 
car up on a lift and look at this 
construction. It is part of the feel- 
















‘Borrowed’ for Test Drive, 
Car Is Found Miles Away 


TRENTON, N. J.—A new Plym- 
outh “borrowed” from Motor Sales 
& Service (Plymouth-DeSoto) for 
a demonstration ride was recover- 
ed by the FBI in a Pennsylvania 
town. 


Stan Lavis, sales manager, said 
ee as a buyer, asked 

at he allowed to take it to a 
P lenty of Room— downtown store to show it to his 

The 1961 Buick's trunk is much larger| Mother. He made off with the car 
and. deeper with the spare tire on the| after tricking a Motor Sales em- 
shelf, t. H. Houck, Automotive News travel-| Dloye into leaving the car for a 
ling correspondent, tests trunk for depth.| few minutes, Lavis said. 








ing that the engine is in the rear 
| wheels. 
* ok + 


yy we're talking about 
wheels, get a load of the brakes 
on this car—so sensitive and easy. 
I had to look all over the inside of 
the car to discover that these were 
not power brakes but straight hy- 
draulics—tops. 
How did Buick do this? 

The 15-inch wheels have 12- 
inch diameter brake drums with 
a@ gross lining area of 197.3 inches. 
Front brake drums are cast-iron 
in heavy finned aluminum, for 
fast cooling and virtual insur- 
ance against fading. You can’t 
help but like these brakes. 

The prospective owner, of course, 










































The Buick Invicta, test driven by Automotive News, is smaller than last year's model. 
However, engine. power to weight is higher with the car producing 325 horsepower. 
* * * 


is concerned more about what this 
new Buick does on the road. 

Our test trip proved that Buick 
is still a road car in the best tradi- 
tions of its name. It likes to go and 
it is a joy to drive. It parks like a 
feather. 

Buick has a new type frame, a 
center X type, which is well worth 
showing to a prospect. 

What might be a smal] matter 
to some people, but important to 
me, is the generous use of adjust- 
able struts and braces throughout 
the body. One worth mentioning to 
anyone who has noticed the give 
and bend of the body at the hood 
hinges is a special stamping that 
has been installed to brace this 
point. It also contributes to the 
stiffness of the entire body. 

Warranty is for 12 months or 
12,000 miles, It is geared to a rea- 
sonable maintenance program 
which, if followed by the owner, 
will make most warranty claims 
nonexistent. 

New prospects and old Buick 
owners should by all means avail 
themselves of the opportunity to 
step into a new era of motoring 
by stepping into a Buick. Here is a 
clean, welcome break with the past 
in everything but the name. 

a a cE 





Under the Hood— 


Buick's new hood latches are located at 
the sides. This is an improved method of 
keeping the wide hood secure. Alligator 
latches (Nos. 1 and 2) are attached to a 
bar and are operated from the center of 
the grille. Safety latch is on the hood. A 
good-sized bottle of windshield washer 
fivid is furnished with car and is located 
on a permanent rack (No. 3) inside engine 
compartment. The car also features an ad- 
justable brace across the front of radiator. 





Georgia Pastors Get 


Referral Plan Pitch 


ATLANTA.—Ministers in 
Georgia are being flooded with 
offers of a free auto of their 
choice, according to James W. 
Stephens, manager of the Atlanta 
Better Business Bureau. “It’s a 
variation of the old referral 
plan,” Stephens said. “Ministers 
receive a letter postmarked Chat- 
tanooga and then a followup tele- 
phone call from St. Louis when 
they have expressed an interest in 
receiving a free auto. 

“We have learned that the plan 
is being operated by a used-car 
dealer in St. Louis,” he added. 
“According to the gimmick, the 
minister and his wife are told 
by a St. Louis salesman that they 
must journey to St. Louis to 
make the deal. When they sign 
the contract for the car, part of 
the price is knocked off for each 
of their congregation who buys 
the same make of car.” 








“Don’t bother to show us some- 
thing we can afford—show us one 
we can’t afford to pass up.” 





Export Car, Truck Sales 
Up Sharply for Chrysler 


DETROIT.—Sales of Chrysler 
Corp. cars in foreign markets dur- 
ing the first six months of 1960 ac- 
counted for more than 21 percent 
of all United States and Canadian 
auto industry export car sales, ac- 
cording to Lynn A. Townsend, 
administrative vice-president. . 

The company’s sales of trucks 
overseas during the same period, 
he added, accounted for nearly 18 
percent of all U, S. and Canadian 
export truck sales. 

Townsend said: 

“The 21 percent market pene- 
tration recorded by Chrysler’s 
overseas car sales compared with 

15 percent during the same pe- 
riod in 1959, while the 18 per- 
cent truck sales figure compared 
with nearly 15 percent during the 
same period a year ago.” 

“Sales of Simca cars,’ he con- 
tinued, “increased 77 percent dur- 
ing the first six months of this year 
over the same period in 1959 in 
countries where Chrysler Interna- 
tional is responsible for Simca sales 
activities.” 

Sales of Chrysler-built passenger 
cars in the countries comprising 
the top seven U. S. and Canadian 
export passenger car markets dur- 
ing the first six months of 1960 reg- 
istered market penetration as fol- 
lows: Switzerland, 44.4 percent; 
Iran, 39 percent; Sweden, 34.4 per- 
cent; Venezuela, 26.7 percent; Ben- 
elux countries, 19.4 percent; Union 
of South Africa, 19.2 percent, and 
Mexico, 16.3 percent. 

Other countries with high mar- 
ket penetration for Chrysler Corp. 
included New Zealand, nearly 53 
percent; Turkey, nearly 48 percent; 
Morocco, 45.6 percent; Finland, 43.4 
percent, and Netherland Antilles, 
35 percent, 

Townsend’s report shows that the 
company and its affiliates have 
more than 5,500 employes repre- 
senting 17 different nationalities. 
The organization has two large op- 
erational areas: Latin America and 
the Eastern Hemisphere, each of 
which ig supervised by an executive 
director located at the central 


Williams Given 
Disputed Contract 


CLEVELAND. — Birkett L. Wil- 
liams Ford has been awarded a 
$50,000 one-year city contract for 
auto parts despite the protests of 
LaRiche Ford, whose bid was $500 
lower. 

Mayor A. J. Celebrezze said Wil- 
liams guaranteed the city it would 
not have to pay more than a 10 
percent price increase on any part 
during the year, even if catalog 
prices are raised more than 10 per- 
cent. 

The LaRiche bid did not include 
such an assurance and would “prob- 
ably cost the city more during 
the life of the contract,” the mayor 
added, LaRiche argued that bid 
specifications did not call for such 
a price-ceiling clause. 

Williams Ford is headed by Bir- 
kett L. Williams, National Automo- 
bile Dealers Assn. president. 





headquarters in Geneva, Switzer- 
land. 

The company owns outright or 
has substantial financial interests 
in assembly and manufacturing 
plants in the Netherlands, Union of 
South Africa, Venezuela, Australia, 
England, Mexico, Argentina and 
Cuba. It also has regional sales of- 
fices in London, Rotterdam and 
Havana, which handle sales for the 
sterling area and the Far East; 
Europe, North Africa and the Mid- 
dle East, and Latin America. 

Townsend said he anticipates 
additional sales increases as the 
result of recently opened new 
markets in Argentina, Puerto 

Rico, Iran, Chile, the Virgin Is- 

lands and Spain. Independently 

owned assembly and manufactur- 
ing plants in India, Indonesia, 

New Zealand, Philippines, Switz- 

erland and Turkey also expect to 

increase sales in these countries, 
which already provide sizable 
markets for Chrysler, 

Chrysler has made significant 
progress in strengthening its over- 
seas dealer organization. Early in 
the year, it franchised a large deal- 
ership in Maracaibo, Venezuela, 
center of the country’s oil indus- 
try. This new outlet gives Chrysler 
the largest dealership in the sec- 
ond largest sales area of Venezuela. 
Another strong dealership was es- 
tablished in Puerto Rico, a new 
outlet which registered a four-fold 
increase for the company’s Puerto 
Rican sales during its first year of 
operation. 

In Argentina, the company’s 
truck-building program is now 
completing its first year, and 
Chrysler is ready to put into effect 
@ passenger car-building program 
as soon as government regulations 
permit. 

A new program leading to ex- 
panded operations in Australia and 
the manufacture of the Valiant 
through the use of Australian ma- 
terials and labor has also been 
started. 


Richard Freed 
Elected President 
Of Utah Dealers 


SALT LAKE CITY.—Richard C. 
Freed, Salt Lake City, was elected 
president of the Utah Automobile 
Dealers Assn, at its 33rd annual 
meeting here. 

Dean A. Anderson, Provo, was 
named first vice-president; Finley 
F. Wilkinson, Bountiful, second 
vice-president; Ed. Givan, Provo, 
third vice-president; Eugene Har- 
vey, American Fork, secretary, and 
Norman Hayes, Salt Lake City, 
treasurer. 

Nine directors were elected. They 
are: 

Lavor Wood, Ogden; John W. 
Warthen, St. George; Dave Strong, 
Salt Lake City; Walter Larson, 
Murray; C. J. Harmon, Spanish 
Fork; Almon Butterfield, Riverton; 
A. W. Bartlett, Ogden; O. T. Bar- 
rus, Tooele, and Harold Holley. 
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Coming 
Events 


%& Eprror’s Nors: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 









time they are used. 
Dealer Conventions 


Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 

tami. 

Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 14-16—i| daho Automobile Dealers 
Assn., Idaho Falls. 

%& May 14-16—Kentucky Automobile Deal- 
ers Assn., Sheraton Hotel, Louisville, 
May 21-23— Oregon Automobile Dealers 

Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

% April 30-May 2—North Carolina Auto- 
mobile Dealers Convention, Carolina 
Hotel, Pinehurst. 

%& Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 
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Mass.—Charies Sampas; Manchester, N. H.—Guy Langley; Marthaville, La.—E, E. Gentry; 
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Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 

Avenue Armory, Buffalo. 


Jan, 8-10 — Fort Warth Auto Show, Fort 
Worth. + Pete 


Jan. 10-12—Clearwater Auto Show, Midway 
Shopping Center, Clearwater. 

Jan. 11-15—National Capital Area Auto 
Show, National Guard Armory, Wash- 





Falls—Freelancers; Waterville, ington, D. C 
Worcester, Mass.—Sidney Dorfman; Youngstown—Stephen L. Ritz. Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 


Jan. 14-21—Syracuse Auto Show, Syracuse 

ar Memorial, Syracuse. 

Jan. 14-22—Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

Jan. 1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan, 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne, Ind. 
Jan. 26-29—Birmingham Auto Show, Munic- 

ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-1l—Amsterdam Auto Show, Am- 

sterdam, The Netherlands, 

Feb. 3-8—Irfternational Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

Feb. 22-26—Eleventh annual National Au- 
torama, Connecticut State Armory, 
Hartford. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland, 

% April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 
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{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Dealers Can Make New Year 
Adventure with Profit 


oe . is a good deal of dispute as to what 1961 holds 
for the auto dealer. It seems pretty certain, however, 
that it will not be a year in which he can relax in the 
hammock and smell the flowers. 


Too many competitors have moved into the same price 
class and have their eyes on the same customers. And not 
only auto dealers are eying those customers. 


The war baby crop is now moving out of high school, 
and millions are wondering whether to send their kids to 
college or to buy a new car. The pressure for the college 
education is great. 


Whatever the odds, however, the dealer who is a good 
manager, who is perceptive to the times, who is willing to 
take his future into his own hands and plan for it—this 
dealer will find 1961 an adventure holding profit. 


As he plans for the year he must first review his oper- 
ation with regard to how it serves his community. In spite 
of all the so-called realistic talk you hear about how the 
dealer must first look out for himself, the hard facts are 
that the dealer who puts first emphasis on serving his com- 
munity, serves himself best. 

Once he has made sure that his operation is geared to a 
useful function in the community, and has imbued his em- 
ployes with that philosophy, then he must make sure he 
is doing it at a profit. 

Both are necessary—service and a profit. He can’t do 
one without the other—for very long, at any rate. 

Planning for service at a profit will help make this year 
a good one. 


~ * 7 
General 


Jan, 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 
Jan. 9-13—Society of Automotive Engi- 
neers International Exposition, Cobo 
Hall, Detroit. 

Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 


geles. 

Jan, 30-Feb, 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York. 

March 13-16— Annual Sprin 
National Truck Leasing 
Raton Hotel, Boca Raton, 

*% April 12—Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of Los 
Angeles, Inc. 

* April 13-15—43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 
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were turned out in 1950 for an 





The Big Stories 


A prediction that four million automobiles will be manufactured in 
the United States in 1926 was made by Col. Leonard P. Ayres. Car 
and truck production in 1925 reached a new high of 4,325,000 units. 

20 Years Ago—1941 
The industry turned out 4,674,687 cars and trucks during 1940 for 


the third highest total in its history. 
A total of 8,006,917 new vehicles—6,663,306 cars and 1,343,611 trucks 


truck registrations as of July 1, 
Co. at 43,488,591 units, smashing all previous records. 





































“Let's Dear! Then we can get rid of that unsightly 
gasoline pump in our garage." 
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Import Market 

With reference to the article on 
me in your Dec. 12 issue, I would 
like to clarify a couple of points. 

The article states, “Lawrence C. 
Falvey, an imported-car dealer and 
distributor in the Detroit area since 
1947, feels he has the perfect solu- 
tion to the dwindling import mar- 
ket—Volkswagen and sports cars.” 

This is not what I stated or im- 
plied. Statistics prove that Volks- 
wagen and sports cars have en- 
joyed and are enjoying a great deal 
of success in the market. It is also 
true that imported compact sedan 
sales have declined, due no doubt 
to the development of the domestic 
compacts, but there will, in my 
opinion, always be a demand by 
discriminating buyers for the qual- 
ity-built compact sedans that Euro- 
pean manufacturers are producing 
and will continue to produce. 


This demand for economy com- 
pact-sized cars has indeed fallen 
off in the past months, but I fully 
expect the demand (though more 
limited) to continue. 

In the same article you quote 
me as saying, “Still, I don’t think 
we accommodate customers as we 
should.” A similar statement of 
mine was meant to imply that im- 
ported-car Owners are now more 

and discerning and 
it is therefore more important for 
the imported-car dealer to offer 
more high quality service than 
ever before. 

Some dealerships haven’t yet rec- 
ognized this important facet of the 
business and are now suffering ac- 
cordingly. 

I feel it is necessary to write you 
on these points to prevent any mis- 
understanding and to clarify my 
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industry record . . . Total car and 
1950, were reported by R. L. Polk 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
est. Address Editor, Automotive News, Detroit 7, Mich. 
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viewpoint on these items. As one 
of the oldest dealer/distributors in 
the imported-car field, I have the 
highest hopes in the future for the 
success of imported-car sales in 
this country and with the efforts 
being made by the top importers 
to see that customers of their cars 
are well provided for in the way 
of adequate parts stocks, frequent 
service schools and a strong dis- 
tributor and dealer organization, 
the market will continue to flour- 
ish in strength and vitality. 

Incidentally, I might mention that 
besides being a distributor for BMC 
products, I am also a distributor 
for Jaguar, Lancia and Alfa Romeo, 
not just a dealer.—Lawrence C. 
Fatvey, president, Falvey Motor Co., 
Ferndale, Mich. 
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Old Catalogs, Anyone? 

Since some time past I have been 
a regular reader of your most in- 
teresting magazine AUTOMOTIVE 
News as member of the automobile 
department of the largest fleet op- 
erator in this country, having more 
than 500 cars and trucks in opera- 
tion. 

I am personally a great and en- 
thusiastic lover of certain old 
American cars and you would 
oblige me very much indeed by 
placing the following note in AvuTo- 
motive Niws under your column, 
“Letterbox.” 

Can any of your readers, and I 
especially think of the old-estab- 
lished dealers, help me to sales- 
catalogs and sales-folders dealing 
with the following cars, manufac- 
tured in the period 1920 to 1935: 
Chrysler, Packard, Cadillac, Hud- 
son, Reo, Nash and Studebaker? 
Corerspondence is highly appreci~ 
ated and will be promptly answered. 

I wish you evefy success with 
Automotive News. — C. pvE WILDE, 
Generall Bothastraat 16, Eindhoven, 
Holland. 

* + bd 
Sorry, George 

Just received Automotive News 
of Nov. 14 and was shocked to 
death reading my story on Page 2. 
It says there, in Column 2, some- 
thing about the Ferrari body by 
Farina and continues, “Up front 
this small car has a wheel in the 
center .. .” Which car? The Fer- 
rari? Or, as I wrote, the experi- 
mental Type X by Ferrari’s som, 
etc? Would it be possible to pub- 
lish a correction in order that our 
readers do not believe I must be 
nuts?—Grorae Guaser, European 
correspondent. 
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Shell announces the biggest 
newspaper campaign any 
petroleum advertiser ever ran 


Saturation drive in 268 cities will use 310 newspapers 
for precedent-breaking “‘tell-all’”’ messages about Super 
Shell and other news-making Shell achievements. 
Shell will spend more in newspapers than all the 
other major oil companies combined. It will reach more 
than 37 million readers with every big-space, high- 
impact message. Read how Shell is striking out boldly 
to reinforce the No. 1 image of the company, its prod- 
ucts and its marketers. 


HELL this year makes a sharp break 
S with all oil company advertising of 
the past. Not only by concentrating its 
advertising in newspapers but also by 
telling a story totally unlike that of any 
other major oil marketer. 

For Shell in 1961 has so much to 
tell. Its gasolines, its oils, its research 
accomplishments, its services are all 
making news. To tell its full story, and 
to tell it with the greatest impact in 
petroleum history, Shell will use big 
space and use it often. 
advertiser, regardless of product cate- 
gory, will concentrate so powerful a 
series of messages in Shell’s 38-state 
market. It represents an investment 
four times greater than the next largest 
newspaper budget in the petroleum 
business. 








First new Shell advertisement tells 
motorists all about the nine ingredients 
in Super Shell. This full-page message 
will be followed by more than 70 other 
newsworthy, hard-selling advertisements. 
By their size and frequency, they will 
give Shell overwhelming dominance. 


Here is what 
this advertising will do 


Every advertisement will do two essen- 
tial jobs for Shell—and for those who 
sell Shell products: 

1. It will increase the public’s regard 
for Shell. 

2. It will sell Shell products and serv- 
ices by telling all about their advan- 
tages and how they are achieved. 

And by their size, dominance and fre- 

quency, Shell's 1961 advertisements 

will position the company, its products, 
jobbers and dealers as No. 1 wherever 

Shell is marketed. 


To see how Shell will go out for 
No. 1, look at the typical mes- 
sages on the following pages. 
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Extraordinary ingredient in today’s Super Shel] 


€ apart—to Sive you 
Platinum Catalyst 


e in today’s Super Shell 


car top Performance 
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How Shell will 
demonstrate that 
it is No.1 in 1961... 
week after week 

, after week 












BULLETIN: 








Shell heats 
Petroieum 
and shatters ; to 1000 d , 
a . molecules—to brin a Here are just a few examples of Shell's top-performance 
Baise r Shell for top Performance today’s advertising for 1961. See how they promise news and 
SSS => —— __ information —and performance. The campaign will also 






provide prestige-building messages in the public interest. 
All the accomplishments of Shell Research in other 
fields play an important part in increasing acceptance of 
Shell automotive products. They will be reported upon, 
too. 
With this campaign, Shell jobbers and dealers will be 
» getting newspaper support greater by far than any other 
marketers in the oil business. They have good reason to 
anticipate top performance at the cash register. 






















Amazing microscope (eo 
Powerful it makes 
Nelo Shell Research eins city blocks wide) 








For a list of the newspapers 
scheduled to carry these unique 
advertising messages, look at the 
next page. 
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Here is a partial list of the hundreds of newspapers 
which will carry big-space Shell advertising in 1961. 
Greatest newspaper coverage in petroleum history! 


ALABAMA 


BIRMINGHAM 
Post-Herald News (M/E) 
MOBILE 


Register Press (M/E) 
MONTGOMERY 
Advertiser Journal (M/E) 


ARIZONA 


PHOENIX 
Re = Gazette (M/E) 


UC 
Star Citizen (M/E) 


CALIFORNIA 


ALHAMBRA 
Post-Advocate (E) 
ANAHEIM 
Bulletin (E) 
BAKERSFIELD 
Californian (E) 
CHIC 


0 
Enterprise-Record (E) 
EUREKA 
Humboldt Times Standard (M/E) 
FRESNO 


Bee (E) 
FULLERTON 
News-Tribune (E) 
GARDEN GROVE 
News (E 
GLENDAL 
News-Press (E) 
HOLLYWOOD 
Citizen-News (E) 
HUNTINGTON PARK 


Signal (E) 
LONG BEACH 

neers Press Telegram 
LOS ANGELES (M/E) 


Examiner (M) 

Herald Express (E) 

Mirror (E) 

Times (M) 
MARYSVILLE 

—— (E) 

STO 

Bee (E) 

TEREY 
oa Herald (E) 
California Register (E) 
OAKLAND 

an (E) 
ONTARIO 

at at 4 
PALO A 

Times Ue 


PASADENA 
Independent Star-News (M/E) 
POMONA 


Progress-Bulletin (E) 
REDONDO BEACH 


coterie Press (M/E) 
CRAMENTO 
Bee (E) 
SALINAS 
Californian (E) 
SAN BERNARDINO 
Sun Telegram (M/E) 
SAN DIEGO 
Union Tribune (M/E) 
SAN FERNANDO 
Valle os lee corte — (E) 
SAN FRA 
Chronicle ‘mw 
Examiner (M) 
News-Call Bulletin (E) 
SAN GABRIEL VALLEY 
Tribune (E) 
SAN 


JOSE 
Mercury News (M/E) 
SAN MA 
Times & News Leader (E) 
EDRO 


independent-Journal (E) 
SANTA ANA 
Register (M/E) 
SANTA BARBARA 
News-Press (E) 
SANTA MONICA 
Outlook (E) 
SANTA ROSA 
Press Democrat (E) 
STOCKTON 
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Young Executives Stick to Auto Industry... 
Dana Passes Up Diversification 


By Martin L. Whitmyer 
Staff Writer 

OLEDO.—yYouth is the key to 

pushing Dana Corp. nearer the 

top among the automotive parts 
makers of America. 

Headed by its 55-year-old pres- 
ident, John E. Martin, Dana now 
ranks seventh among this coun- 
try’s automotive parts makers, It 
also is the world’s largest exclu- 
sive manufacturer of parts for 
the transportation industry. 

The latter has come about in re- 
cent years because Dana stuck 
strictly to its role of supplying au- 
tomotive parts, while most of its 
major contemporaries branched out 
into rather wide ranges of unre- 
lated manufacturing and sales ac- 
tivities with varying degrees of 
success or satisfaction. 

Founded in 1904, Dana’s con- 
tinued growth hag depended to a 
large degree on the ability of its 
engineers to create designs needed 
by the transportation industry. 
Dana takes pride in being a com- 
pany that doesn’t produce from 
designs created by its customers 
and others, but creates its own 
designs or contributes materially 
thereto. 

+ ok og 
= list of parts and components 
Dana designs, sells and manu- 
factures is long and diversified, but 
with a few minor exceptions, they 
apply exclusively to the transporta- 
tion industry. 

Eleven domestic manufacturing 
units produce heavy transmis- 
sions, differentials, axles and axle 
assemblies, automotive frames, 
clutches, universal joints and 
propeller shafts, truck body com- 
ponents, truck side rails, gear 
boxes, custom forgings, stamp- 
ings, railway generator drives, 
rail car drives, and power take- 
offs. 

The plants are located in Toledo; 
Detroit; Chelsea, Mich.; Lansing; 
Auburn, Ind.; Fort Wayne, Ind.; 
Marion, Ind.; Buffalo; New York; 
Reading, Pa., and Pottstown, Pa. 
The non-manufacturing Standard 
Equipment Division, which is lo- 
cated here, is the headquarters for 
an aftermarket distribution system. 
Total employment in all units ex- 
ceeds 11,000 persons. 

In addition to the domestic units, 
Dana has 58 percent interest in 
Hayes Steel Products, Ltd., of Mer- 
ritton and Thorold, Ont., which 
manufactures and markets univer- 
sal joints, propeller shafts and axles 
of Dana design for the Canadian 
market. 

ok AE oa 

BOUT 75 percent of total sales 

is in original equipment for 
automobiles, trucks and buses, 
while the aftermarket accounts for 
10 percent to 15 percent of total 
volume. Non-automotive or miscel- 
laneous sales account for about 10 
percent of the total business of 
Dana. The latter covers products 
supplied railroad, farm, aircraft, 
construction, industrial and other 


types of equipment manufacturers. 

Defense business plays a very 
minor role in Dana’s operations 
and is bulked, both in thinking 





Sealing a Deal— 

Acquisition of Hiller Aircraft Corp., Palo 
Alto, Calif., by Electric Autolite Co., Toledo, 
is concluded with handshake by Stanley 
Hiller jr., left, founder of the firm bear- 
ing his name, and Robert H. Davies, right, 
Autolite president. Hiller will be operated 
by a wholly owned subsidiary of Autolite 
and, according to Davies, the company 
is looking forward to furthering the growth 
of Hiller in both commercial and military 
markets. 








and statistics, strictly under the 
miscellaneous heading. 

There has long been an underly- 
ing, invariable philosophy behind 
Dana’s operations, Martin said, and 
it has accounted more than any- 
thing else for its solid, consistent 
growth over the years. 

“We firmly believe in not just 
manufacturing the best possible 
product, but in designing, develop- 
ing, perfecting, and marketing new 
ones, not just now and then, but 
every year, year in and year out, 
if at all possible,’ Martin said. 

ea a * 

ERY much the same is true in 

conjunction with our organiza- 
tion and physical plant,” Martin 
said. “We constantly seek, hire, 
train and develop promising young 
talent in the management, sales, 
engineering and financial areas, 
and almost invariably at least one 
of our divisional or subsidiary 
plants is currently being modern- 
ized and brought up to date. 

“In other words,” Martin said, 
“there is a constant forward 
movement at Dana in the areas 
of new and improved products, 
the infusion of new blood and 
talent into the organization, and 
in keeping not some, but all of 
our plants fully up to date, 
wholly efficient and as fully com- 
petitive as possible,” 

Dana operates through three 
wholly owned subsidiaries, two au- 
tonomous divisions and seven semi- 
autonomous divisions. Two forging 
plants and the Chelsea Products 
plant represent the _ subsidiaries. 
They operate independently of the 

parent company in terms of sales, 
engineering and manufacturing. 
* + + 

ARGELY the same is true of the 
autonomous divisions. But both 
they and the subsidiaries partici- 
pate in staff interchange and policy 
supervision from corporate man- 
agement, The remaining six manu- 
facturing divisions are responsible 
for production but not for sales or 
product design, both of which are 

largely centralized functions. 

Manufacturing responsibility is 
vested heavily in the manager of 
the individual divisions. Although 
a substantial proportion of prod- 
uct engineering and staff func- 
tions are centralized in the gen- 
eral Toledo headquarters, Dana’s 
policy of permitting a high degree 
of autonomy at the divisional 
level insofar ag production tech- 
niques and control are concerned 
has been found to result in a high 
degree of intra-company compe- 
tition, Martin said. 

While many companies Dana 
serves cannot afford to change the 
essential nature of their products 

overnight, Dana engineering efforts 
in considerable measure must be 
geared to improving existing prod- 
ucts and finding ways and means 
of making them less expensive. 

Even the development of essen- 
tially new products is influenced by 
the fact that they must be designed 
to fit into the existing product 
framework of the companies Dana 
serves. They cannot be so revolu- 
tionary in form as to require a 
major redesign of the vehicles on 
which they are to be used. 

* * cs 


AT is the reason Martin sees 

slow movement in the develop- 
ment of an automatic transmission 
in the heavy truck field. There just 
aren’t enough buyers interested to 
warrant the expenditure of design- 
ing and developing an automatic 
— for the heavy truck 
eld. 


As Martin pointed out, the op- 


Reynolds & Reynolds Buys 


Half Interest in Controlomat 


DAYTON.—Reynolds & Reynolds 
Co. has announced the purchase of 
a half interest in Controlomat 
Corp., Boston, Mass., and the for- 
mation of a new corporation of the 
same name with headquarters in 
Dayton. 

The purchase brings together two 
firms with a strong interest in au- 
tomotive bookkeeping. Anthony P. 
DeFalco and Robert R. Christen- 
sen, president and vice-president of 
the original Controlomat, will re- 
tain their positions in the new firm. 


erator of heavy trucks is mostly 
interested in economy of opera- 
tions and low maintenance cost. 
This apparently outweighs other 
factors such as comfort for the 
driver, trip time and fatigue. 

Martin said he believes that 
some day Dana will be able to 
create a transmission that will meet 
the need for low maintenance and 
fuel economy, but currently it is 
quite a way from having the total 
package. 

Dana, however, is continually 
moving ahead in other fields. This 
year the company developed a 
constant velocity universal joint 
which permits operation at higher 
angles and enables designers to 
reduce the hump without raising 
the roof. It is being used this year 
on Buicks and Lincolns. 

* * ok 


—pAN also has developed a spe- 
cial universal joint for wheel 
drive applications. It has been 
developing wheel drive applicators 
for British Motor Corp, and Citroen 
for a number of years. 

At its Parish Pressed Steel Di- 
vision, Dana has developed 
frames that would lower the sil- 
houette of a car without chang- 
ing room and floor height. 

In the axle field, Dana currently 
is working on independent wheel 
suspension systems it hopes to have 
ready if and when they are needed 
by the American auto industry. 

And with the average age of its 
key executives in the low 40s, it 
appears Dana will have many more 
years of success in supplying the 
auto industry not only with parts, 
but with the brains that are needed 
to develop new ideas. 


ATA Chief Scolds 
Rails, Gives OK 
To Piggybacking 


ST. LOUIS.—John J, Gill, presi- 
dent of the American Trucking 
Assns., takes issue with the rail- 
roads’ charge that the motor car- 
rier industry is responsible for their 
present problems, 

Speaking at the annual conven- 
tion of the Missouri Bus and Truck 
Assn. here, Gill declared: 

“Railroads say they are in trou- 
ble, but the record shows that 
there has hardly been a period in 
their history when they weren’t,” 
Gill told delegates. 

Gill said ATA is not opposed to 
the piggyback method of transport 
“provided it is suitably and legally 
established as a coordinated service 
between carriers and not as an in- 
strument to destroy rate struc- 
tures.” 

He accused the railroads of mak- 
ing frequent trips to Congress to 
ask for legislation against the 
truck industry when “their real 
difficulty can be traced to self-de- 
lusion.” 

“If you insist on calling the doc- 
tors often enough for a perfectly 
healthy human being, he is almost 
certain to develop some kind of 
ailment, even if it is only mental,” 
Gill asserted. 

He said recent mergers indicate 
that the railroads themselves 
possess the means to solve their 
own problems without appealing to 
Congress for legislation which 
would hurt the trucking industry. 


Chemistrand Offer 
New Nylon Yarn 


NEW YORK.—Chemstrand Corp. 
has announced the introduction of 
a new type of nylon yarn which it 
claims will increase the fatigue 
resistance of tires by more than 
100 percent. 

The company, second largest 
nylon producer in the nation, said 
the new yarn will be of “consider- 
able aid” to nylon in its competi- 
tive battle with Tyrex rayon tire 
yarns. No change in the price of 
nylon yarn is anticipated, the firm 
added. 

Because of the yarn’s increased 
fatigue resistance, a spokesman 
said, more tires will be suitable for 
retreading and the number of times 
a tire could be retreaded also will 
be increased. ; 


At Atlanta Christmas Party— 


23 





Among those active in the annual Christmas party of the Atlanta Automobile Assh. 
were, the newly elected officers and guest lecturer. From left are Gene Ownby, second 
vice-president; R. H. East, retiring president; Dr. Carl C. Byers, General Motors Corp. 
lecturer; John O. Mitchell, president, and Wesley O. Slate, first vice-president. Directors 
include Walter Boomershine jr., Lamar Ferrell, H. D. Meadows and Jack C. Fraser. 


By Leo T. Parker 
Attorney-at-Law 

A FEW weeks ago a higher court 

held that irrespective of wheth- 
er an auto dealer intentionally or 
through inadvertence performs an 
act which results 
in financial loss 
to a finance com- 
pany, the dealer 
may be liable. 

In Westlake 
Finance Co. _ Vv. 
Park Motors Co., 
166 N. E. (2d) 23, 
the testimony 
showed these 
facts: Oak Park 
Motors Co. is an 

L, T. Parker auto dealer en- 
gaged in the business of buying 
conditional sales contracts and 
notes from auto dealers in connec- 
tion with the sale of autos to the 
general public. 

On Sept. 12 the dealer sold to one 
Slaughter a new Ford “Mainline” 
auto, She owned a Plymouth, which 
was registered in her maiden name 
of Evelyn Grunst, and which she 
turned in on the sale. She paid 
down in cash the sum of $1,055, 
leaving a balance due on the new 
Ford of $1,900. 

Westlake Finance Co. agreed to 
finance this purchase, and on Sept. 
13, it delivered to Oak Park Motors 
Co., a check for $1,995, the extra $95 
being a commission paid by the fi- 
nance firm to the dealer for the 
privilege of buying the paper. This 
check was deposited by the dealer 
in its bank and it was paid on 
Sept. 16. 

At the same time, the conditional 
sale contract and the note of 
Slaughter was assigned to the fi- 
nance company by the dealer and 
delivered to the finance company. 

On the previous day the dealer 
had obtained the signature of Eve- 
lyn Slaughter on an application for 
a certificate of title for a new motor 
vehicle in blank, signed by her in 
the name of Evelyn Grunst. She 
wanted to keep and use on the new 
ear the license plates issued to her 
in her maiden name on the Plym- 
mouth, Delivery of the Ford was 
then made to her by the dealer. 

On Oct. 3, the dealer executed the 
“first assignment of manufacturer’s 
statement of origin to a motor ve- 
hicle’ to Evelyn Grunst and also 
prepared the application for a cer- 
tificate of title for a new motor 
vehicle in her maiden name of Eve- 
lyn Grunst. 

Ip the blank following the words 
“kind of lien,” he endorsed “cond. 
sales in favor of Oak Park Motors 
Co., amount $1,530.48.” This was 
mailed by the dealer to the sec- 
retary of state who on Oct. 13, 
mailed a certificate of title to the 
Ford to the dealer, who on Oct, 15 
affixed its “paid” stamp showing 
the lien of the finance company in 
the sum of $1,530.48 as paid. 

+ x + 


Title Delivered to Buyer 


E certificate of title was then 
delivered to Slaughter by the 
dealer. She made a payment to the 
finance company of $157.86 on the 
conditional sales contract and the 
note on Nov. 17, The day before, 





Lawsuits Affecting Dealers . - - 
Court Decisions 












she had sold the Ford to an auto 
dealer for $900, who in turn sold it 
to a customer for value and with- 
out notice of any defects in the 
title thereof. Not until Jan. 19 did 
the finance company discover that 
its lien was not endorsed on the 
certificate of title. 

In subsequent litigation, the 
higher court held that the present 
possessor of the Ford could keep 
it without paying any money to 
either Oak Park Motors Co. or 
the finance company. Also, this 
court held that Oak Park Motors 
Co. must pay to the finance com- 
pany the sum of $2,234.04. The 
court said: 

“By delivering to Slaughter pos- 
session of the car and the certifi- 
cate of title showing no existing 
lien thereon, defendant (Oak Park 
Motors Co.) gave her an opportu- 
nity to perpetrate a fraud upon the 
plaintiff (Westlake Finance Co.). 

“Regardless of whether the mis- 
statements were intentional or were 
the result of mere mistake or inad- 
vertence, liability must follow under 
the familiar doctrine that where 
one of two innocent persons must 
suffer, he should bear the burden 
whose conduct induced the loss. 
The loss suffered by plaintiff 
(Westlake Finance Co.) can be di- 
rectly traced to the wrongful con- 
duct of the defendant (Oak Park 
Motors Co.).” 


Can’t Register Words 


AST month the court held that 

the Trademark Act is not to 
register words but to register 
trademarks. 

In Standard Oil Co., 275 Fed. (2d) 
945, the testimony showed that 
Standard Oil Co. sought to register 
in the United States Patent Office 
the words “Guaranteed Starting” as 
a service mark for inspecting and 
servicing of motor vehicles to facil- 
itate their operation in cold weath- 
er. 

The assistant commissioner of 
patents affirmed a refusal of the 
examiner of trademarks to regis- 
ter the words, and Standard Oil 
appealed. The U. S, Court of Cus- 
toms and Patent Appeals also 
held that these words are not 
registerable as a service mark. 

This court went on to explain 
that although the company gave its 
customers a certificate containing 
an agreement that if at any time 
during the winter a mechanic is 
required to start the car, the com- 
pany will get it started or will re- 
imburse the customer for the cost 
of starting, the name of this type 
of service cannot be registered in 
the U. S. Patent Office particularly 
if the testimony fails to show that 
the words had become distinctive 
of the company’s services in com- 
merce or that they had acquired a 
secondary meaning in the minds of 
the public. 


Firestone Plant Opens 
CALGARY, Alta.— Harvey S. 
Firestone jr., chairman of Firestone 
Tire & Rubber Co., officially opened 
an $8 million tire manufacturing 
plant here. It is the company’s 76th 
branch. 
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Truckin’ 


by Jack Weed 





IGGYBACK and containeriza- 

tion, both of which were devel- 
oped by the over-road haulers in an 
attempt to save dock handling costs 
and to permit interchange between 
various modes of freight transpor- 
tation, are still “hot” items in the 
freight carrying field. 

One of the latest developments 
in containerization is that of the 
“Family Pak” household goods con- 
tainers. Six of these weather- and 
pilferage-proof boxes, designed to 
hold three rooms of personal pos- 
sessions each, can be loaded on a 
40-foot flatbed trailer. National Van 
Lines, which initiated their use in 
their hau] from Chicago to Los 
Angeles, uses International Har- 
vester tractors to haul the trailers. 


According to Frank L. McKee, 
president of National Van Lines, 
the initial installations have work- 
ed out so well that National plans 
to purchase 1,500 more containers 
and to replace 100 tractor-trailers 
in order to expand its containeriza- 
tion service. 

The company now operates a 
fleet of 600 trucks. It is expected 
that one-half of the fleet will 
eventually be placed in this type 
of container service. 

The containers are 8x7x6% feet 
and can be taken from point of 
origin to point of destination with- 
out rehandling, it is claimed. 

+ * * 
= piggyback idea, which was 
developed to save rehandling of 
cargoes regardless of the type of 
carrier, is beginning to kick back 
on the truckers, however. 

Growth of this form of handling 
freight has been just short of 
magical, with 55 Class 1 United 
States railroad systems originating 
this type traffic last month, com- 
pared with 50 one year ago and 40 
in the same period of 1958. 

Cumulative piggyback loadings 
for the first 46 weeks of 1960 
totalled 495,860 for an increase 
of 125,777 cars or 34 percent above 
the corresponding period of 1959 
and 250,888 cars or 102.4 percent 
above the corresponding period of 
1958. 

But recently, the factories started 
shipping their vehicles in piggy- 
back rail cars that permit hauling 
ten compacts on a bi-level equipped 
car and 15 compacts on a tri-level 
car. This brought not only wails 
from haulers and car-hauler driv- 
ers but new innovations to load 
and unload the vehicles from the 
rail cars. 

One such device, made in Port- 
land, Ore., by Westland Trailer Co. 
can take cars off or load them on 
three levels, can be had in all- 
power operations, And the loading 


2 Engine Options 
Added by GMC 


MC TRUCK & COACH has ad- 

ded two new engine options to 
its ’61 light and medium-duty 
trucks, according to Calvin J. Wer- 
ner, general manager. 

One option consists of a 165- 
horsepower “D” version of the 305- 
cubic-inch V-6 introduced last year; 
the other makes GMC’s 210-horse- 
power 401 V-6 available at extra 
cost in the 5000 models normally 
powered by 180-horsepower 351 
V-6s. 

The 305D now is optional for 
trucks in the half through two- 
ton range. 











tracks fold for compact storage in 
the yard. 
+ ok * 


Price Ad Policies 


oe NADA Washington Report 
commends K. E. Staley of Chev- 
rolet and Emmett P. Feely of Olds- 
mobile on the letters they recently 
sent to their dealers on the subject 
of poor advertising. 

Sales managers in the truck field 
could do a similar job for the good 
of all truck dealers and the sup- 
pliers of bodies and truck equip- 
ment upon which they must depend 
for these items by pointing out to 
dealers (and their own field forces) 
the deplorable practice of reveal- 
ing to the retail buyer the whole- 
sale price of the bodies and equip- 
ment they mount on the vehicles in 
“giveaway” sales, 

This practice injures other 
truck dealers in the same area 
who are making an honest effort 
to make money in the truck busi- 
ness and retain sufficient profit in 
these items so that they can serv- 
ice their customer’s trucks prop- 
erly. 

When a truck dealer tells a cus- 
tomer that he will give him the 
body or equipment at what it costs 
the dealer and tells the customer 
what that price is, it immediately 
sets the retail price for the body 
or piece of equipment in that mar- 
ket. 

ea * * 


Summing It Up 
ALPH MARSHALL, a Wichita 
distributor, has moved into this 
area of dealer-distributor relations 
with a letter he sent to the truck 
dealers in his zone of selling. To 
(Continued on Page 28, Col. 1) 








Makers See Sales Gains 
In First 6 Months of ’61 


EADING trick dealers and 
factory sales managers 


are entering the first six 
months of 1961 with mixed emo- 
tions. While the increase in sales 
reported by some makers during 
the first 10 days of December gives 
many of them a feeling of opti- 
mism, they are not certain how 
far that optimism will be borne out 
in January and February sales. 

The consensus among makers 
is that 900,000 to 950,000 trucks 
will be sold in 1961, which would 
be slightly higher than what is 
expected when total ’60 registra- 
tions are in. Production esti- 
mates of approximately 1,200,000 
units have been made for this 
year. + 

In a recent roundup of forecasts, 
it was generally agreed that the 
first six months of 1961 should be 
from 10 to 25 percent better than 
the last six months of 1960, but 
no one would predict what will 
happen in the last six months. 

They are all hoping, of course, 
that the last six months will pro- 
duce sales at least as good as, if 
not better than, the first six months 
of last year. 

There are many “straws in the 
wind” to make these hopes seem 
possible of attainment. 

Much of the impetus given the 
truck business in the last few 
weeks was due to the fact that 
dealers began receiving the so-call- 
ed “compact” trucks, and while 
many were delivered as the result 
of prior orders, both dealers and 
factories feel there is a waiting 
market for this type of vehicle and 
that the smaller jobs will give 


early-year sales a_ considerable 
boost. 
* * + 

ANY look to the farm market 

to come back much stronger 
this year with prospects of a good 
crop. During the last two years, 
weather and prices have combined 
to hold off much buying by farm- 
ers. A recent study made in Iowa 
found that 49.6 percent of all trucks 
on farms were of 1950 vintage or 
older. 

It is felt that if the farmer has 
prospects of a better crop and 
the new administration gives 
him a little better outlook, he will 
be influenced by the many im- 
provements made in the lighter 
trucks to return to the market. 

Results of the AASHO road tests 
have been delayed and probably 
will not be available in suggestion 
form until 1962 or later, but this 
should not deter the trend of many 
long-distance haulers to upgrade 
their trucks. 

It is expected that any changes 
in road-weight regulations cannot 
possibly be put in force as a result 
of the AASHO tests until 1965 or 
later, according to John King, of 
the Automobile Manufacturers 
Assn. 

Thus, there should be a continu- 
ance of the switch to heavier units 
with greater power to take ad- 
vantage of liberalized weight and 
axle regulations. 

This swing to heavier units may 
be accentuated by another trend 
which became quite noticeable last 
year—the switch from gasoline to 
diesel by many haulers in the light- 
heavy truck field. This has been 
brought on, it is claimed, by the 
desire to take advantage of lower 


Need Rises for Harder Selling 


ILE the outlook for truck 
business in 1961 is “cautiously 
optimistic,” as stated by Emerson 
P. Schmidt, chief economist of 
the United States Chamber of Com- 
merce, it leaves no room for the 
truck dealer or truck salesman to 
be complacent. 
There is a lot of truck business 
to be had. Perhaps even more 
units can be put on the streets 
and highways than were register- 
ed in 1960, but they must be sold 
if the dealer is to close out 1961 
on the profit side of the ledger. 
Trucks are a tool. The purchaser 
of od od : 


aes oe “es 


is not as easily influenced by short- 
range outlooks and style changes 
as the passenger-car buyer; he 
must be shown why it is to his ad- 
vantage to buy a new unit. 

The constant upgrading of ton- 
nage sizes to take advantage of 
more liberal road weight regula- 
tions is a clear indication, claim the 
experts, that there is a latent truck 
market waiting to be tapped by 
the dealer and the salesman with 
the initiative and the desire to 
study his prospects’ hauling needs 
and fit the proper unit in his line 

+ od * 







Designed for Liquid and Dry Cargoes— 


Aluminum's versatility as applied in the bulk hauling field is demonstrated by the 
combination liquid and dry cargo unit shown above. The trailer, made by Standard 
Steel Works, Inc., of aluminum sheet and extrusions supplied by Aluminum Co. of 
America, has a combined capacity of 7,250 gallons of liquid and 720 cubic feet of dry 


cargo. According to Alcoa, aluminum is receiving increasing 


lention from cost-con- 


scious truck operators because of its ability to contain a wide variety of chemicals, 
foods, petroleum products, and other liquids and dry bulk cargoes. 





into that need, at an operating sav- 
ing to the user, 
* ca + 
qu size shift that went on this 
year, as against 1959, wag per- 

haps more pronounced than in any 
year in modern truck history. 

While the under-10,000 gross-ve- 
hicel-weight size remained near the 
68 percent of the total market. that 
has been customary for a number 
of years, the medium-weight trucks 
in the 10,000-to-16,000 GVW range 
dropped from 9.5 percent of produc- 
tion to approximately 3.9 percent. 
In sales, they fell from approxi- 
mately 10 percent of the market to 
about 4.3 percent. 

Trucks in the 16,000-to-26,000 
GVW range that used to be clas- 
sified in the light-heavy range 
now are actually in the medium- 
weight classification, In. produc- 
tion, they jumped from approxi- 
mately 18 percent to 21 percent, 
while sales climbed from about 
14 percent to about 20 percent. 

This indicates that a goodly per- 
centage of buyers were conscious 
of the profit squeeze due to in- 
creased cost of operation and went 
to larger trucks and bigger engines 
to take advantage of weight liber- 
alization as well as the time-saving 
factor that is so important today 
with high labor costs, 

* ca * 


More Light Diesels 


ACORDENG to recent surveys, 
we can look for another trend 
to continue in the 16,000-to-26,000 
GVW classification, and that is per- 
(Continued on Page 26, Col. 1) 





fuel and maintenance costs of some 


vocational hauling, 
+ a * 


Used Trucks Await Spring 

ILE used trucks became a lit- 

tle “sticky” on many dealers’ 
lots last fall, part of this was sea- 
sonal and should rectify itself as 
soon as spring comes with its .nor- 
mal demand for additional cheaper 
units. 

However, the half-ton pickups 
continued to be “hot” merchan- 
dise up to the last day of the 
year, and many dealers reported 
they and the light four-wheel 
drive trucks were the best used 
merchandise they had most of 
the year. 

Additional road-building activity, 
of course, will bring its following of 
truck sales, not only for the accel- 
erated construction that is expect- 
ed, but for home construction which 
follows the opening of new 
stretches of limited-access high- 
ways. 

And each new development has 
created a need for additional trucks 
to service dwellers in the new 
homes and markets that have 
sprung up in the new trading cen- 
ters. 

There are other predictions that 

(Continued on Page 26, Col, 4) 


Top ‘Potential’ 
Beckons Dealers, 
Nichols Asserts 


pes General Manager Byron 
J. Nichols has urged truck deal- 
ers and salesmen to be prepared 
to take advantage of “an ex- 
cellent truck sales 
potential” in 1961. 

“With many 
favorable forces 
at work, industry 
sales of trucks 
for commercial 
purposes in 1961 
could well exceed 
the estimated 1960 
sales of just over 
900,000 units,” 
Nichols said. : a 

“On the whole, Byron J. Nichols 
1960 was a far better year than 
1959, and I firmly believe that 1961 
will be better than 1960.” 

The Dodge executive cautioned 
truck dealers and salesmen, how- 
ever, to be prepared for a “very 
competitive” 1961, 

“Truck buyers are becoming in- 
creasingly cost-conscious and more 
selective,” Nichols explained. “Be- 
cause of technological and engi- 
neering advances within the indus- 
try, they have more models and 
types of trucks from which to 
choose: than ever before. They are 
demanding—and will continue to 
demand—low initial purchase price, 
economical cost of operation, ex- 
cellent parts availability and top- 
notch service. 

“Real opportunity exists for deal- 
ers who are prepared to take ad- 
vantage of these demands and 
opportunities. The far-sighted deal- 
er who has a staff of trained, capa- 
ble truck salesmen and servicemen 
is going to sell a lot of trucks in 
1961. The dealer who is unprepared 
is going to have to stand by and 
watch his competition get the busi- 
ness.” 


NEW PRODUCTS 
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MORE THAN 
YOY AL 
TON-MILE® OF 


_ Driver Controlled Inter-axile Differential. 
. Allows differential action between the 
. axles to compensate for worn or mis- _ 

matched tires . . . both axles do equal ~ 


- amounts of work. Can be dis-engaged 
- at any speed giving positive thru-drive 
- when better traction is needed. 


FPAVIOAD IN JUST 5 YEA 


WITH TIMKEN-DETROIT 


eZ me | 


In the five years since Rockwell-Standard 

introduced Timken-Detroit Lightweight Tandems, thousands 

of users have rolled up millions of extra ton miles of payload. Check 
the superior features illustrated at right. They are some of the 
reasons why these axles are first choice with over-highway operators: 


Plus these additional Timken-Detroit advantages: 


@ In-line drive reduces wear on @ High degree of parts 
working parts interchangeability 
® Large selection of gear ratios © Torsion-Flow axle shafts 


© Wide range of capacities — 8 models from 22,000 to 44,000 pounds 


A pnbthier FA0oduil ... ROCKWELL-STANDARD 


CORPORATION 


Transmission and Axle Division, 


\ 





New. Suspension Pushes Tandem 
Weight Savings Over 1000 Lbs. Rockwell- 
Standard’s “taper-leaf” springs coupled 
with the latest in balanced suspension 
system designs is up to 475 ibs. lighter 
than comparable units. When combined 
with the payload advantages of the 
Lightweight Tandem you can save more 
than 1000 pounds per trip. This. means 
thousands of ton-miles in extra payload 
per year, 


ROCKWELL 
) 





Detroit 32, Michigan 
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With Truck Potential Promising .. . 





* 


Need Rises for Harder Selling 


(Continued from Page 24) 


haps an increase in the switch to 
the lightweight diesel engines that 
occurred in 1960, 

But in order for the dealer and 
the salesman to take full advantage 
of the market this year, especially 
during the first six months, they 
must know their product and all 
the bodies and equipment available 
that will make their chassis an 
economical unit for the user. 

And to assure profitable sales, 
the dealer must endeavor to make 
a profit on both the truck chassis 
and the bodies and equipment 
that go on them. 

Business management experts 
and successful truck dealers em- 
phasize that today the dealer must 
know his costs. 

Not only must he know how 
much it costs him to put a car or 











truck through his books, but he 
must know what it costs him to 
handle the equipment that is sold 
with each unit. 
* * * 

HESE men claim that dealers 

who pass up the profit on the 
body or piece of equipment fail to 
recognize that the cost of moving 
the truck to the body shop and 
back (and other such costs) can 
cut deeply into the margin they 
think they may have left in the 
sale. 

Unfortunately, say these experts, 
such sales may result in a loss to 
the dealer who does not know his 
costs. 

They note that while a $250 
gross on a car sale might result 
in a net profit, the same margin 
on a heavy-duty truck might re- 
sult in a loss, especially if the 





White Outlines Sales Objectives— 
White Motor Co.'s branch and distributor personnel from the Cleveland region 


heard J. N. Bauman, White president, outline selling objectives for the coming year. 
Taking part in the meeting, which included demonstrations of the new White Compacts 
and other new models, were, from left, M. H. Anderson, Cleveland regional vice- 
president; H. J. Nave, White executive vice-president; Bauman; H. D. Weller, sales 
vice-president, and N. O. Gresham, wholesale operations vice-president. Meetings 
were attended by 180 representatives from White branches and distributors in West 
Virginia, New York, Pennsylvania, Ohio, Michigan, Indiana and Kentucky. 


Five Tilt-Cab Tractors 


Are Introduced by Reo 


LANSING.—Reo Division of 
White Motor Co, has introduced a 
new series of tilt-cab tractors for 
over-the-highway operations. 


It is designated the DC Series | 


and consists of five models with 
gross vehicle weights ranging 
from 26,000 to 43,000 pounds and 
gross combination weights of 45,- 
000 to 78,000 pounds. 

There are four single-axle trac- 
tors and a tandem tractor. Two of 
the single-axle models are powered 
by the Reo Gold Comet six-cylinder 
engine with horsepowers ranging 
from 145 to 185. 

Three larger models including a 
tandem, are powered by the Reo 
Gold Comet V-8 with %07 horse- 
power standard and 235 horsepower 
available as an option. 

According to the company, the 
outstanding feature of the DC Ser- 
ies is the hydraulic tilting action of 
the cab which exposes the engine 
and transmission for easy mainte- 
nance. 

A manually activating hydraulic 
pump tilts the cab to maximum 
opening in less than a minute. Tilt- 
ing is unnecessary for routine 
checking, addition of oil and water 
or for battery checking. 

With a bumper-to-back-of-cab 


GMC Reports Big Surge 
In Bus Air-Conditioning 


BELOIT, Wis.—Demand for air- 
conditioning systems in GMC 
Truck & Coach Division’s new city 
and suburban buses hag surpassed 
all expectations a GMC senior 
project engineer told the Rockford- 
Beloit Section of the Society of 
Automotive Engineers. 

Karl Schuster, air-conditioning 
expert in GMC’s Engineering Divi- 
sion, said over 35 percent of the 
3,500 new city and suburban bus 
modeis built by GMC in the past 
15 months have been ordered with 
air-conditioning. 


dimension of 62 inches, the Reo 
DC tilt cab is designed to haul 
maximum length trailers within 
legal limits. Available ag an op- 
tion is a sleeper cab which adds 
24 inches to the overall BBC di- 
mension. 

“Combined with the short BBC 
dimension,” Reo said, “this cab fea- 
tures unexcelled driver visibility, 
ease of handling and up-to-the- 
minute styling. The instrument 
panel is driver-designed for quick, 
accurate readings.” 

The standard wheelbase on the 
four single-axle models is 108 
inches, while standard wheelbase 
on the tandem is 132 inches. Longer 
wheelbases in six-inch increments 
are available to a 196-inch maxi- 
mum, 

Five-speed, eight-speed and Reo- 
Matic transmissions are available 
on all five models. 


* * x 


Reo Tilt Cab— 

Four single-axle tractors and a tandem 
are offered in Reo’s new DC series of tilt- 
cab models. Six-cylinder or V-8 engines 


are available, and gross vehicle weights 
range from 26,000 to 43,000 pounds. 





truck has been on the lot a few 
months. 

Successful truck dealers say that 
even shoppers, while they may be 
screaming for price, can be influ- 
enced by a well-planned sales ap- 
proach that will point out the 
added earnings—or the savings in 
operating costs or maintenance — 
that a properly engineered com- 
plete hauling unit can represent. 

They also are strong in their be- 
lief, built on experience, of the 
value of good service facilities in 
retaining a reasonable profit on a 
truck sale. 

+ * + 


Training Aids Available 


A WEALTH of training material 
to help the dealer and his truck 
salesmen acquire a thorough 
knowledge of their own products 
and those of the body and equip- 
ment suppliers is available to those 
who will take advantage of it. 

The truck factories have train- 
ing and refresher programs like the 
Ford truck salesmen’s workshop 
and other field training programs, 
and several suppliers have training 
aids available to dealers and truck 
salesmen. 

An outstanding program of this 
type is Perfection Steel Body 
Co.’s merchandising program for 
truck dealers. Interested dealers 
can obtain information about it 
by calling a Perfection distribu- 
tor. 

This program includes booklets 
and film strips with recorded and 
written scripts. One part deals with 
how to sell truck equipment and 
how to interest alf salesmen in the 
potential of truck selling. 

The second part of the program 
has to do with product and takes 
up tandem dump trucks, dump 
trailers, servicing telescopic cylin- 
ders, servicing underbody hoists, 
servicing O-ring telescopic hoists, 
frameless dump trailers, power 
gates, aluminum dump trucks and 
trailers and where they should be 
sold, platform bodies and the pro- 
motional material for each subject. 

+ * * 


pperactr Diesel Engine Division 
of General Motors also has put 
sound selling information into us- 
able form for truck salesmen. The 
division has produced booklets on 
the money-saving aspects of diesels 
on city-to-city runs, pickup and 
delivery, multistop and other types 
of operation. 

Other suppliers have put out 
similar literature and training 
material and they offer the truck 
dealer and his salesmen engineer- 
ing and sales help through truck 
body and equipment distributors. 

The truck dealer also is furnish- 
ed a book cataloging most of the 
leading bodies and equipment items 
by the larger truck companies. 
These books, in addition to the 
“facts” books produced by most 
truck makers, contain a lot of valu- 
able sales information for the per- 
son who will study them in rela- 
tion to the various vocational 
hauling problems presented in each 
dealer’s selling area. 

One phase of prospecting that is 
overlooked far too often is that of 
calling customers sold even 10 years 
before to find out if the buyer still 
has the same truck, what he bought, 
if he has replaced it and if he is 
in the market for a new truck. 

ae + ok 


Remember Old Customers 


ppeacens who use this system 
claim that these callbacks help 
them find out how good their trucks 
really are—what the owners really 
think of them—and that they turn 
up a lot of hot prospects, 

“It is surprising,” says one deal- 
er, “the number of truck owners 
who are in the market for a new 
truck or an additional truck but 
who have not taken the time to 
contact any dealer. 

“When we get right on the job 
with a well-thought-out proposal, 
a great many of these owners buy 
without going on a shopping tour. 

“We find many of these owners 
want to upgrade the size or capac- 
ity of their truck to take advantage 
of some change in their hauling 
conditions but just have not gotten 
around to doing anything about it.” 
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Boyertown Joins 
Chrysler in Work 
On Postal Trucks 


BOYERTOWN, Pa.~—A _ $500,000 
contract for 500 United States Post- 
office delivery trucks has been 
awarded to Boyertown Auto Body 
Works as part of the $2,354,215 
Postoffice contract awarded to 
Chrysler Corp. 

Boyertown said a pilot model 
would be completed about Feb. 1, 
with production to begin on the 
full order within 60 days after 
completion of the pilot model. 

The delivery bodies of the walk-in 
type mounted on Dodge truck chas- 
sis will be built according to Post- 
office Department specifications. 

Boyertown said work has begun 
on a second Defense Department 
contract for five U.S. Army Ex- 
pansible Vans for Detroit Ord- 
nance, This is a $60,000 contract 
awarded through Reo Motors. De- 
livery of these units is to be made 
by the end of January. 
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Automobiles were barred from 
Central Park by a New York ordi- 
nance in 1899. 





In Weight Arrests 


ALBANY. — Gov. Nelson A. 
Rockefeller’s aides are looking into| Traffic Manager Named 


a “marked” slump in arrests for By Sea-Land of Puerto Rico 


overweight trucks in the last 12 
months. NEWARK, N. J.—Sea-Land of 
Puerto Rico, trailer-ship service, 


The 18 permanent truck-weighing 
stations were closed April 1 as a has announced the appointment of 


Rockefeller-s ponsored economy|J@mes F. Sharkey as traffic man- 
measure, Commenting on the clos-| #8er, succeeding Edward T. Cor- 
ing of the stations, Rockefeller said| "ell, pioneer in container traffic 
that it was known that certain| research who is retiring to private 
organizations circumvented the sta- | business. 
tions anyway. Both men have been with Sea- 
He said he “hoped” the drop in|Land and its predecessor, Pan- 
arrests of violators, and in the| Atlantic Line, since 1941, Sharkey 
number of tax dodgers detected, “is| mostly in his native Boston and 
a reflection of the fact that the| Cornell previously at Mobile, Ala. 
trucks now are conforming with| Sharkey formerly was sales admin- 
the law.” istrator. 





In First Six Months .. . 





Makers See 


Sales Gains 





(Continued from Page 24) 


seem to bear out that as far as the 
truck business is concerned, 1961 
can and should be a good year for 
the dealer who gears his organiza- 
tion to rooting out the new busi- 


some $2 billion more than estimated 
for the past year. Generally, the 
other panelists predicted no ap- 
preciable increase in steel produc- 
tion, a slight slump in auto sales 


and a plentiful supply of loan 
funds, with a possible “softening” 
of interest rates. 

Harold L. Cheadle, deputy man- 
ager and research director of the 
American Bankers Assn., pointed to 
inventory cutbacks, repayments of 
old debt and high new savings as 
indicators that a large supply of 
loan funds should be available this 


ness. 
- cm * 
MERSON P. SCHMIDT, chief 
economist of the United States 
Chamber of Commerce, predicts a 
slump of one or 2 percent in the 
total output of goods and services 
for the first half of 1961. However, 
personal spendable income will de- 
cline even less, he says, and for the 
second half of the year his predic-| year to finance business activity 
tions are cautiously optimistic. short of an inflationary binge. 
If -businesses ie ae their in- ws 
ventory cutbacks summer, he . : : 
said, the national production rate Weight Sizes May Shif . 
might reach $515 billion to $520 [are is an indication in last 
billion by the end of the year, year’s production and registra- 
higher than 1960’s. The rate was |tion figures to believe, however, 
a record $505 billion last spring, that there might be even more of 
but has dropped since to about | 4 Shift in weight sizes, 
Most factory soothsayers agree 


$503.5 billion. . 
Schmidt’s remarks were made|that we should see an increase in 
after a panel discussion on the|the sale of light trucks under 10,000 
GVW this year, and that there is 


1961 business outlook by four ex- 
perts in the fields of construction, | Some reason to expect that heavy- 
duty truck sales might be even 


steel, autos and finance. 
greater than last year. 


Miles Colean, a construction con- 
sultant, expressed optimism for the One maker is scheduling an in- 
crease of 25 percent more heavy- 


field he represented. He forecast 
record expenditures of $57.5 billion,| duty jobs for the first six months 
of this year than were built in 


the last six months of last year. 


But there also is good reason to 
believe that the number of trucks 
in the 10,000-to-16,000-GVW classi- 
fication will continue,to get smaller 
unless some radical new develop- 
ment is brought out. that would 
make this medium-size unit popu- 
lar again. 

The downward trend of this size 
truck could be checked with the 
increased sale of door-to-door for- 
ward-control units in the larger 
than half and three-quarter-ton 
sizes. 


Just a little more selling activity 
by dealers on this type of unit 
could taper the downward trend in 
this size vehicle. This could come 
in route extensions or in the de- 
mand for larger forward-control 
bodies to handle light but bulky 
products for suburban deliveries, 
instead of the high bulky vans that 
have been used for this puryose. 





“This is a training film, Bidwell, 
not the local Bijou.” 

















“SPICER COMPONENTS 
SAVE US 
MONEY... 


Our Records 
Prove It!’’ 


= 











ee e specify Spicer components,” says C. W. 


McClurg of Shippers Express Co., Monte- 
bello, California, “because our experience, our 
maintenance records, prove they’re the most 
rugged, the most trouble-free we’ve ever used! 


“We specify Spicer components in our new 
trucks, and we insist on Spicer replacement parts. 
We know Spicer has helped keep our road failures 
*way down! And, bélieve me, we keep records 
that show right to the penny what our operating 
costs are. We stick to rigid preventive mainte- 
nance schedules. 


“Another reason we specify Spicer—the avail- 
ability of replacement parts everywhere we oper- 
ate. From San Diego to Los Angeles to San 
Francisco Bay area to Sacramento—our rigs oper- 
ate day and night, many of them over mountains 
with grades of 6 percent, and everywhere we go 
we know we can get Spicer parts. This is one of 
the best ways we know to cut down-time. 


“We specify every Spicer component we can 
possibly use—14 inch 2-plate clutches, 12-speed, 
5-speed and 4-speed transmissions, 3-speed aux- 
iliary transmissions, 1700-series universal joints 


and propeller shafts. And our maintenance rec- 


ords show Spicer prop shaft assemblies give us up 
to 400,000 miles before rebuilding is necessary. 
We get up to 300,000 miles on Spicer clutches 
before rebuilding, and the gears in Spicer trans- 
missions generally last about 500,000 miles. 


“The use of Spicer components fits in ideally 


C. W. McClurg, right, maintenance superintendent at Montebello terminal, shows mechanic Fred Curtiss that range syn- 
chronizer and clutch gear from Spicer 12-speed transmission is in perfect condition after 160,000 miles of service. 
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with our cost-saving maintenance program. I 
base this statement on my 25 years’ experience in 
the trucking business.” 


About Shippers Express Company... 


“We operate 210 pieces of equipment,” says Mr. 
McClurg. “This includes 17 three-axle rigs in our 
long-line equipment, 13 three-axle heavy-duty 
trucks for local dispatching, 10 two-axle cab- 
overs, and 40 two-axle tractors for local deliveries. 


“Shippers Express Company was founded in 
1926 by A. D. Woolley, who is now chairman of 
the board. C. R. Hart is president and R. E. Wool- 
ley is vice-president and general manager. Our 
home office is in San Jose, California.” 


FOR TRUCK DEALERS THIS MEANS... 
that you can help your customers save dollars— 
and plenty of them—by recommending Spicer 
components when they buy new trucks. 


Tear this page out—and show it to your cus- 
tomers. Let the facts and the experience of Ship- 
pers Express Company speak for themselves. 
Here’s proof—and only one example among 
thousands—that Spicer components cut operating 
costs as no others can. 


Want names of other fleets that specify Spicer 
and save? We'll be glad to send them to you. And, 
if you want to know what Spicer components are 
available, write the truck manufacturer or Dana 
Corporation, Toledo 1, Ohio. 


SPECIFY SPICER! 





Spicer 


“ 


SERVING TRANSPORTATION— Transmissions ¢ Auxiliaries « 
Universal Joints ¢ Clutches e Propeller Shafts « Power Take- 
Offs « Torque Converters ¢ Axles « Powr-Lok Differentials « 
Gear Boxes « Forgings ¢ Stampings ¢ Frames ¢ Railway Drives 


CORPORATION 
Toledo 1, Ohio 


Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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(Continued from Page 24) 


me it is a clear-cut summation of 
the problem and I hope that every 
truck dealer and factory executive 
will read it — and do something 
about it. 

For until someone makes a Sta- 
ley-Feely appeal, this practice no 
doubt will continue to go on and 
both truck dealers, their salesmen 
and the distributor will continue 
to suffer from it. 

Here is Marshall’s letter: 

Much has been said and many 
jokes have originated on the prac- 
tice of “I can buy it for you whole- 
sale.” This practice has spread so 
extensively that nearly everyone is 
guilty of it to some extent. Cer- 
tainly anyone would like to save 
a little by eliminating the “middle- 
man.” Let’s take just one phase of 
wholesale buying and selling. 

Being in the wholesale truck 
equipment business, the truck 
equipment distributor is either 
guilty of or concerned with whole- 
sale selling. Many barbs and re- 


marks have been thrown by the 

distributor and the dealer. The 

dealer maintains that it is no 
longer worthwhile to try and sell 
truck equipment when the cus- 

tomer can go out and buy it di- 

rect from the distributor at the 
dealer’s cost. 

The distributor maintains that 
his organization hag to do all of 
the work of selling the dealer’s 
customers anyway and that the 
dealer makes no effort to push his 
particular product or products. The 
dealer’s main business is to push 
the sale of his particular product— 
in this case—trucks, 

Now we get down to brass tacks 
—the cause of wholesale selling of 
truck equipment, Is the dealer real- 
ly selling or is he making a deal? 
Is he making the truck sale at- 
tractive by a “gimmick’’—giving 
the customer equipment at his cost, 
or has he really sold his truck by 
convincing his customer he is get- 





ting his money’s worth and is buy- 
ing the best truck? 

Has he been forced to meet a 
competitive truck dealers’ offer of 
buying and selling the equipment 
at cost? Hag he had to compete 
with his own supplier of truck 
equipment, or is he just taking the 
easy way out to make a sale? Does 
he have any idea as to just how 
much it costs him to operate and 
has he a definite price floor beyond 
which he must not go? Does he 
really know just where he is going? 
Most of all—has he really made a 


profit or just a deal? 
* * * 


Really Help? 


OW-—let’s take the truck equip- 

ment distributor, Does he real- 
ly help his dealers to sell truck 
equipment? Are his salesmen really 
equipped to help the dealer proper- 
ly equip a truck for a particular 
job? 

Or—are his men too busy worry- 
ing about what competition is doing 
and meeting price objections, to 
help the dealer where and when he 
really needs it? Are his dealers 
giving the customer a choice of 
products and making no effort to 
sell? Are customers being quoted 
the dealer’s cost by the dealer? 
These two latter conditions are the 





“I can’t okay these deals with 
your sweet roll sticking between 
them.” 





distributor’s excuse for direct 
wholesale selling. No help from the 
dealer—and dealer quoting of net 
prices to customers, 

Now—what can be done about 
it? The truck manufacturer is 
not too concerned because pay- 
ment on delivery is an established 
custom—and—it is the dealer’s 
responsibility to move his own 








Remember when... 


TOMMY MILTON WON THE ONE 
HE VOWED HE’D WIN 
It’s 1909, and 16-year old Tommy Milton sees his first auto race at 


the new Indianapolis Speedway. As the racers flash by, he tells 
his brother, ‘‘I'll win a race here some day."’ In following years 


Tommy became a real pro of the race 
tracks and his vow came true in 1921 when 
he roared through the 500-mile Indian- 
apolis grind at an average speed of 


89.62 m.p.h. 


What drives pros on to repeated suc- 
cesses in sports or in business? It's 
determination, backed by skill and ex- 


perience. 


Timken Company sales engineers are 
the pros in their field. They are pros be- 
cause they have accumulated the most 
skill and knowledge in the design and 
mounting of tapered roller bearings— 





have the finest technical staff and facilities in the business to 
call upon. And you know you'll get reliable bearing performance, 
Reliability backed by the Timken Company that assures you and 
your customers the higher performance standards for parts 

demanded by today’s lengthened warranties. 
Why not get the most for your bearing money? Call in the pros 
of the bearing business—Timken Com- 





pany sales engineers. The Timken Roller 
Bearing Company, Canton 6, Ohio. Cable: 
“‘TIMROSCO"’. Makers of tapered Roller 
Bearings, Fine Alloy Steel and Remov- 
able Rock Bits. 


TIMKEN 


tapered roller bearings 





from the pros of the bearing business 


See Us At The S.A.E. Show, Cobo Hall, Detroit, Michigan, Janvary 9-13, Booth 806. 





stock. I say SELL, not just get 
rid of it. 

The truck equipment distributor 
is concerned with selling his equip- 
ment. The dealer is trying to make 
a profit with the combination of 
selling both trucks and equipment. 
Nobody wants to take the lead. The 
buying public is going to fight to 
hang onto “wholesale buying.” Who 
is being squeezed? 

Without a doubt—the dealer. Yet 
something has to be done. Without 
putting the finger of blame on any- 
one a solution requires a willing- 
ness to cooperate by all parties and 
to put the dealer back in business. 

+ * + 

7 basic principle of our eco- 

nomic system of supplying the 
public with all types of merchan- 
dise is — manufacturing, distribu- 
tion and retail selling. There are 
exceptions but generally it takes all 
three to make a working combina- 
tion. Short cuts only tend to elimi- 
nate someone. 

Who is going to start the ball 
rolling? The writer feels that no 
wholesale selling to anyone but 
a dealer is an absolute must. I 
love to be able to buy my refrig- 
erator, washer, television, etc. 
wholesale, but am I entitled to 
such a privilege? Certainly not. 

I have no operating expense, 
service, warranty policy, stock or 
responsibility, Yet the dealer must 
have all these things. I love to buy 
a car or truck at dealer’s cost plus 
and pat myself on the back at the 
dealer's expense. Smart? I wonder. 

Elimination of wholesale selling 
to non-deserving buyers is going to 
be a tremendous task—but in the 

end we will all be better off. 


12-20 Pct. Increase 
Planned in Output 
Of White Trucks 


CLEVELAND.—White Motor Co. 
will increase production schedules 
of the White Truck Division by 12 
to 20 percent early in January, ac- 
cording to J. N. Bauman, White 
president. He said plans were being 
made to recall approximately 200 
employes in Cleveland. 

H. J. Nave, executive vice-presi- 
dent in charge of the White Truck 
Division, said the increase is due 
principally to start of production of 
the new line of compact trucks and 
tractors announced early in Octo- 
ber. 

He said the new compacts have 
been engineered for increased pay- 
loads and low-cost operation and 
maintenance in today’s heavily con- 
gested city traffic and terminal 
areas, and can be turned in either 
direction with a front-wheel cut 
angle up to nearly 100 percent 
greater than other similar units. 

The new compacts, according to 
Nave, get their name from the way 
their ultra-short bumper-to-back- 
of-cab dimension makes possible an 
extra-short wheelbase in relation to 
the distance from back of cab to 
center line of rear axle. 

Nave said the order backlog for 
other White models, particularly 
those for over-the-road long-dis- 
tance hauling and the construction 
industry was sufficient to warrant 
the increase in schedules of the 
White Division at this time. 


LeTourseen Mas New | Line 


Of Diesel-Electric Tractors 


LONGVIEW, Tex.—A new line of 
“Pacemaker” diesel-electric tractors 
designed for heavy-duty pushing 
and dozing has been announced by 
R. G. LeTourneau, Inc. 

Like all equipment manufactured 
by the firm, the new tractors are 
all-wheel drive machines with in- 
dividually powered\ LeTourneau 
Electric Wheels. In this system, 
each wheel has its own direct-cur- 
rent electric motor and gear reduc- 
tion built inside the rim. 


New’ Chevrolet Deals 


MINNEAPOLIS.—New Chevrolet 
dealerships in the Upper Midwest 
are Home Oil & Motor Co., Inc., 
Grantsburg, Wis. a partnership 
composed of Robert R. Larsen and 
Victor A. Swanson, and Prehn 
Motor Co. at Winsted, Minn., head- 
ed by Henry J. Prehn. Chevrolet 
dealerships which have been termi- 
nated include Philipsen Implement 
Co., Brooten, Minn., owned by John 
Philipsen, and Spillane Motor Co. 
Backus, Minn., operated by John 
Spillane. 








For complete information on bigger profit percentage with a ‘Jeep’ franchise write: C. W. Moss, Vice President Sales, Willys Motors, Inc., Toledo 1, Ohio 
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Only Three Makes Gain... 





while Studebaker upped sales by 


one unit. 
oe * 


Truck Sales Trail ?59 | ceo yoo n ts uma 
For Year, October 


By Kenneth C. Kelley Jr. 
Staff Writer 
EW-TRUCK sales in 1960 fell 
behind the 1959 total during 
October as registrations in the first 
10 months of this year reached 
802,771. 

The total is 0.37 percent below 
the 805,716 sales in the first 10 
months of last year, according to 
figures from R. L. Polk & Co. 
This year’s sales ran well ahead 
of the 1959 pace in the early part 
of the year but, in recent months, 
the gain for the year has been 
cut to nothing. 

Only three truck lines and the 
miscellaneous bracket show in- 
creased sales for this year, and 
these four lines also show increas- 
ed market penetration. The four, 
their unit sales for the first 10 
months of this year, percent of 
market and percentage-point gains 
in penetration over last week’s 
showing are: 

International, 94,378 units sold, 
11.76 percent of the market, up 0.71 
points; GMC, 70,168 units, 8.74 per- 
cent, up 1.23 points; Willys, 25,048 
units, 3.12 percent, up 0.17 points, 
and miscellaneous, 38,035 units, 4.74 
percent, up 0.39 points. 

ok * + 


T= other eight truck lines lost 
ground both in units sold and 
market penetration. The eight and 
their figures are: 

Chevrolet, 266,303 units sold, 33.17 
percent of the market, down 0.88 
points; Ford, 242,576 units, 30.22 
percent, down 0.13 points; Dodge, 
36,491 units, 4.54 percent, down 1.07 
points. 

White, 12,514 units, 1.56 percent, 
down 0.05 points; Mack, 9,438 
units, 1.18 percent, down 0.24 
points; Studebaker, 4,721 units, 
0.59 percent, down 0.08 points; 
Diamond T, 2,182 units, 0.27 per- 
cent, down 0.04 points, and 
Brockway, 917 units, 0.11 percent, 
down 0.01 point. 

Sales in October amounted to 74,- 
158 units, down 2.52 percent from 
the 76,072 trucks sold in Septem- 
ber and down 6.03 percent from the 
78,920 units sold in October of last 
year. 

Chevrolet climbed back into first 
place in the sales race in October 
after Ford had occupied the top 
spot for the month of September. 
However, Chevrolet and Ford join- 
ed seven other truck lines in show- 


Montgomery Ward 
Accused of Faking 


Savings on Tires 


WASHINGTON. — The Federal 
Trade Commission has accused 
Montgomery Ward & Co. of mak- 
ing fictitious pricing and savings 
claims for its auto tires. 

‘The FTC complaint charged that 
the “list prices” shown in news- 
paper advertising are not Mont- 
gomery Ward’s customary retail 
prices for the tires as implied, but 
are substantially higher. 

Purchasers did not save the dif- 
ference between these purported 
regular amounts and the adver- 
tised sales prices as represented, 
the complaint said. 

As an example of the alleged 
misrepresentation, the FTC cited 
advertised “list and sale” prices of 
the firm’s “Nylon 64 Blackwalls,” 
tubeless and tube types. 

The “list” price of the tubeless 
6.70-15 size wag put at $27.10, “be- 
fore tradein plus excise tax,” the 
FTC said, The “sale” price was ad- 
vertised as $20.88, “with tradein 
plus excise tax,” the government 
added. 

The company was granted 30 
days in which to file an answer to 
the charges. 











ing fewer sales in October than 


they did a year earlier. 
& * * 


ALES for each line for October 
of this year and last are: 
Oct., Oct., 
1960 1959 
Chevrolet ................. 23,977 23,764 
BUR © Snithcstedectnciowriesiial 22,254 25,444 
International ......... 8,108 9,925 
SNEED osstecneschoncessscessiele 6,819 5,363 
TID vosciserivcsnsvedernive 3,769 4,289 
MEE ivbeoeabesioventelest 3,253 3,250 
OEE sivcibeshesseeeptouspies 973 1,280 
Fie idevsccsiscishalitiinisnes 730 1,013 
Studebaker .............. 521 520 
Diamond T .............. 141 345 
Brockway ................. 17 118 
Miscellaneous ........ 3,536 3,609 
UE: Levieceansasocsins 74,158 78,920 


Among the truck lines showing 
a gain for the month, GMC had a 
healthy boost of 1,456 units. Willys’ 
increase amounted to three units 





New 1961 Fruehauf Volume 


ing state in the nation in October 
with Texas in second place. The 
top 10 states and their registra- 
tions for October of this year and 
last are: 


Oct., Oct., 

1960 1959 

1. California. ........... 8,290 8,461 
Ti TD ssicbevscnccesnieee’ 5,789 6,779 
8. New York. ............ 4,307 4,187 
4. Pennsylvania ....3,248 3,219 
a ED sniniinnesssuusilinieds 2,979 2,981 
6. Michigan ............ 2,972 2,764 
7. Mlinois .................. 2,670 3,174 
8. Florida. ................ 2,230 2,763 
9. New Jersey ........2,065 1,914 
10. North Carolina ..2,034 2,120 


Reflecting the national downturn 
in sales, 28 states reported October 
sales fell below the year-earlier 
total. Gains were reported in 22 
states and the District of Colum- 
bia. 


Everglades (Ford) 
BELLE GLADE, Fla.—The name 
of Belle Glade Motors, Inc. (Ford) 
has been changed to Everglades 
Motor Co, Edward T. Marlowe is 
president. 


How They Fared... 
Commercial Car Registrations 


Make 
Chevrolet 


International 


By Makes 


First 10 Months, 1960 vs. 1959 


First 10 
Months, 
1959 


274,358 
244,495 
89.031 
60,532 
45,233 
28,785 
12,964 1.56 
11,478 1.18 
5,372 59 
2,483 27 
977 ll 
35,008 4.74 


Percent Percent 
Share of Points 
°59 Market Changes 


34.05 — 88 
30.35 — 13 
+ .71 
+123 


Percent 
Share of 
"60 Market 


33.17 
30.22 
1L.76 
8.74 
4.54 
3.12 


First 10 





805,716 100.00 


*—White includes Autocar, Freightliner, Reo and Sterling. 


**—-Miscellaneous includes imports, Corbitt, Diveo, 
Herrington, Peterbilt, etc, 
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The Only Truck Body Built to the Strength of a Trailer! 


The new Fruehauf aluminum Volume*s Van 
Truck Body is the first truck body specifically 
designed to incorporate the most advanced fea- 
tures of the truck-trailer. Feature-for-feature, 
here is the finest truck body being produced 
today ... and it’s substantially LOWER IN cost! 


The Yardstick of Quality in the Trucking Industry! 


Your choice of long lasting aluminum beaded 
panel or exterior post design, with a wide 
variety of doors, options and lengths. Be sure 
to see it at your local Fruehauf Branch—or 
contact Fruehauf Trailer Company, Detroit 
32, Michigan. 


—Compiled from R. L. Polk & Co. data. 
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TransCon Lines and chairman of|was announced by James D. Edgett, 


Truck News in Brief 





PHILADELPHIA.—Hercules Mo- 
tors Corp., Canton, O., has opened 
its new Philadelphia factory branch 
at 161 E. Hunting Park Ave. Burt 
Vodden has been named branch 
manager. 

The Philadelphia headquarters— 
combining with it the former Hall- 
Scott Upper Darby Division—will 
serve users of Hercules and Hall- 
Scott diesel and gasoline engines in 
Southeast Pennsylvania and South- 
ern New Jersey. It also will serve 
Hercules distributors along the 
Eastern seaboard. 

* * * 


Postoffice Seeks Removal 


Of Restrictions on Trucks 


NEW YORK.—Restrictions on 
the United States Postoffice De- 
partment’s use of highway trans- 
portation must be removed if 
mail is to be moved as quickly 
and as efficiently as possible, 
George M. Moore, assistant post- 
master general, told the Regular 


Common Carrier Conference of 
the American Trucking Assns, 
He said the Postoffice Depart- 
ment can use air and rail trans- 
portation freely to move the 178 
million pieces of mail it handles 
every day, but federal law pro- 
vides that “all highway services 
shall be procured only as con- 
tract services, with the contract 
awarded to the lowest responsible 
bidder after advertising,” he said, 
Only the Postoffice Department is 
subject to this restriction, he said. 


* * a 
Highway Trailer Unveils 


Third Product Line 


NEW YORK.—The “Highway 66” 
series of commercial] truck-trailers, 
a new modular-design line incor- 
porating the results of a two-year 
research and development program, 
has been introduced by Highway 
Trailer Industries, Inc., New York. 


The Highway 66 series is the 
company’s 1961 model line, and the 


third major product line to be an- 
nounced this fall as a part of High- 
way’s program to improve effici- 
ency and cut costs of cargo move- 
ment. It follows the introduction of 
Flexi-Drum collapsible plastic con- 
tainers in August and the Multi- 
Van cargo-container system in Sep- 


tember. 
* ok oa 


Spokane Firm Appointed 


Detroit Diesel Distributor 


DETROIT.—Spokane Diesel, Inc., 
Spokane, has been appointed dis- 
tributor fer General Motors’ Detroit 
Diesel Engine Division. Ray E. Bis- 
terfeldt is president of Spokane 
Diesel. 

The firm will handle sales and 
service for Detroit Diesel products 
throughout Western Washington 
and 10 adjoining counties in North- 
west Idaho, 


International Truck Show 


Slated for San Francisco 

LOS ANGELES, — The Interna- 
tional Truck, Trailer and Equip- 
ment Show, sponsored by the Cali- 
fornia Trucking Assns., is scheduled 
for June 28-30 in Brooks Hall, San 
Francisco. 


Scribner Birlenbach, president of 





the show committee, said Brooks 
Hall offers more than 90,000 square 
feet of exhibit space. 


* + * 


All-Pur pose Traction Tire. 
Is Announced by Goodrich 


AKRON.—A new double-duty 
truck tire, specifically designed to 
provide good traction in both re- 
verse and forward gear for essen- 
tial-service vehicles operating on 
or off the highway, has been an- 
nounced by B. F. Goodrich Tire Co., 
a division of B. F. Goodrich Co. 

Tagged the BFG Silvertown All- 
Purpose Traction tire, the new 
product features nondirectional 
tread patterns that give positive 
traction in mud or snow. Indented 
and staggered open-shoulder cleats 
provide continuing traction in 
rough going, Goodrich said. 
V-shaped tread grooves expel mud, 
snow and stones. 

* * * 


North American Launches 
Containerized Freight 


FORT WAYNE, Ind—North 
American Van Lines has entered 
the container rental field for ship- 
ment of freight internationally, it 
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strong VolumeyxVan Truck Body. 
NAM 

(please print) 
COMPANY. 
ADDRESS 


City. 


FRUEHAUF TRAILER COMPANY 
10952 Harper Avenve © Detroit 32, Michigan 


Please send: me complete. information on your trailer- 
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president. 

The firm has selected 17 terminal 
and information points throughout 
the country where container ship- 
ments will originate for overseas 
distribution. These points will be 
located in Boston; Brooklyn; Wash- 
ington, D. C.; Jacksonville, Fla.; 
New Orleans; Columbus, O.; Grand 
Rapids, Mich.; Chicago; St. Louis; 
San Antonio; Long Beach, Calif.; 
San Francisco; Portland, Ore.; 
Seattle; Philadelphia; Detroit, and 


Honolulu. 
* * 7 


Plumbing Display 
Rolls in Metro Van 


NASHVILLE, Tenn. — A mobile 
plumbing and building material dis- 
play unit has been installed in an 
International Metro Van by Bass 
& Co. here. 

Bass, wholesaler of building ma- 
terials and plumbing supplies, says 
the mobile unit has been an effec- 
tive sales stimulator among con- 
tractors and other customers. 

+. + * 


White Uses Fiberglass 


In New ‘P.D.Q.’ Unit 


CLEVELAND.—A multistop ve- 
hicle for home and store delivery 
of dairy products, utilizing fiber- 
glass for exterior walls and insula- 
tion of the load compartment, has 
been announced by H. J. Nave, ex- 
_— vice-president, White Motor 

o. 


It is the latest addition to White’s 
line of P.D.Q. (Pickup, Deliver, 
Quick) vehicles. White said the 
load compartment offers up to 25 
percent better insulating qualities 
and can be flushed clean with water 
without danger of rust or corrosion 
to either the inside or outside com- 


partment walls. 
* * og 


Sea-Land Service Expands 


Operations on East Coast 


BOSTON.—Sea-Land Service, 
Inc., trailership and seagoing trailer 
operator, has appointed Russell E. 
Stevens Boston district sales man- 
ager, in charge of Maine, New 
Hampshire, Rhode Island and east- 
ern Massachusetts. 


William McCullough Transporta- 
tion Co., consolidation agent for 
Sea-Land trailership freight, has 
opened a new terminal at Thomp- 
sonville, Conn. John Tanner is ter- 
minal manager. The facility will 
serve Northern Connecticut and 
Western Massachusetts. 

oe * ot 


Diamond T Deal Formed 

ATLANTA.—Atlanta Truck & 
Parts Co. has been formed by L. 8S. 
Alexander. The company will han- 
dle Diamond T. Alexander formerly 
was president of Highway Service, 
Inc., and has been in the truck 
maintenance field since 1935. 


Truck Revenue 


Increase Seen 


WASHINGTON. — Interstate 
trucking firms are expected to 
gross about 43 percent of total 1960 
operating revenues of all types of 
freight carriers under federal eco- 
nomic regulation, the president of 
the American Trucking Assns. says. 

John J, Gill, Providence, disclosed 
in his year-end statement on the 
trucking industry that the motor 
carriers operating under the au- 
thority of the Interstate Commerce 
Commission “alone are expected to 
have gross operating revenues of 
$7,450,000,000 for the year 1960.” 

“The outlook for 1961,” Gill de- 
clared, “is one of continued growth 
but with some correction in the dis- 
parity between gross and net for 
the for-hire carriers.” 


TYPED ON YOUR LETTERHEAD 


MRN’s Automatic Typing personal- 
izes your sales proposition with let- 
ters typed on your own stationery! 
Matched salutation, address. Tell us 
what to say, who to reach. We do the 
rest. Motor Registration News of 


California, Dept. T, 523 East 14th 
Street, Oakland 6, California. 
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".- ANOTHER GOOD YEAR KE 


Here is a specially prepared 
year-end statement in which 
Henry Ford II expresses op- 
timism about the outlook 
in 1961 for the automobile 
industry and especially Ford 
Motor Company and its 
dealers. 


“If any one concept characterizes today’s 
automotive markets, it is change. The auto- 
mobile industry is dealing with an entirely 
new set of circumstances in which the rules 
and assumptions that seemed to apply five 
or ten years ago are no longer dependable. 


“There is a demand for new directions, new 
products and new ideas. 


“What really started this market upheaval 
was an unusually severe dose of foreign com- 
petition. By accepting the challenge of the 
market place with the introduction of its own 
compact cars, the American automobile in- 


dustry was able to counter its competition 


from abroad and turn the sales tide in its own 
favor. 


“Because the domestic automobile industry 


chose to fight back hard, the whole country 
will benefit and will continue to benefit 
through improved industrial efficiency, 
through heightened scientific and techno- 
logical advances, and through a strengthened 
economy. 


“Despite all of the changes and all of the 
imponderables in the market, the outlook for 
the automobile industry is good. There still is 
plenty of potential in our domestic market for 
growth—not spectacular, explosive growth, 
perhaps, but steady, solid growth to succes- 
sively higher plateaus. 


“When final figures are in, it appears that 


domestic sales of passenger cars in 1960 will 
total more than 6.6 million units, including 
imports—an eminently respectable total, and 
the industry’s second best year to date. 
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FOR AUTOMOBILES 


“Two factors point to another good year for 
automobiles in 1961. One is that the general 
business outlook does not suggest any drastic 
changes in the foreseeable future toward 
either a boom or a bust. The other is that the 
‘mix’ of cars on the road in the one-year to 
six-year age bracket—the age range that pro- 
vides most trade-ins for new cars—promises 
to be as favorable in 1961 as it was in 1960. 
Accordingly, I expect new car sales in 1961 
will approximate those of 1960. 


“Farther in the future, the picture is even 
brighter. A number of built-in factors in our 
domestic automobile market seem almost 
certain to support steady expansion through 
the decade. These include an increase in the 
number of people entering the age bracket 
that produces new-car customers, gradual 





Coe 








MOTOR COMPANY 


increases in family incomes, and continuation 
of the move to the suburbs. 


“All of these plus factors working together 
should push normal annual new car sales to 
the 8-million level by 1970. 


“One of the more important factors affecting 
the automotive industry in this decade will 
be rapid expansion of automobile markets 
abroad. Many of the countries of the free 
world stand on the threshold of a great ad- 
vance in the use of motor transportation. 


“All indications are that the total overseas 
automobile market will grow at a rate even 
faster than our own domestic market. In 
1959, sales of automobiles outside the United 
States reached 4.2 million units. For 1960, 
overseas sales probably will reach some 5 


IN 1961” 


million units. With incomes abroad rising, 
and with new highways being built, we expect 
the normal overseas market to average 6.4 
million units a year by 1966, and move up to 
the 7-million-car range by the end of the 
decade. This means that while our own 
domestic sales market is growing by perhaps 
a million and a half units in the 1960’s, the 
market outside the United States will be 
growing by more than two million units. 


“With substantial growth potential both at 
home and abroad, we at Ford are highly 
optimistic about the automobile business in 


the coming decade.” 


Henry Ford II 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY®* Ford Faicon Thunderbird Comet 
Mercury « Lincoln Continental «English Ford Line « Ford Trucks « industrial Engines « 

Farm and industrial Tractors and Equipment « Aeronutronic—Products for the Space Age «+ 

Ford Motor Credit Company « The American Road insurance Company « 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 
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AUTOMOTIVE NEWS, JANUARY 2, 1961 


Leftover ’°60s Still Worry Dealers .. . 


Used Cars a Problem in Dayton 


By James Moffatt 
Staff Correspondent 


DAYTON.—Auto dealers here are 
viewing the slumping used-car mar- 
ket with concern, and many of them 
aren’t at all happy about the num- 
ber of ’60 models that some dealer- 
ships are carrying. 

Most dealers seem satisfied with 
the way the 61s have been mov- 
ing, but they’re keeping their fin- 
gers crossed, They point out that 
because production of ’60s got 
such a late start, comparison of 
late 1960 sales with late 1959 sales 
is useless. 

Richard Swartsel, president of 
Central Oldsmobile, said the two 
biggest factors in today’s market 
are the leftover 60s and the poor 
used-car market, 

“If the leftovers can’t be moved, 
and if the slump in the used-car 
market continues; then production 
in Detroit is going to be affected,” 
he said. “We don’t have any leftover 
’60s ourselves, but many dealers do, 


and these models are competing 
with the ’61s. 

“Another thing that’s hurting the 
market is the foolish advertising. 
This is the first year I’ve seen deal- 
ers offering an $800 discount on a 
new car right off the bat.” 


Swartsel said he thought the key 


Walker to Test-Market 


Ceramic Mufflers 

RACINE, Wis.—Walker Market- 
ing Corp. will test-market in a few 
pre-selected areas a limited num- 
ber of ceramic-coated mufflers for 
replacement on popular makes and 
models of cars, according to J. W. 
Jaspersen, sales vice-president. 

These new mufflers, according to 
Jaspersen, will be protected with 
the same type of ceramic coating 
developed by Walker engineers in 
cooperation with: American Motors 
for use in the ’61 Rambler. 

Any future plans will be based 
upon the results of the “test-mar- 
ket” program, he said. 


to whether dealers will have a 


happy 1961 is their ability to liqui-| 


date their leftover ’60s effectively. 


He reported Oldsmobile’s new 


F-85 “seems to be doing very well.” 

DeWitt Peffley, president of 
Peffley Ford, said, “We’re watch- 
ing our inventory real close. 
Whereas last summer we carried 
135 to 140 new cars in stock, this 
year we’re determined to keep it 
down to a month’s supply—85 or 
90. 
“The '61 models are moving pretty 
well. The trouble is, we’re not mak- 
ing any money because of the dis- 
counting. 

“When you clear $200 on a $3,800 
car, that’s getting ridiculous,” Pef- 
fley said. “I was talking to a Cin- 
cinnati dealer the other day who 
said he sold 65 new cars last month 
and lost $950. 

“Used cars are in a lull—they’re 
just not selling. I went to an 
auction the other day, and the 
used cars certainly weren’t bring- 





Shop Talk— 

Dom Monge, right, president, 
Products, Fairfield, Ill., discusses company's 
early days with L. A. Blackburn during 
open house celebration marking the firm's 
25 years of operation. Blackburn retired 
as Airtex board chairman in 1955. 


Airtex 


ing anywhere near what they were 
worth, 

“There’s no question in my mind 
but that the compacts are cutting 
into the sale of our standard-size 
models. We’re selling our Falcons 
as fast as we can get them. 

“We have six ’60 models left— 
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TANDEM DRIVE AXLES 


The famous name that 


49 guarantees dependable 


performance and 
low hauling costs 


Through half a century, truck operators have learned 
that they can depend on Eaton Axles to deliver the 
kind of performance that keeps trucks on the road, cuts 
operating and maintenance costs, and adds to profit. 


Eaton consistently leads the industry—particularly in 
the field of 2-Speed, Double-Reduction, and Tandem 


Drive units—with exclusive 


advancements which 


enable trucks to haul more legal payload, and add 
thousands of low-cost miles to both axle and vehicle 
life. The rugged stamina and efficiency of these Eaton- 
designed axles have been proven in billions of miles 


of operation in every type of service. 


There’s an Eaton Rear Axle best suited to your 
customer's hauling requirements. Specify the right one. 


SINGLE-REDUCTION AXLES 


AXLE 


DIVISION 
MANUFACTURING COMPANY 





CLEVELAND 10, OHIO 








four standards and two Thunder- 
birds—and we're having trouble 
moving them,”. Peffley added. “Last 
year at this time we didn’t have 
a ’59 left, primarily, I think, be- 
cause the body style was very pop- 
ular.” 

New-car sales have one Dayton 
dealer bubbling with enthusiasm. 
Marvin Smith, general manager of 
Shannon Buick, reported: 

“By the 20th of last month 
Buick was third in this zone in 
sales, and we haven’t placed that 
high since 1956. By the end of 
last month Oldsmobile was only 
eight units ahead of us, and we 
haven’t been that close to our 
competition in a long time. 

“Our small Special is selling very 
well, too. I’d say that 29 percent 
of the orders we've filled so far 
have been for Specials. 

“But the used-car market has 
been very slow and spotty. This is 
true for the independents as well 
as the new-car dealers. I’m afraid 
that if things don’t pick up, the 
used-car situation may adversely 
affect the new-car picture because 
we'll not be able to allow the trade- 
ins people expect.” 

Smith said he has no leftover ’60s 
and that Shannon has always kept 
a tight rein on its inventory. 

Lee Hilgeford Chrysler has re- 
duced newspaper advertising and 
cut its sales force in half. The re- 
sult? According to Dwight Hilge- 
ford, general manager, new-car 
Sales are quite good. 

“We're quite happy with our 
new-car situation, but we’re hav- 
ing to work hard for a deal,” he 
said. “And, surprisingly enough, 
our used cars are selling well, and 
we’re making a little money on 
them. 

“When we cut our newspaper ad- 
vertising and our sales force, I 
told the good boys I had left that 
they were simply going to have to 
work a little harder, and they have. 

“We have about 12 ’60s left, but 
I’m not worried about them. Sure, 
they'll cut into ’61 sales a little, 
but you can always sell a ’60 here 
and there.” 

Hilgeford says he always keeps 
a 40-day new-car inventory. 

Bud Boos, general manager of 
White-Allen Chevrolet, is very 
happy with the new-car year. He 
reported sales “very good—even 
our used-car market has been very 
good. As a matter of fact, I’ve been 
buying some used cars myself.” 

“Our compacts-have been selling 
out right to the wall,” he said. 
“We've made 145 percent of our 
planning potential. What’s our se- 
cret? The old push, push, push. 
We work a little harder.” 

Bud Rodgers, president of 
Rodgers Pontiac, said, “Our ’61s 
aren’t selling as well as we would 
like. We simply haven’t had the 
inventory to work with. There 
are a lot of people waiting for 
the Tempest, which is a hot item. 

“We could make more sales if 
we had sure delivery dates. We try 
to keep a month’s supply of new 
cars, but we’re well under that now. 

“This wild discounting and the 
advertising that goes with it are 
hurting everyone. I’ve been in the 
business a long time, but I don’t 
now what to do about it.” 

Rodgers said used-car sales have 
been very slow. 


60 Taxes Paid 
By Road Users 


Rise 5 Percent 


WASHINGTON.—State highway- 
user tax revenues for 1960 are ex- 
pected to total $5.3 billion, an in- 
crease of 5 percent over the 
previous year’s $5.1 billion, accord- 
ing to Bertram D. Tallamy, federal 
highway administrator, 

He said gasoline-tax receipts ac- 
count for $3.4 billion’ of the ’60 
total, or 64 percent, and vehicle 
registration fees for $1.5 billion, or 
28 percent. 

In the previous year the states 
collected $3.2 billion in gasoline 
taxes, and $1.4 billion in registra- 
tion fees. 

Other vehicle and carrier fees 
and miscellaneous receipts totalled 
about $400,000 million, accounting 
for the remaining 8 percent of the 
entire ’60 revenues. 

California’s gas-tax receipts were 
tops in the nation, totalling $344 
million. New York wag second with 
collections amounting to $227 mil- 
lion. Ohio was third with $222 mil- 
lion. 
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AUTOMOTIVE WASHINGTON 





Little Cheer in Capital 
For Auto Industry 


By William Ullman 
Washington Bureau Chief 
Daa the glow of optimism surrounding Washington 
these days—induced, no doubt, by the kickoff of a new 
Congress plus the excitement of the coming inaugural fes- 
o———-W 


tivities—the nation’s capital 


is not a very cheering place 
for those in the auto industry. 

In fact, the general aura of busy 
well-being hover- 
ing over this city 
seems slightly un- 
real after a 
glance at some of 
the facts and 
forecasts to 
emerge here re- 
cently — facts 
and forecasts 
which could spell 
a pretty gloomy 
’61 for car makers 
and dealers 





William Ullman 
across the nation, 

While all is certainly not “said 
and done’—with Congress just sit- 
ting down for its opening session— 
those pieces of the jigsaw puzzle 
available fit into a picture of un- 
healthy legislation, lowered auto 
output and slimmer sales this year. 

On the legislative scene, “lib- 
eral” forces have made it clear 
that they expect success in their 
efforts to push through expanded, 
exemption-trimmed minimum 
wage legislation during the com- 
ing weeks. 

President-elect Kennedy, backed 
by his key lieutenants in the Sen- 
ate and House, will plead that 
broader “wage-hour” action is nec- 
essary to halt the “recession.” 

Labor, it igs rumored, plans to 
lend a strong helping hand, with 
an eye to getting broader mini- 
mum-wage coverage, higher Social 
Security payments, an expanded 
unemployment compensation pro- 
gram and an income-tax cut. 

Also due in Congress is a_renewed 
drive by Emanuel] Celler, New York 
Democrat and chairman of the 
House Judiciary Committee, to sep- 
arate auto manufacturers from the 
financing or insuring business, Cel- 
ler has made a number of state- 
ments in recent days which indicate 
he will reintroduce a bill designed 
to accomplish this division “at the 
opening of the new session of Con- 
gress.” 

Similar bills failed to reach a 
final vote in the last session, 

* * oe 


A Break on Taxes 


oint dealer-manufacturer adver- 

tising has come in for a tax 
break, in the form of a new law 
which became effective Jan, 1. 

Public Law 86-781 provides that 
when a manufacturer or importer 
makes a separate charge on his 
invoice for local advertising of 
his products, or reimburses his 
dealer for all or part of the deal- 
er’s local advertising expense, the 
charge or reimbursement shall 
not be considered a part of the 
manufacturer’s sales price for 
purposes of the manufacturer’s 
Federal excise tax. 

The law in effect reverses an 
earlier ruling by the Internal Rev- 
enue Service that all charges or 
reimbursements to dealers by man- 
ufacturers for local cooperative ad- 
vertising were to be considered as 
part of the manufacturer’s sales 
price, and thus subject to the Fed- 
eral excise tax, 

> ok ok 
Ad Drive Continues 


[/SstRict OF COLUMBIA deal- 
ers have been urged by the 
Automotive Trade Assn.—National 
Capital Area, their trade group, 
that the Federal Trade Commission 
is “concerned and is taking steps 
to correct advertising that fools the 
public,” both locally and nation- 
wide, 
In a bulletin to its members, 
the association also noted that sev- 
eral auto makers recently have 


taken strong positions regarding 
bait-type advertising. These fac- 
tories, it said, have threatened to 
withdraw franchises from dealers 
who refuse to “clean up” their ads. 
The association asked its members 


to cooperate “to the fullest” in 
maintaining high standards of ad- 
vertising. 

At the same time, reliable sources 
disclosed that FTC expects to speed 
up its campaign against false and 
misleading auto advertising, price 
discrimination in the auto parts 
business and unrealistic car war- 


ranties, 
* * * 


Road Revenues Climb 
qs highway-user tax reve- 


billion, a jump of 5 percent over 
the figures for 1959, according to 


Federal Highway Administrator |’ 


Bertram D. Tallamy, 


State motor-fuel tax receipts, 
the administrator said, account 
for $3.4 billion, or 64 percent of 
the 1960 total, according to Ad- 
ministration estimates, and mo- 
tor-vehicle registration fees for 
$1.5 billion, or 28 percent. 


Other motor-vehicle fees, motor- 
carrier fees and miscellaneous fees, 
amounting to $0.4 billion, account 
for the remaining 8 percent, he 


said. 
* oe . 


Small-Business Report 


‘Oe economy must provide small 
business with a competitive en- 
vironment in which individual ini- 
tiative and efficiency, rather than 
large financial resources and mar- 
ket power, determine survival and 
growth,” 

That is the conclusion drawn 
in a staff report on the “Status 
of Small Business in Retail 
Trade,” prepared for the House 
Select Committee on Small Busi- 
ness and released last week. 

The conclusion, as voiced by 
Wright Patman, chairman of the 
committee, is based on a showing 





Outdoor Showroom at New Buick Deal— 


This is the home of Key Buick Co. in Jacksonville, Fla. Located at 4827 Phillips High- 
way, the dealership has 40,000 square feet of floor space and 39 working stalls in the 
service department. The dealership also features an outdoor showroom. John William- 
son is president of the new dealership. 


“one of the last strongholds of| continue to exist for enterprising 
small business” and that “at least| entrepreneurs seeking businesses 


nues are expected to total $5.3| by the report that retail trade is|in some of the fields, opportunities | of their own.” 





NEW Parish 2-Inch 


Radius Sections 


Provide More Cube, Greater Strength 


Truck bodies built by your Parish body builder 
give you more value for your dollar because of— 


* All Steel Construction—for rough-and- 


tumble action 
greatest stress 
cost repairs 


payloads 
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High Tensile Steel Members—at points of 
Replaceable Frame Units—for faster, lower- 
Greater cube—for bigger, more profitable 
Extra Strength and Rigidity—far stronger 


than bodies made from lighter metals. 


The next time you order truck bodies, specify 
Parish steel sections . 


. . for more strength, for 


greater durability, at lower cost. Your Parish 
body builder will install doors, panels and floor 
to your specifications, and for your particular 


requirements. 





DISTRIBUTORS 


Dermark Truck Equipment Co. 
197 N. Morrell 
Detroit 9, Michigan ¢ VI! 3-4290 


Faucher & Fils Ltd. 
2055 Pie 1X Blvd. 


Montreal 4, Quebec, Canada « LA 4-7557 


Henderson Associates 
No. 1 Main Street 
Henderson, Kentucky ¢ VA 6-9502 


Hen-Wal Inc. 
20 Holt Street 
Buffalo 6, N. Y. «© MOH 6376 





PARISH 


PRESSED STEEL 


READING, PENNSYLVANIA 





DIVISION OF DANA CORPORATION * 


Piedmont Equipment Co. 
114 Fairwood Ave. 
Charlotte 3, No. Carolina « ED 4-6823 


Rex Metal Parts Co. 
1295 W. 78th St. 
Cleveland 2, Ohio « AT 1-971! 


Lewisohn Sales Co. 
4001 Dell Ave. 
N. Bergen, New Jersey *¢ UN 4-0300 


R. W. Norris & Song Inc. 
Gay and High Streets 
Baltimore 3, Maryland ¢ LE 9-7145 


Exclusive Distributor Franchises Available In Selected Territories 
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"59 ’60 
March 


"59 °60 
Feb. 








Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * od 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Dec. 20. 

BUICK—'59 LeSabre 2-dr. hardtop, $1,- 
630* (ps); 4-dr., $1,510* (ps); Invicta 
4-dr. hardtop, $1,600* (ps). 

’68 Special 4-dr., $725* (ps). 


‘55 Super 2-dr. Riviera, $565* (ps); 4- 
dr., $310*%; Century 2-dr. Riviera, 
$335°*. 


’54 Century 2-dr. Riviera, $170*. 
CADILLAC—’60 (60) Special 4-dr., $4,- 
700* (ps); Eldorado conv., $4,650* 
(ps); de Ville 4-dr. hardtop, $4,600* 
(ps), $4,230* (ps); (62) 4-dr., $4,- 
350° (ps); 2-dr. hardtop, $4,350* (ps). 
’59 de Ville 4-dr. hardtop, $3,385* (ps); 
(62) 2-dr. hardtop, $3,025* (ps). 


’58 (60) Special 4-dr. hardtop, $2,140* 
(ps); (62) Coupe de Ville, $1,910* 
(ps). 

‘57 (60) Special 4-dr. hardtop, $1,925* 
(ps); Eldorado conv., $1,785* (ps); 
(62) Sedan de Ville, $1,555* (ps); 
conv., $1,385* (ps). 

"56 (62) Coupe de Ville, $935* (ps); 
conv., $860* (ps). 

’655 (62) 4-dr., $925* (ps). 

'54 (62) 2-dr. hardtop, $685* (ps). 

‘53 (60) Special 4-dr., $410* (ps); (62) 


2-dr. hardtop, $175* (ps). 

50 (62) 2-dr. hardtop, $200*; (60) Spe- 
cial 4-dr., $120*. 

"49 (62) Coupe de ‘Ville, $185*. 


CHEVROLET —’60 Impala (6) sport coupe, 
$2,410* (ps); Impala (8) sport coupe, 
$2,100; sport sedan, $2,025* (ps); 
Corvair 700 (6) 2-dr., $1,595*. 

’59 Impala (8) sport coupe, $1,750* (ps), 
$1,735* (ps), $1,725* (ps), $1,585, $1,- 
485* (ps); conv., $1,465, $1,390*; 
Parkwood (8) 4-dr., $1,725* (ps); 
Brookwood (8) 2-dr., $1,535; 4-dr., $1,- 
485* (ps); Bel Air (8) 4-dr., $1,305* 
(ps); Biscayne (6) 4-dr., $1,130; 2-dr., 
$1,110. 

‘58 Impala (8) 

Biscayne (8) 4-dr., $960*; 
4-dr., $910°*, $830°. 

"57 Corvette (8) conv., $900; Two-ten 
(8) station wagon, $875*, $650*; Two- 
ten (6) 2-dr., $510; One-fifty (6) 2- 
dr., $640; One-fifty (8) 4-dr., $475*. 

’56 Bel Air (8) conv., $700* (ps); Two- 
ten (8) Delray, $615*. 

’55 Nomad (8) 2-dr., $735* (ps); Bel 
Air (8) sport coupe, $625*, $520*, 
$460* (ps); 4-dr., $550*; Two-ten (8) 

$225°, 


sport coupe, $1,295*; 
Bel Air (8) 


2-dr., $435°; 4-dr., $365*. 
’54 Two-ten 2-dr., $265*; 
$185*. 
’53 Bel Air 4-dr., $150. 
'562 Deluxe 4-dr., $160*. 
'51 Deluxe station wagon, $150. 
CHRYSLER—’59 Windsor 4-dr., 


(ps). 

'57 NY 4-dr., $1,050* (ps). 

‘55 NY conv., $435* (ps); 
top, $385* (ps). 

DODGE—’'55 Coronet (8) 4-dr., $220*. 

FORD—'61 Thunderbird (8) 2-dr. hardtop, 
$4,430* (ps), $4,135* (ps), $4,090* 
(ps); Faleon (6) 2-dr., $1,735. 

"60 Galaxie (8) starliner, $1,890* (ps); 
4-dr., $1,650*; Falcon (6) 2-dr., $1,- 
500; Fairlane 500 (6) 2-dr., $1,400. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
200* (ps); Galaxie (8) skyliner, $1,- 
725* (ps); 2-dr. Victoria, $1,500* (ps); 
Country Sedan (8) 4-dr., 2 at $1,450* 
(ps), $1,400*; Fairlane 500 (8) 2-dr. 
Victoria, $1,365* (ps), $1,335* (ps); 
Ranch Wagon (8) 2-dr., $1,350*; 
Ranch Wagon (6) 2-dr., $1,135; Cus- 
tom 300 (8) 4-dr., $1,100* (ps), §$1,- 
050* (ps); 2-dr., $975. 

*58 Country Squire (8) 4-dr. (9 pass.), 
$1,065* (ps); Ranch Wagon (8) 2-dr., 
$765*; Custom 300 (8) 2-dr., $750; 
Custom 300 (6) 2-dr., $690. 

’57 Fairlane 500 (8) 2-dr. Victoria, $950* 
(ps); 2-dr., $825* (ps); conv., $585*; 


4-dr., 


$1,600*° 


2-dr, hard- 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports) 


"68 
Oct. 


°59 "60 
Sept. 


59 60 
duly 


"69 '60 
Aug. 


"59 60 
May 


"BO 60 
June 


"59 '60 
April 


Prices of '61s added and '53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 


Figures alongside bars represent dollars, 


















(ps). ‘56 Thunderbird (8) conv., $1,220* (ps); 
MERCURY—’56 Montclair 2-<ir. hardtop, Custom (8) 4-dr., $470, $130*; 2-dr., 
$475* (ps), $425*. $285; Custom (6) 4-dr., $145; Fairlane 
’55 Montclair 2-dr. hardtop, $385*, $295* (8) 4-dr., $450*, $255° (ps). 
(ps); Monterey 2-dr. hardtop, $360*; ’55 Fairlane (8) 2-dr., $430*; Crown 
station wagon, $330* (ps). Victoria, $420* (ps); 2-dr. Victoria, 
’54 Monterey 2-dr. hardtop, $265* (ps); $195*; Country Sedan (8) 4-dr., $320; 
station wagon, $255* (ps); conv., Ranch Wagon (6) 2-dr., $250; Cus- 
$185* (ps). tom (6) 2-dr., $160. 


"53 Monterey 4-dr., $180*. 


’54 Ranch Wagon (6) 2-dr., $240; Cus- 
OLDSMOBILE—’60 (98) 2-dr. Scenic, $2,- . 


tom (6) 2-dr., $160, $150 


oe en hh oh $2,080° (pap; é LINCOLN—’54 Capri 4-dr., $100* (ps). 

; esta 4-dr., y ps); 4- —- ka Ps 

dr., §1,695* (ps); (88) Super 4-dr. manse? tee — Colony Park 4-dr., $1, 
Holiday, $2,035* (ps). '58 Monterey 4-dr., $560*. 





‘58 (88) 4-dr. Holiday, $1,020* (ps). 

'57 (88) conv., $875* (ps). 

'56 (88) 4-dr. Holiday, $685* (ps), $480* 
(ps). 

’55 (98) 4-dr. Holiday, $660* (ps); 2-dr. 
Holiday, $510*, 


PACKARD— ’'56 Clipper 4-dr., $250*. 


PLYMOUTH—’58 Belvedere (8) 4-dr. hard- 
top, $695* (ps); Savoy (8) 4-dr., 
$605*, $575°. 


’55 Plaza (8) 4-dr., $180. 
‘53 Suburban 2-dr., $150. 
PONTIAC—’59 Bonneville conv., 


(ps). 
’58 Star Chief 4-dr., $950*. 


$1,960* 



































’57 Super Chief 2-dr. Catalina, $700* ALABAMA 
(ps). 
"56 ae, Safari 4-dr., $395* (ps); 
2-dr 
’55 Chieftain 4-dr., $270*; Star Chief J ° H N s oO N A U T ° 


4-dr., $225°. 

’53 Chieftain 2-dr. Catalina, $100*. 

RAMBLER—’60 American (6) 2-dr., $1,- 

110. 

‘59 Super (8) Cross Country, $1,385; 
Super (6) Cross Country, $1,085. 

‘58 American (6) 2-dr., $650. 

'57 Custom (8) Cross Country, $810* 


(ps). 
STUDEBAKER—’59 Lark (8) station wag- 
on, $1,025°. 
’53 Commander (8) 2-dr., $185*; 4-dr., 


$175. 
MISCELLANEOUS—’59 Chevrolet (6) %- 
ton pickup, $975. 
’58 Ford (8) Ranchero, $955*; 
let (6) delivery sedan, $680. 
’57 Ford (8) Ranchero, $760* (ps); 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 








COLORADO 


Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 








Chevro- 
(8) 


F-100 %-ton pickup, $635. 
’656 Ford (8) %-ton pickup, $550. SALE EVERY TUESDAY 
'48 Ford (6) %-ton pickup, $215; Chev- 11:00 A.M. 
rolet %-ton pickup, $100. 
George A. Lamb Norman Early 
Owners & Operators 


ALBANY 


Tim Anspach, Inc., Dealer’s Auto Auc- 
tion. Sale every Monday. Prices are for 
sale of Dec. 19: Market held real strong, 
buyers were here from all over the East. 
Sold 127 cars from 178 consignments. 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 














BUICK—’59 Electra conv., $1,700* (ps). 
= oe 4-dr. Riviera, $590* (ps); CONNECTICUT 
-dr., A 
’56 Century Estate Wagon 4-dr., $440* 
sbi, Specs! 2dr. $420° (ps); 4c) NEW ENGLAND'S OLDEST 
’55 Super 2-dr. Riviera, $280* (ps). AND BEST 


CADILLAC—’60 (62) 2-dr. hardtop, $3,- 
860* (ps). 

’59 de Ville 2-dr. hardtop, $1,925* (ps). 

’56 (62) 2-dr. hardtop, $820* (ps). 

’5S (62) 4-dr., $800* (ps), $550* (ps). 
CHEVROLET — ’59 Parkwood (8) 4-dr., 


Dealers Auto Exchange in our [4th year 
continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 





$1,350*; Impala (8) 4-dr., $1,300* Warehouse Point, Conn. 
(ps); sport sedan, $1,265* (ps); Bel 
a (6) 4-dr., ae sisi gene 
"58 Impala (8) 2- a top, ; 
Biscayne (8) 4-dr., $860 FLORIDA 


’5T Two-ten (8) station Sites 4-dr. (9 


pass.), $760* (ps), $730; Two-ten (6) DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues. 10 


2- we a eke or har % i on ae. 

on dr., 0; 4-dr., ; y 
5 ge tt wT a A.M. Dealer-owned. Dealers only. 
\ 1 Air (8) conv., $550*%; 4-dr., 

$590*; sport coupe, $470*; 2-dr., $430*; MARYLAND 





Two-ten (6) station wagon 4- ar., $500; 


Two-ten (8) 4-dr., $375*. BEL AIR—Bel Air Auto Auction. Ti- 


’55 Bel Air (8) far. $370*; Two-ten tles, checks guaranteed. Cars grou 
‘ss oat oy, $380°- siso;| ed. Thur. 12 noon. Established 1947, 


$225; 4-dr., 
Two-ten 4-dr., $200 ‘ 
’53 Two-ten 4-dr., $150. 
CHRYSLER—’'55 (300) 2-dr., $270* (ps). 





MICHIGAN 








COMET—'61 4-dr., $1,965°. 
DeSOTO—'59 Fireflite 2-dr. hardtop, $1,- A tco 
135°; 4-dr., $950* ( u c 


(ps). 
58 Firedome 4- dr., $560* (ps). 





4-dr., $560; Country Sedan (8) 4-dr.,| °57 Firedome 4-dr., $600*; 4-dr. hardtop, DETROIT'S 
a t dan (8) 4-dr., $ povar. . roe “Gade Royal te). a Vv Best 
. ountry Sedan ) 4-dr., $600* (ps), —_— ’ ustom ya ) 4-dr., 
oes Fairlane (8) 2-dr. Victoria, bay se gre Sa Ser Oldest, Largest st aeie 
* (ps); 2-dr., $500* (ps); 4-dr., "5 oronet (8) 4-dr., $400*; yal (8) a oon 
$350*; Ranch Wagon (8) 2-dr., $465; 4-dr., $370*. Wednesday 
Custom (6) 2-dr., $395; Main (6) 2-| EDSEL—'59 Corsair 4-dr., $1,020* (ps). 
dr., $395; Country Squire (8) 4-dr., | FORD—’59 Galaxie (8) 2-dr. Victoria, tco 
| rob TRinaarira ca) 2-cr, naratn, g1,-| 4000; Reh Wasae e.g : 
& , underbird (8) 2-dr. hardtop, $1,- ,160*; nc agon (6) 2-dr., $1,- 
j 180* (ps); Fairlane (8) 2-dr., $465; 135*; Fairlane 500 (8) 4-dr., $1,140*; 19241 Dix—Toledo Highway—Route 25 
: caer. eee oa Gike (ps); Fair- od me (8) 2-dr., oe i Just / mile from Detroit City Limits 
; jane ) 4-dr., *; Country Sedan : ‘airlane 500 (8) 2-dr., $650*. 
Fea Casee'Gy Sh: Hsia, ssase; cun-| “goo. catz0S? mitvtne WOkCSs | wuoner puaurk a41 
res -dr. Victoria, 5*; Cus- ; 2-dr., 0*; irlane (6) * 
E tom (6) 2-dr., $115; Custom (8) 4-dr., conv., $650; Fairlane (8) 4-dr., $700*; PHONE: DUnkirk 3-0150 
$100. 2-dr. Victoria, $690*, $500* (ps); 
'53 Custom (8) 4-dr., 2 at $180. Country Sedan’ (8) 4-dr., $700, $620°; A Itco 
i HUDSON—’55 Wasp Super 4-dr., $160. Custom (8) 2-dr., $480; 4-dr., $270; i cc 
Fa LINCOLN—’55 Capri 2-dr. hardtop, $265* Custom 300 (8) 2-dr., $375*. 


































"59 60 "59°60 "60 61 
Nov. Dec. Jan. 
to Date 


© 1961, by Automotive News 


'56 Monterey 2-dr. hardtop, $200*; Med- 
alist 2-dr., $150*. 
*55 Monterey 2-dr., $220*. 


NASH—’56 Ambassador (8) 4-dr., $350*. 
OLDSMOBILE — ’61 (88) 4-dr., $2,920* 
(ps). 
"59 (88) Super 4-dr., $1,580* (ps). 
’55 (98) 4-dr. Holiday, $330*; (88) 4-dr., 
$170". 
PLYMOUTH — '58 Belvedere (8) conv., 


$650; Plaza (6) 2-dr., $510*. 
*57 Suburban (8) Custom 4-dr., 
Plaza (6) 2-dr., $435. 
’56 Savoy (8) 4-dr., $280*. 
PONTIAC—’59 Star Chief 4-dr. Vista, $1,- 


$435; 


MICHIGAN 


STATE FAIR 


AUTO AUCTION 





19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 
TWO SALES WEEKLY 


DETROIT'S ONLY 


DUAL LANE AUCTION 





Running 250 Cers—Tuves., 12:30 P. M.; 
Friday, 1:00 P. M. 
Phone TO 9-4660—C. Simpson, Owner 


NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 


N-A-D-E 


ATs mata ee 


3 


AUCTION 
LANES 








OVER 


TR aL 8 


EVERY WEEK 
























410* (ps); Catalina 4-dr, Vista, $1,- 
400°. 

‘S57 Chieftain 2-dr. Catalina, $760*; 2- 
dr., $675*. 

’56 Chieftain 4-dr., $535*; 4-dr., $350°; 
Star Chief 2-dr, Catalina, $410*. 
55 Star Chief 2-dr. Catalina, $300°*; 
Chieftain 4-dr., $225*, $100*. 

’53 Star Chief 4-dr., $150. 


RAMBLER—’ pA Super (6) Cross Country 
4-dr., $1,100 
'56 Custom (6) ‘~ dr., $385*. 

’55 Super 4-dr., $195. 
STUDEBAKER—’59 Lark (8) 4-dr., $975. 
’57 Champion (6) 2-dr., $450", $310. 
’55 President (8) station wagon 2-dr., 


$235. 
MISOCOELLANEOUS—'59 Ford %-ton pick- 
up, $875. 
’68 Ford %-ton pickup, $600. 
’52 Chevrolet Transporter, $1,000. 
‘51 Ford %-ton pickup, $350. 


CALDWELL, N. J. 


Skyline Auto Auction. Sale every Thurs- 
day. Prices are for sale of Dec. 22, Con- 
signment was on light side and dealers 
were buying units that were needed to 
round out inventory. Enthusiasm should in- 
crease after first of the year. Sold 197 cars 
from 271 consignments. 

BUICK—’59 LeSabre 4-dr. hardtop, $1,- 
680* (ps); 4-dr., $1,400*°; Invicta 4-dr. 
hardtop, $1,600* (ps). 

’58 RM 4-dr. Riviera, $1,420* (ps); Spe- 
cial 4-dr. Riviera, $1,275*; 2-dr. Rivi- 
era, $940* (ps). 

'57 RM 2-dr. Riviera, $985* ; 
(ps); Century 4-dr. 
cial 2-dr, Riviera, 

’56 Century 2-dr. Riviera, $700* (ps). 

'55 Special 2-dr, Riviera, $300*, $160*; 
Super 4-dr., $205* (ps). 

'53 Special 2-dr., $160* (ps); Super 4-dr., 


$100*. 
CADILLAC—’60 (62) 2-dr. hardtop, §$3,- 
510* (ps). 

"59 (62) 4-dr., $3,000* (ps). 

‘58 (62) conv., $1,950* (ps), $1,835* 
(ps); Coupe de Ville, $1,765* (ps). 

'54 (62) 4-dr., $300*. 

CHEVROLET — ’61 Corvair (6) station 
wagon 4-dr., $2,025*. 

"60 Corvette (8) conv., $2,450; Impala 
(8) conv., $1,830*; Bel Air (8) 4-dr., 
$1,505*, $1,470*; Bel Air (6) 2-dr., 
$1,420* (ps); 4-dr., $1,375* (ps); Bis- 
cayne (6) 4-dr., $1,430* (ps). 


(Continued on Page 37, Col, 1) 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


Albany 5, N. Y. 

Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Eve 





LAFAYETTE—Syracuse Auto —— 
Center of Empire State. Check 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 
























... with a balanced 


inventory! 


Overstocked on hardtops? Need late- 
model s? Balance your inven- 
tery at the largest 3-lane auto auc- 
tion in the wor 


Sale every Friday © 10 A.M. 


Guaranteed Titles 
Auction Checks Issued 


MANHEIM AUTO 
AUCTION, INC. 


Route 72 * Manheim, Pa. 
MOhawk 5-2401 











Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S$. Auto Auctions. 
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Used-Car Auction Prices 





(Continued from Page 36) 


*59 Impala (8) sport coupe, 


$1,450* (ps), $1,375* (ps), 


$1,370* (ps); Kingswood (8) 
245, $1,225, $1,200*, $1,105; Bel 
(8) 4-dr., $1,195* (ps), $1,150* 
2 at $1,150, $1,130, $1,100* (ps), 
070%, $1,025*; Bel Air (6) 4-dr., 
185* (ps), $1,180*, $1,175", 
$1,150*, 
$1,100*, 

58 Biscayne 
4-dr., $860°*, 
4-dr., $720. 


$1,070; 2-dr., $985. 
(6) 2-dr., $920", 
$800, $765; Yeoman 


'57 Two-ten (8) 2-dr., $915* (ps), $650*, 
One-fifty 
(8) 


$490°* ; 
Bel 


$450*; 4-dr., $600, 
(8) 4-dr., $830* (ps); 
conv., $770* (ps). 


Air 


’56 Bel Air (8) 4-dr., $775*, $555", $545*; 


One-fifty (6) 2-dr., $225. 


’55 Bel Air (8) conv., $430*; 4-dr., $400, 
station 


$375* (ps), $265; Two-ten (8) 
wagon 4-dr., $415*. 

’54 Bel Air 2-dr., $160*. 

CHRYSLER—’'59 Windsor Town & Country, 

$1,610* (ps). 

'58 NY 4-dr., $1,425* (ps); 
2-dr. hardtop, $1,300* (ps). 

’57 NY 2-dr. hardtop, $1,145* 


DeSOTO—’'56 Firedome 4-dr., $500*; 
flite 2-dr. hardtop, $415*. 

’55 Firedome 4-dr., $210* (ps). 
DODGE—’59 Custom Royal (8) 4-dr., 
250* (ps). 

’58 Coronet (8) 
(ps). 

’57 Custom Royal (8) 4-dr., $960*; Cor- 
onet (8) 4-dr., $750* (ps); 2-dr. hard- 
top, $640* (ps)), $600*. 

’56 Coronet (8) 4-dr., $485* (ps). 


Saratoga 


(ps). 
Fire- 


$1,- 


2-dr, hardtop, $1,065* 


FORD—’60 Custom 300 (6) 4-dr., $935* 
$910°. 
’59 Country Squire (8) 4-dr., $1,355* 


(ps); Country Sedan (8) 4-dr., $1,225, 
$1,220*; Custom 300 (8) 4-dr., $1,215* 


(ps), $950, $925, $900, $780; Fairlane 
500 (8) 4-dr., $1,000*; Fairlane 4-dr., 
$890*. 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
100* (ps); Ranch Wagon (8) 4-dr., 
$785* (ps), $535*; Custom 300 (8) 
4-dr., $575. 


'57 Rarich Wagon (8) 2-dr., $800* (ps); 
4-dr., $430*; Fairlane 500 (8) conv., 
$730* (ps); Custom (8) 2-dr., $495*; 
Custom 300 (8) 4-dr., $455. 

56 Country Squire (8) 4-dr., $525* (ps); 
Fairlane (8) 2-dr. Victoria, $440* (ps); 
4-dr., $275*; Country Sedan (8) 4-dr., 


$340*; Ranch Wagon (8) 2-dr., $220; 
Main (8) 2-dr., $140. 
‘55 Custom (6) 4-dr., $155*; Fairlane 
(8) 2-dr., $135. 
IMPERIAL — ’57 Imperial 2-dr. hardtop, 


$1,225* (ps). 
’56 Imperial 4-dr., $840* (ps). 
LINCOLN—'58 Premiere 4-dr. hardtop, $1,- 
625* (ps). 
’57 Capri 4-dr., $1,160* (ps). 
'56 Capri 4-dr. hardtop, $810* (ps). 


MERCURY—’59 Montclair 4-dr., $1,635* 
(ps). 
’58 Monterey 4-dr., $975*; Montclair 4- 


dr., $725* (ps). 
'57 Montclair 2-dr. hardtop, $990*; Com- 


muter 4-dr., $585* (ps); Monterey 4- 
dr., $300*. 
’55 Montclair conv., $165*. 
OLDSMOBILE — '59 (88) 4-dr., $1,640* 


(ps); (98) 4-dr. Holiday, $1,625* (ps); 
(88) Super, 4-dr., $1,405* (ps). 

‘58 (88) Super 4-dr., $1,345* (ps). 

’57 (88) 4-dr., $915* (ps); (88) 
2-dr. Holiday, $1,020* (ps). 

’55 (88) Super 2-dr. Holiday, $280*; (98) 
2-dr. Holiday, $200* (ps). 

PACKARD—’56 Packard Line 2-dr. hard- 
top, $210* (ps). 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
170* (ps). 

’59 Savoy (8) 4-dr., $1,130* (ps), $845, 
$760; Belvedere (8) 4-dr., $845*, $790; 
2-dr., $750*. 

’58 Plaza (8) 2-dr., $655*; Suburban 
(8) Sport 4-dr., $550* (ps); Belvedere 


Super 


(8) 2-dr. hardtop, $730* (ps); Savoy 
(8) 4-dr., $540*. 

’S7 Belvedere (8) 4-dr., $735*; Savoy 
(8) 2-dr., $480*%; Suburban (8) De- 
luxe 2-dr., $165*. 

PONTIAC—’59 Star Chief 4-dr., $1,730* 
(ps). 

’58 Chieftain 2-dr., $990*, $695; conv., 
$980*, 4-dr., $800* (ps). 

’57 Chieftain 2-dr., $680* (ps), $325*; 
4-dr., $610*. 

56 Chieftain Safari 2-dr., $370* (ps); 
4-dr. Catalina, $350* (ps); 2-dr., 


$280*; Star Chief 2-dr. Catalina, $275*. 

RAMBLER—’60 Rebel (8) 4-dr., $875* 
(ps). 

’58 Ambassador (8) Cross Country 4-dr., 


$1,145°*. 
’57 Custom (6) 4-dr., $905*. 
’56 Custom (6) Cross Country 4-dr., 
$500*, $465°. 
MISCELLANEOUS — '60 Chevrolet %-ton 


pickup, $1,140. 
’57 Chevrolet 1-ton panel, $310. 
’566 Ford %-ton pickup, $570. 


FLINT 


Flint Auto Auction. Sale every Wednes- 


day. Prices are for sale of Dec, 21. Sold 
152 cars from 264 consignments. 
BUICK—’61 LeSabre 2-dr., $2,500*; 4-dr., 


$2,205*. 

’60 LeSabre Estate Wagon 4-dr., $2,600* 
(ps); 4-dr. hardtop, $2,330* (ps); 4-dr., 
$2,260* (ps), $2,115* (ps), $2,075* 
(ps); Electra 4-dr., $2,400* (ps); In- 
victa 4-dr. hardtop, $2,375* (ps). 

’59 Electra 4-dr. hardtop, $1,650* (ps); 
Invicta 4-dr. hardtop, $1,565* (ps); 
4-dr., $1,450* (ps); 2-dr. hardtop, $1,- 
510* (ps); LeSabre 4-dr., $1,515* (ps), 


$1,400* (ps); 4-dr. hardtop, $1,425* 
(ps); 2-dr., $1,235* (ps). 

"58 Super 4-dr., $1,075* (ps); Special 
2-dr., $765. 

’56 Special 2-dr., $530*; conv., $435* 
(ps); 4-dr., $265*; Super 2-dr. Riviera, 
$410* (ps). 


’55 Super 2-dr. Riviera, $230. 


CADILLAC-—'57 (62) Sedan de Ville, $1,- 
440° (ps). 

OHEVROLET—’60 Impala (8) 2-dr. hard- 
top, $2,150* (ps); 2-dr., $1,925* (ps), 


$1,800; conv., $2,000* (ps); 4-dr. hard- 
top, $1,955* (ps); Parkwood (8) 2-dr., 
$1,800, $1,750* (ps); Bel Air (8) 4-dr., 
$1,590* (ps); Biscayne (6) 2-dr., $1,- 
475*; Corvair (500) (6) 4-dr., $1,310*, 


$1,480* 
(ps), $1,380* (ps), $1,300; sport sedan, 
$1,350* 
(ps), $1,275* (ps), $1,250* (ps); conv., 
4-dr., 
$1,450° (ps); Parkwood (6) 4-dr., $1,- 
Air 
(ps), 
$1,- 
$1,- 
$1,155", 
2 at $1,135, $1,115, $1,110*, 















$750; 
(6) 


$1,280*, $1,255, $1,240, $1,210, $1,160, 
$1,100. 

"59 Impala (8) 2-dr., $1,410; conv., $1,- 
400* (ps); 4-dr., $1,300* (ps); Park- 
wood (8) 4-dr., $1,295* (ps); Bel Air 
(8) 2-dr., $1,175*; Biscayne (6) 2-dr., 
$1,000. 

’58 Brookwood (8) 4-dr., $935*; Brook- 
wood (6) 2-dr., $760; Impala (6) 2-dr., 
$915*; Impala (8) conv., $905* (ps); 
Biscayne (8) 4-dr., $855; Biscayne (6) 
2-dr., $800; 4-dr., $675*, $665* (ps); 
Parkwood (6) 4-dr., $785; Delray (6) 
2-dr., $510. 

"57 Two-ten (6) station wagon 4-dr., 
$650; Two-ten (8) 2-dr., $620*; station 
wagon 4-dr., $565* (ps). 

56 Bel Air (8) station wagon 4-dr., 
$530* ; Two-ten (8) station wagon 4-dr., 
$500*. 

’55 Two-ten (8) station wagon 4-dr., 
$230; 2-dr., $225*; 4-dr., $155*. 

’54 Bel Air 2-dr., $245. 

DeSOTO—’59 Firesweep 2-dr. hardtop, $1,- 
125* (ps). 


J. & M. Chevrolet Fire 


BREWTON, Ala. — Fire partially 
destroyed J. & M. Chevrolet Co. 
here. Cars stored in the building 
were saved. R. M. Jernigan, co- 
owner, estimated the damage at 
between $65,000 and $75,000. 


DODGE—’57 Coronet (8) 2-dr., $425. 
'55 Coronet (8) 2-dr/, $200*. 


EDSEL — °59 Corsair (8) 2-dr., 
Ranger (6) 2-dr., $755. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,725* (ps), $2,610* (ps); Galaxie (8) 
conv., $1,735*; Falcon (6) 4-dr., $1,- 
385*; Fairlane (6) 2-dr., $1,320, $1,- 
295* (ps), $1,240; Custom 300 (6) 

$1,300; Custom 300 (8) 4-dr., 


$365* ; 


$1,055*. 
’59 Thunderbird (8) conv., $2,240* (ps); 
Country Sedan (6) 4-dr., $1,325* (ps); 


Galaxie (8) 2-dr. Victoria, $1,250* 
(ps); Fairlane 500 (8) 4-dr., $1,130*; 
4-dr. Victoria, $1,125* (ps); Fairlane 


(8) 2-dr., $910* (ps); Custom 300 (8) 
4-dr., $1,055, 2-dr., $830. 

‘58 Fairlane 500 (8) 4-dr., $775* (ps); 
Fairlane (8) 4-dr., $615*; Ranch Wag- 


on (8) 2-dr., $690*; Custom 300 (8) 
2-dr., $580, $500. 

‘57 Fairlane 500 (8) conv., §655* (ps), 
$575*; Custom 300 (8) 2-dr., $505*; 
Custom 300 (6) 2-dr., $465; Custom 
(6) 2-dr., $435; 4-dr., $420; Country 
Sedan (8) 4-dr., $505*. 


’56 Country Sedan (8) 4-dr., $425*; Cus- 
tom (8) 2-dr., $200*. 
’55 Custom (8) 4-dr., $200*. 
"54 Custom (8) 4-dr., $200* 
$195. 
MERCURY—’ 57 Monterey 4-dr., $650* (ps), 
$250* (ps); 2-dr., $435. 

'56 Custom 2-dr., $185*. 
OLDSMOBILE—’60 (88) Super 4-dr., $2,- 
212* (ps); (88) 2-dr., $2,000* (ps). 

"59 (88) 2-dr., $1,400* (ps). 
’57 (88) Super 4-dr. Holiday, $765; (88) 
2-dr. Holiday, $460*; (98) 4-dr., $755* 


(ps); 2-dr., 


(ps). 
’55 (98) 4-dr. Holiday, $160* (ps); (88) 
2-dr., $150*. 


PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 


top, $960*. 
’58 Plaza (6) 4-dr., $525. 
’57 Belvedere (8) 2-dr., $345*. 








Model Breakdown 
Of Auction Averages 











Jan., 1961 Dec., Nov., 
Model To Date 1960 1960 
1961............ $2,632 $2,815 $2,329 
1960............ 1,933 1,961 2,021 
1969............ 1,367 1,423 1,519 
1958............ 899 983 1,016 
652 676 703 
453 AGA 480 
355 349 357 
275 242 228 
Overall —— —— 
Average $1,071 $1,114 $1,082 
"56 Savoy (6) 4-dr., $130. 
PONTIAC—’60 Vista 4-dr., $2,135* (ps); 
Star Chief 4-dr., $2,130* (ps); Cat- 
alina 2-dr, Vista, $2,110* (ps). 


*59 Catalina 4-dr., $1,700* (ps), $1,300*, 
$1,200* (ps). 
'57 Star Chief conv., $655*. 
"55 Chieftain 2-dr., $175*; 
2-dr. Catalina, $120* (ps). 
RAMBLER—’60 Super (6) 4-dr., $1,145*. 
"59 Custom (8) 4-dr., $1,350*; Custom 
(6) Cross Country 4-dr., $1,210; Super 
(6) 4-dr., $1,100, $1,005, 
MISCELLANEOUS—’58 Chevrolet (6) pick- 
up, $785. 


Star Chief 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Dec. 22. 
Sold 176 cars from 384 consignments. 
BUICK—’60 Electra 225 4-dr. hardtop, $2,- 
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575° (ps). 
’59 Blectra 2-dr. hardtop, $1,690* (ps); 
4-dr. hardtop, $1,595* (ps), $1,580* 
(ps) 


"58 Super 4-dr. Riviera, $980* (ps); 2-dr. 
Riviera, $790* (ps). 

"57 Special 2-dr. Riviera, $640*. 

’56 Super 4-dr. Riviera, $400* (ps). 

CADILLAC—’61 de Ville 2-dr. hardtop, $5,- 
550* (ps); (62) 2-dr. hardtop, $4,640° 
(ps). 

*60 (62) 2-dr. hardtop, $3,870* (ps). 

’59 (60) Special 4-dr., $3,250*° (ps); de 
Ville 4-dr. hardtop, $3,050* (ps); 2-dr. 
hardtop, $2,975* (ps), $2,960* (ps); 
(62) 2-dr. hardtop, $2,945* (ps); 4-dr., 
$2,700* (ps). 

"58 (62) 4-dr., $1,800* (ps), $1,790* 
(ps); Eldorado conv., $1,675* (ps). 

"57 (62) 2-dr, hardtop, $1,300* (ps). 

"56 (62) 2-dr. hardtop, $675* (ps). 

'55 (62) 2-dr. hardtop, $320* (ps). 

CHEVROLET—’60 Impala (8) sport coupe, 
$2,025*, $1,800* (ps); Corvair (6) 4-dr., 
$1,300. 

’59 Impala (8) sport sedan, $1,475* (ps); 
conv., $1,290; Bel Air (8) sport sedan, 
$1,200* (ps), $1,145*, $950* (ps); 4- 
dr,, $1,065*; Biscayne (6) 2-dr., $900. 

‘58 Impala (8) sport coupe, $1,135*; 
Brookwood (6) 4-dr., $1,105; Bel Air 
(8) sport sedan, $1,085*, $925*; 4-dr., 


$980*; Bel Air (6) 4-dr., $700*; Bis- 
cayne (6) 4-dr., $955*, $790*; 2-dr.,° 
$795*, $650*. 


’57 Bel Air (8) sport sedan, $940* (ps), 
$905*, $875*; conv., $820*; Bel Air (6) 
sport coupe, $760*. 

’56 Bel Air (8) sport coupe, $690*; Two- 
ten (8) 4-dr., $410* (ps); 2-dr., $405*. 

‘55 Bel Air (8) sport coupe, $440*. 

CHRYSLER—'60 NY 4-dr. hardtop, $2,100* 
(ps). 
"57 NY 4-dr. hardtop, $820* (ps). 
*56 Windsor 2-dr. hardtop, $640* (ps). 


(Continued on Page 39, Col, 1) 
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stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 


Current Prices on U. S. Cars 


$2,536; 4-dr, hardtop, $2,662; 2-dr, hard-| sed., $2,835; 4-dr. hardtop, $3,034; 2-dr.| stat. wag., $2,080; 4-dr, 2-seat stat. wag., | 
i 










The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional eauipment. 

(Copyright, 1961, by Automotive News) 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 
2-seat stat. wag., $2,816. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 

CADILLAC—Series 62 —4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr, hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 









































8-pass. sed., $9,533; limousine, $9,748. ’ ; 4-dr, ’ ; 2-dr, 
(Hydra-Matic, power steering, power| top, $2,597; starliner 2-dr, hardtop, $2,-| hardtop, $2,956; conv., $3,284; 4-dr. 2-seat| $2,129. Super—4-dr. sed., $1,979; 2-dr. 
brakes standard on all models.) 597; conv., $2,267. et yea ouatl. ten $3,363; — sa 45176 we sed., $1,930; 2-dr, 2-seat stat, wag., $2,- 
JHE * 2-seat Ranch agon, $2,586; 4-dr, 2-sea ’ . Super 88—4-dr. sed., ’ ; 4-dr.| 165; 4-dr. 2-seat stat. wag., $2,214. Ous- 
a SLOT cee Ehonne ean 2 cr; | Ranch Wagon, $2,656; 4-dr, 2-seat Country| hardtop, $3,402; 2-dr, hardtop, $3,325; | tom—4-dr. sed., $2,109; 2-dr. sed., $2,060; | 
stat. wag., $2,266. Series 700—4-dr, sed.,| Sedan, $2,752; 4-dr, 2-seat Country Sedan, | conv., $3,592; Starfire conv., $4,647; 4-dr.| conv., $2,369; 2-dr, 2-seat stat, wag., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat, | $2,856; 4-dr. 2-seat Country Squire, $2,-|2-seat stat. wagon., $3,665; 4-dr. 3-seat| $2,295; 4-dr. 2-seat stat, wag., $2,344. 
wag., $2,331. Monza 900 — Sport coupe, | 941; 4-dr, 3-seat Country Squire, $3,011. stat. wag., $3,773. Series 98—4-dr. sed., Olassic—Deluxe Six—4-dr. sed., $2,098; 
$2,201. Greenbrier—Sport Wagon, $2,651. Thunderbird (V-8 std.)—2-dr. hardtop, | $3,887; 4-dr. hardtop (sloping roof). $4,021; | 4-dr. 2-seat stat. wag., $2,437. Super Six— 
(The following prices are for six-cylin-| $4,170; convy., $4,637. (Cruise-O-Matic | 4-4- user at roof), $4,159; ee 4-dr, sed., $2,268; 4-dr, 2-seat stat, wag., 
der models, For V-8s, add $107.) Biseayne| transmission, power steering, power brakes | t°P, 54, Shenton eee So on $2,572; 5-dr, 3-seat stat. wag., $2,697. 
—4-dr. sed., $2,316; 2-dr. sed., $2,262;| standard on both models.) oe an 4 coedidin de —s standard On| Gustom Six—4-dr. sed., $2,413; 4-dr, 2- 
utility. sed., | $2,175.’ Bel Air—4-dr, sed., ¥ .| all Series 98 models and on Super 88 Star-/ seat stat. wag., $2,717; 5-dr, 3-seat stat. 
IMPERIAL—Custom—4-dr. hardtop, $5,-| fire conv.) 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 109; 2-dr. hardtop, $4 922.50, Crown—4-dr. ts wag., $2,842. Super V-8—4-dr. sed., $2,- 
$2,554; 2-dr. hardtop, $2,489. Impala—4- hardtop $5,647; ’ o-dr. hardtop $5,403; PLYMOUTH — Valiant — V-100 — 4-dr.| 397; 4-dr. 2-seat stat. wag., $2,701; 5-dr. 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr.| cony., $5,773.50. LeBaron—4-dr, hardtop, | 5¢4., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat| 3-seat stat. wag., $2,826. Custom V-8— 
hardtop, $2,662; 2-dr. hardtop, $2,597;| $6496. (TorqueFlite, power steering, power | Stat. wag., $2,327. V-200—4-dr. sed., $2,-|4-dr. sed., $2,512; 4-dr. 2-seat stat. wag., 
conv., $2,847. Station Wagons—4-dr. 2-seat| prakes standard on ‘all models. ) 110; 2-dr. hardtop, $2,137; 4-dr. 2-seat| $2,816; 5-dr. 3-seat stat, wag., $2,941, 
Brookwood, $2,653; 4-dr. 3-seat Brook- ' stat. wag., $2,423 Ambassador—Super V-8—4-dr, sed., $2,- 
wood, $2,756; 4-dr. 2-seat Parkwood, §2,-| LINCOLN CONTINENTAL—4-dr. | sed., (The following prices are for six-cylinder | 537; 4-dr. 2-seat stat, wag., $2,841; 5-dr. 
; . . 4 ; 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. | $6,067; 4-dr. conv., $6,713. (Automatic) ii. Por V-8s, add $119.) Savoy—4-dr, | 3-seat stat. wag., $2,966. Custom V-8— 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, | transmission, power steering, power brakes,| _ 1" ¢> 315. oar’ sed., $2,260. Belvedere—| 4-dr, sed., $2,682; 4-dr. 2-seat stat. wag., 
$2,992, Corvette—Conv. (V-8 std.), $3,934. | Padlo, heater standard on both models.) | {71° fiir” go 439; 2-dt. sed., $2,389; 2-dr, | $2,986; 5-dr, 3-seat stat, wag., $3,111. 
CHRYSLER—Newport—4-dr. sed., $2,-| _MERCURY—(Meteor 600 and Meteor 800) hardtop, $2,461. Fury—4-dr. sed., $2,575;| STUDEBAKER—Lark Deluxe Six—4-dr. 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop,| Prices are for six-cylinder models, For! 4-ar, hardtop, $2,656; 2-dr. hardtop, $2,-| 8ed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
$3,025; conv., $3,442; 4-dr, 2-seat stat. | V-8s, add $116.) Meteor 600—4-dr. sed.,| 599. Station Wagons—2-dr. 2-seat Deluxe, | stat. wag., $2,290; 4-dr. 2-seat stat. wag., 
wag., $3,541; 4-dr, 3-seat stat, wag., $3,-| $2,471; 2-dr. sed., $2,417. Meteor 800 —| s> 602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. | $2,370. Lark Regal Six—4-dr. sed., $2,155; 
622. Windsor — 4-dr. sed., $3,218; 4-dr.| 4-4r. sed., $2,649; 2-dr. sed., $2,595; 4-dr.| >. seat Custom, $2,761. Plymouth V-8—|2-dr. hardtop, $2,243; conv., $2,554; 4-dr. 
hardtop, $3,367; 2-dr, hardtop, $3,303. New| hardtop, $2,721; 2-dr, hardtop, $2,656.| (on the following models, a V-8 engine| 2-seat stat. wag., $2,520. Lark Deluxe V-8 
Yorker—4-dr, sed., $4,123; 4-dr, hardtop,| Monterey V-8— 4-dr. sed., $2,869; 4-dr./ is standard and a six-cylinder engine is|—4-dr. sed., $2,140; 2-dr. sed., $2,070; 
$4,261; 2-dr, hardtop, $4,175; conv., $4,-| hardtop, $2,941; 2-dr, hardtop, $2,876;| not available). Fury V-8—Conv., $2,967,| 2-dr. 2-seat stat. wag., $2,425; 4-dr. 2-seat 
592; 4-dr, 2-seat stat. wag., $4,764; 4-dr.| CONV., $3,126, Station Wagons—Commuter| station Wagon V-8—4-dr. 3-seat Custom, | stat. wag., $2,505. Lark Regal V-8—4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr.| Six 4-dr, 2-seat, $2,806; Commuter V-8/ $7,990; 4-dr. 2-seat Sport, $3,024; 4-dr.|sed., $2,290; 2-dr, hardtop, $2,378; conv., 
hardtop, $5,411; conv., $5,841. (Torque- 655. 


4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. | 3.ceat ‘sport, $3,134. $2,689; 4-dr, 2-seat stat. wag., $2,655. 
Flite, power steering, power brakes stand- Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
ard on New Yorker and 300-G.) 


2-seat, $3,118. 
OLDSMOBILE — F-85 — Standard 4-dr.| _ PONTIAC—Tempest—4-dr. sed., $2,167;| y.g sport coupe, $2,650. 
COMET—4-dr, sed., $2,053; 2-dr, sed., 4-dr. 2-seat stat. wag., $2,438. WILLYS—Jeep—2-dr. 2-seat stat. wag. 
$1,998; 2-dr, 2-seat stat. wag., $2,310; 4- 


sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat, wag., $2,681; Catalina—4-dr. sed., $2,702; 2-dr, sed.,| (4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
dr, 2-seat stat, wag., $2,353, 
DeSOTO—4-dr. hardtop, $3,167; 2-dr. 


deluxe 4-dr, 2-seat stat. wag., $2,816. $2,631; 4-dr. hardtop, $2,842; 2-dr. hard-| (6-cyl.), $2,343.57. (Both are two-wheel- 
Dynamic 88—4-dr. sed., $2,900; 2-dr.' top, $2,766; conv., $3,078; 4-dr. 2-seat! drive models.) 
hardtop, $3,102. 
DODGE—Lancer—Series 170—4-dr. sed., 


$2,000; de, ud. $2,007; ar, Dna tat New Commercial-Car Registrations, 
16 States for November, 1960-1959 




























154; 2-dr. hardtop, $2,181; 4-dr. 2-seat 
stat. wag., $2,466. 

Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. Pioneer—4-dr. sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 


Truck registrations by states are 
















































































$2,488; 4-dr, 2-seat stat. wag., $2,787; eS ee Stude- 
4-dr, 3-seat stat. wag., $2,892, Phoenix— k representatives in mond 
4-dr. sed., $2,595; 4-dr. hardtop, $2,677; te Wiltys | Mise. | TAL 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. ' 3 States —— "60) 3 515 1 | 282; «157 a 4 t9l 3| es 49| 1526 
Polara V-8 — 4-dr. sed., $2,966; 4-dr. To Date for November "59| 436 14 143 506| 91 290 9 17 136 46 16% 
hardtop, $3,110; 2-dr. hardtop, $3,032;/ Alaska 60 12 6 17 3 | 7 45 
sass i ae ae re an 59 10 2) 7 4 2 1 2| ! 27 
. ; 4-dr. 3-seat stat. wag., ,409. rome : ; ———— eS | 
FORD—Faleon—4-dr. sed., $1,974; 2-dr. | District of Columbia ‘591 Le a, os ow oS 7 we ee 
Goodwill E sed., $1,912; 2-dr, 2-seat stat, wag., $2,-| —— 
oodcw nvoy— 225; 4-dr, 2-seat stat, wag., $2,268. Idaho *60) 163 32 | 61 83 2 5 3 31) 12 485 
Petri Setori, 4 h .- Pasiiel (The following prices are for six-cylinder *59| 128 ! 47 125 48 80) I 5 3 46| 24| —«508 
etrina Satori, 4, daughter of Pasadena) jodels, For V-8s, add $116.) Fatriane—| Maryland 60) | 231 4 57| 162 79| 130 8 4 36 37 56| 806 
(Calif.) auto dealer Peter Satori, official] 4-dr. sed., $2,315; 2-dr. sed., $2,261, Fair- '59/ 10 173) 2 4 228 37 171} 16 2 18 53 55 809 
Goodwill E f the Los Angeles Auto| lane 500—4-dr, sed., $2,430; 2-dr, sed., $2 ! yes > 
will Envoy of the Los Angeles Auto “GF, BO0., 92,400) SUF. S00., 94>"! North Carolina 60) | 629) 2 120; 451 156 172| 10 19 21/ % 52| 1668 
Show, with her mother, is received outside | 276. Galaxte—4-dr. sed., $2,590; 2-dr. sed., z ‘59 | 397) | sev] tos} 200] 4 5| 26 ~~—s38}—83|—«1889 
the Earl's Court Motor Show, London, by North Dakota a | H " s zi * ; . 3 ms 
J. E. Scott, Rolls-Royce sales director. j 
; y 4 Rambler Hauler Leases Pennsylvania 60) it 728) 6; 187) 475| 229) +376, ~-67|~«37|~S«9|~SCi | SSC) Od 
Petrina presented a parchment scroll from * ee : . '59| 16} 637| + ~—«16)~—«253} = 838} ~—s219) 645] 86 19} 57) ~—«273|~=—«49),—=«(3208 
Los Angeles Motor Car Dealers Assn. to N. ¥. Distribution Site Rhode Island _ 601 77 9 29) 3 31 9 i| 8 B 153 
head of the Society of Motor Manufacturers} ALBANY.—A seven-acre tract at eta '59| ban | 5 58} 23 32 15 8 4 30} 208 
and Traders, Ltd. the Colonie shops of the Delaware | South Carolina ‘60 271 2 32 193 68 72 7 3 16| 10 30) 704 
4 & Hudson Railroad will become 59 286 46 334 64 95 25 7 12 16 45| 930 
the major distribution int for| Uteh 60) 138| ! 4 103 54 69 2 5 3} ily 2I 
11 Dealer Groups Maidhe utes ia Clee teow '59| | isl 5} tts] tS] tes 
Vermont "60) 1 55 1 e 26| 16 14 | 1 2) 31 28 183 
In North Carolina York and New England. ‘59 | % 1 ee 17} 36 3 i} 20]. 2] 
J. P. Hiltz jr. D & H vice-presi-| Virginia 60) | 486, | 137 291 108 198 10 10 25 Ht 5i| 1427 
‘ Ch O MN dent, said the land was leased to 59] 307 3 83| 2448 80 185 27 9 12] __—57] 71} 3282 
oose cers Kenosha Auto Transport Corp. The! West Virginia a | 2 3| 2) 106 a % 3 é| é ie 2/8 
Sa SOUT Doss AR Gy TINA I iii ei ; Pe er) ve 
RALEIGH, N. C. — Officers have! + oi ont cars Rerains 0nd plant in Ken-| _ |¢ States Reported to Date °60 16) 3645[—«*18)~—=«746)~—«2305) ~—«(1063|—«1687|—~—=«46) ~—=«145|~—=«dté7)—«738) —<Si2) ities 
. been elected by 11 dealer associa- osha, Wis., by the Chic & North For November '59 27| 2816) 44| ml 5693 833! 2048 260 69; 268 736 578| 14190 
tions in North Carolina. They are: ” 7 ago ~| Year "60/ 933| 269948 244881| 71231| 96065, 9584 4866| 12681! 25786| 38547| 813959 
y western, Erie-Lackawanna and the! fo Date '59| 1004) 277174 se 46081 250188} 61365) 91079) 11738 al je 13232| 24521| 35586) 819900 


Asheville Automobile Dealers Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


Assn.: Fred Tron, president; Ernest 
Ogle, vice-president, and J. L. Can- 
non, secretary-treasurer. 

Durham Area Automotive Assn.: 
A Coolidge Elkins, president; Fred 
i Guthrie, vice-president, and Alvitt 

Loftis, secretary-treasurer. 
Hendersonville Automobile Deal- 


D & H railroads, Hiltz said. 


New Passenger-Car Registrations, 20 States for November, 1960-1959 


tions as com- 


piled by R. L. 
Polk & Co. 



















































































ers Assn.: T. Lee Osborne jr., presi- 
Alaska ‘0; 22 | 7 " % 31 8 20 59! 5 12 59 13 98 5 62| 342 
dent, and C. R. Rouse, secretary-|*° 59} zl 6| i ‘t Hl 43 3| 2| { 2 56| 13 ‘| 56 Sua 2 iD 80| 295 
i treasurer. Arkansas 60} ‘152 24 H 0) 174 Ry 1052 Bodh ‘| 8 ee] i251| 163/68) 1136 238/186! 43 146| 3831 
Raleigh Automobile Dealers Assn.: '59| 132 24 9 4 | 109 156} 312) «918 12 HW 7% 1017|___*120|_ = -20)_—653 160] 3 27|__—219|_—«22820 
Bill Laursen, president; John Am-| Colorado. ‘60/373 | 91| 19! 5 208 | | ~~ 609|- 1377) ee 13) ——«*162| aa 1728; = 271 120; 1554 290! — 2542| 84| = 283| «5619 
i. Sean, viewteemaans 408 Bawerd!.. at a ae) t 196 — 0s 
{ di elaware , 19 
Dean, secretary-treasurer. _ 59} 62 19 ‘| 3| 71 aa 292 Be aed 3| bi A Pa fo | 343| 59 21|___-1% re 396| 36} =I ——*11% 
Roanoke-Chowan Automobile! soca. a 5 1 | Ti 487 4\*97|_—«636)—~=S72|~—~S| SS 97|—~—«49|—~124| 908) 29! 19/2289 
i Dealers Assn.: R. G. Cooke, presi- 59| 80) 33 5| +1 $81 122 231 359 Eom od 39} 415 49 42 226 80| 478) 265| 1523 
{ dent; L. M. Brinkley, vice-president, | jjah5 "60| +130 29 4 2| 3 60; -193| +276) | 7| 51 67; 401) —SO*7 37, «3% 123) 733) 32 93| 1582 
and Hoke Robinson, secretary- ‘59 126 21 7 7 87 73| 195} ~—_—-355} 7 1} 73| | 446} ss 29| 305 ‘ 138| 680) 56 139| 1642 
i treasurer. lowa 60; 448) CT) 14 14 i a 985| 1830 | | 221; 214, «2274, «478 128| 2040 389; 3502 129| «175! ~—«7513 
; Sampson County Automobile Deal- ‘59 377} 61) 10 27| _—-263|_—355|_——76|__—«$765 28 26 231 ag 270! _—s65|_—*1028 282} 1934 101] 265| 5443 
ers Assn.: Ellis Williamson, presi-| Merv'end 72 wa ge tem ow oT oS Se ar 330/113] 1203) S| snl Wel el Be 
i dent; Thomas J. Vann, vice-presi-| (oc 0, 239,~=*«<C“ SC‘ | 233 le 5) te) 239/63) —-1131 250| 1962 ‘al rm 4298 
ree Billy Reynolds, secretary- '59| «197! 4 16 101 15 cA | 1189 is| Hi 121 4 iM an 47| 664 160) 1125 78} 320) 3441 
i . New Hampshire ‘60| 216! 25 6 6 139 129, 305/594 9 8i 89) 773; ~*‘112 39) 629) 126; 1037 80 
i Smithfield Automobile Dealers ‘59; __‘193] 13 ‘| 6 109 132} 264) 445 i2| 1 64 528 49! 32| 438 104} 691 3 333) 20% 
} Assn.: C. D. Little, president; C. C.| North Carolina "60| 427| 130 18 19 430 oa 1161; 3120 18} 225 ie 3713 540| 190| 2532 510 lo; 4382 Ci: 442| ‘10269 
f Pippin, vice-president, and N. P. NoHKDat a a i 23 . a ~ 952} 2110 46 = 248 - oe 405 104) 1314) = 395] 447] (2665 913| 7558 
Hl le orth Dakot ‘ 9 pe 27 532 143 
| en a is Ee ea ee ee | fol 71 3a2|__ ‘9a 993] 28 } 3 ta 
|| Dealers Asm. Brooks Spence, prox [== A S| is Ot ag 
H ent; M. C. Morgan, vice-president, | S334) Carolina 60) ‘184 4| a] S| 105| 272 si6| 1422 | 2 rT 202 1707) 229 68; ii4i) 159) 230) 1e27) 28) 172) 4494 
and C. B. Crook, secretary-treas- 59; 19 48 8 23) = «191 238 508} 1005 15 30 115 1165} 21 49 72% 186], 232] ~—*1404 93 603} 3964 
urer, Utah *60| «108 29) 5 7 66 99-206, 469} | 52 7 618] 63 41; 383,~—S—«SSs«*dA)~—=StO0)~SS*a S37) 
High Point Automobile Dealers a of Ba] el tl] |S |__93| NB] 80 33} 71 |__—1823 
Assn.: Grover L. Seamon, president; ermont ‘60 62 21 2 2 42 62 129) 257 2 22 49 330 51 12 252/ 4l 4| 397 28 104! [ 
Gurney M. Suites, vice-president, | oi, i is a ! sii via 1a iT 4 E a ate aa i 307) soil sa ba eed ical 7 vam 
ao George Wells, secretary-treas- |" ‘59/418 %| 22 | 363] dor tase 2143| | | eee A 2624] 229| +—*1426| +8345 
. West Virginia 60) 213| 62 155 512) 760 7 74 102) «943)—~=S«a25 66; 853} 260; += 200) ~—«sn 5 . a 
Scotland County Franchised Deal- '59} 182) 34\ 165 178 434) 740 14| 13 87 Bs4| rd 33} 483 170 144 90 ea 186 ns 
ers Assn.: A, R. Burgess, president; | Wisconsin 60) 1399, 149 3 36) 661, +594) ‘1471; 2969 19] 37) 309] 3700; «952 ~=S=«265| 3370; + +955) + +~«905| +~«6447| ~~«I91| ~—«60| 13768 
John F. McNair III, vice-president, aw 59 ne % 25 51 503 524| 1199] 2763 42 30! 3155} 590 147| ‘1734 652| Hal 3839 256 583| 10408 
and Cc. P. Cou henour secreta le yoming 60) él 13 5 2| 38 ol 223! H| 31 35 294 82 33) 274 “4 7; 1091 
ees s oe oo tL etl |_| 33) | 3 i ail Stoel) Salat 
1 20 States "60! 5761{ 1248 236; 201) 4367) 5520 riesei 22687 a ial E aa neal Stas a 73021| -5161/ 5057| 39832) 1253) +~—~5140 716 
For November ‘59| 5054) 842 249| 422| 3210) 4491} 9214) 18878} 322 21855} 3102 12833} __3471|_—_3844|_ 24258} -1767|__7933|_ 7 be 1 


Winston-Salem Automobile Deal- 


ers Assn. Bob Neill, president; J.| —y,a; "60| 364810) 65846) 13351| 20944] 313372 1198668 ried 15 | 126985 | 1468797| 215993| 122 iihess 440024 
C. Parker, vice-president, and Ed! To Date '59| Soest | 54269| 15102) 38140} 130657 sean Syanes| l2xenes| s7ies| doves] 132400 132420 inee| aa $i5e02| 122060 \a6eas al Serer eared i ee] ea 29848 52511 i 
Owens, secretary-treasurer, piled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or without Polk permission. “4 
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Used-Car Auction Prices 





(Continued from Page 37) 


’55 Windsor 2-dr. hardtop, $365*. 
pesOTO — ’'58 Firesweep station wagon, 
$940* (ps). 
'56 Fireflite 2-dr, hardtop, $435* 
Firedome 4-dr., $300*. 


DODGE—’59 Royal (8) 4-dr., $1,085*. 
’57 Coronet (8) 4-dr. hardtop, $440* (ps). 
56 Royal (8) 4-dr., $380* (ps). 
FORD—’'60 Thunderbird (8) 2-dr. hardtop, 
$2,675* (ps); Fairlane 500 (8) 2-dr., 
$1,475*; Falcon (6) 2-dr., $1,325*, $1,- 
290°. 
’59 Thunderbird (8) 2-dr. hardtop, $2,- 
190* (ps); Galaxie (8) 2-dr. Victoria, 


(ps); 


(ps), $1,450* (ps); LeSabre 2-dr. hard- 
top, $1,340* (ps), 

’57 Super 4-dr. Riviera, $790* (ps). 

'56 Super 4-dr. Riviera, $375*. 

"55 Century 2-dr. Riviera, $360*, $3257; 


Super 2-dr. Riviera, $280* (ps), $260. 
’53 Special 2-dr., $115*. 
CADILLAC—’60 Eldorado conv., $4,150* 


(ps); (62) 4-dr. hardtop, $3,810* (ps); 
2-dr, hardtop, $3,700* (ps); deVille 
2-dr. hardtop, $3,775* (ps). 

’59 (62) 2-dr. hardtop, $2,850* (ps). 

"52 (62) 4-dr., $220* (ps). 

"51 (62) 4-dr., $150*. 


$1,375* (ps); 4-dr., $1,375*; Fairlane} CHEVROLET—’'61 Impala (8) sport sedan, 


500 (6) 2-dr. Victoria, $900. 

’58 Thunerdbird (8) 2-dr. hardtop, $1,- 
745* (ps); Country Sedan (8) 4-dr., 
$850*, $785*; Fairlane (8) 4-dr., $720*; 


2-dr., $590*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $550* 
(ps); Fairlane (8) 2-dr. Victoria, 
$540*; 4-dr., $475*; Custom 300 (8) 
4-dr., $445*. 

56 Fairlane (8) 2-dr. Victoria, $460* 
(ps), $225*; 2-dr., $340*. 

’55 Thunderbird ¢8) conv., $955* (ps). 

LINCOLN—’60 Continental 4-dr. hardtop, 
$3,700* (ps). 

’58 Continental Mark III 4-dr., $1,650* 
(ps). 

’54 Capri 2-dr. hardtop, $225* (ps). 

MERCURY — ’59 Monterey 2-dr. hardtop, 


$1,200*, $980* (ps). 
’58 Commuter 4-dr., $840* (ps). 
’57 Turnpike Cruiser 4-dr, hardtop, $790* 
(ps); Monterey 4-dr. hardtop, $560*. 
’56 Monterey 4-dr., $320* (ps). 





OLDSMOBILE "60 (98) 4-dr. Holiday, 
$2,400* (ps); (88) 2-dr. Scenic, $2,235* 
(ps). 

’59 (98) conv., $1,825* (ps); (88) Super 
2-dr. Scenic, $1,740* (ps); (88) 4-dr. 
Holiday, $1,625* (ps); conv., $1,620* 
(ps). 

’58 (88) Super 4-dr., $1,265* (ps). 

’57 (98) 4-dr. Holiday, $880* (ps); (88) 
4-dr., $440*. 


’56 (98) conv., $380* (ps). 
’55 (88) Super 2-dr. Holiday, $445* (ps). 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,300*; Belvedere (6) 4-dr., $940*; 
Savoy (6) 4-dr., $785. 

’58 Suburban (8) 4-dr., 

'57 Belvedere (6) 4-dr., $360*. 

'55 Suburban (6) 2-dr., $285*. 

PONTIAC—’60 Bonneville sport coupe, $2,- 
350* (ps). 

’59 Bonneville sport coupe, $1,900* 
$1,800* (ps); conv., $1,875* (ps). 

’58 Star Chief 4-dr. Catalina, $910* (ps); 
Chieftain conv., $880* (ps). 

’57 Star Chief 4-dr., $325*. 

’56 Star Chief 2-dr, Catalina, $500* (ps); 
Chieftain 2-dr. Catalina, $335* (ps). 
RAMBLER—’60 Super (8) station wagon, 

$1,550". 

’59 Custom (8) Cross Country, $1,220*, 
$1,195*; American (6) station wagon, 
$950. 

STU DEBAKER—’59 Lark (6) 2-dr., $675*. 
VALIANT—’60 Valiant station wagon, $1,- 
465*; 4-dr., $1,410. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Dec, 20. 
BUICK—’56 Special 2-dr. Riviera, 

(ps); 4-dr. Riviera, $455. 
CADILLAC—’60 deVille 4-dr. hardtop, $3,- 
250* (ps). 

"59 (62) 4-dr., 

58 (62) 4-dr. hardtop, 

4-dr., $1,750* (ps). 

’57 (62) 2-dr. hardtop, $1,220* (ps). 

'56 (62) 2-dr. hardtop, $900* (ps). 

’55 (62) 4-dr., $525* (ps). 
CHEVROLET—’60 Impala (8) 

top, $2,185* (ps). 


$885* (ps). 


(ps), 


$610* 


$2,535* (ps). 


$2,000* (ps); 


4-dr. hard- 


59 Impala (8) 4-dr. hardtop, $1,485* 
(ps); Bel Air (8) 4-dr., $1,260* (ps), 
$1,245* (ps); Brookwood (8) 4-dr., 
£1,250* (ps), $1,125*; Brookwood (6) 
2-dr., $990. 

’58 Bel Air (8) 4-dr. hardtop, $1,050* 
(ps). 

'57 Two-ten (8) station wagon 4-dr., 
$940*; Two-ten (6) 2-dr., $425; Bel 
Air (8) 4-dr., $895*, $490; 2-dr. hard- 
top, $775*. 


’55 Bel Air (8) 4-dr., $355; 2-dr., $265. 
’53 Bel Air 2-dr., $215. 


DeSOTO—’60 Adventurer 4-dr., $2,125* 
(ps). 

'55 Firedome 2-dr. hardtop, $350* (ps). 

DODGE—’59 Coronet (8) conv., $1,885* 


(ps). 
’64 Coronet 4-dr., $155". 
EDSEL—’59 Corsair (8) conv., $750* (ps). 
FORD—’61 Fairlane 500 (8) 4-dr., $2,225*. 
’59 Thunderbird (8) conv., $2,500* (ps); 
Country Sedan (8) 4-dr., $1,410*, $1,- 


200*; Fairlane 500 (8) 2-dr., $1;/265*; 
4-dr., $1,210*; Custom 300 (6) 2-dr., 
$925*. 


’58 Country Sedan (8) 4-dr., $855* (ps); 
Custom (8) 2-dr., $540, 


’57 Fairlane 500 (8) 4-dr., $715* (ps); 
Custom (8) 2-dr., $500, 
'56 Custom (6) 2-dr., $300. 
’54 Custom (8) 2-dr., $275. 
MERCURY — ’58 Monterey 4-dr., $910* 


(ps); Commuter 4-dr. (9 pass.), $815* 
(ps). 
"57 Monterey 4-dr., 


$650* (ps). 


’56 Custom station wagon 4-dr., $460*; 
Medalist 4-dr., $445* (ps). 
OLDSMOBILE—’'59 (88) Super 4-dr., $2,- 
025* (ps); (88) 4-dr., $1,375* (ps). 
'55 (88) 4-dr., $325 *(ps). 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
000* (ps); Belvedere (6) 2-dr. hard- 
top, $790. 


’58 Savoy (6) 4-dr., $675; 2-dr., $405. 
’57 Savoy (6) 2-dr., $460*, 
PONTIAC—’60 Catalina 4-dr, 
600* (ps). 
59 Star Chief 4-dr. Vista, $1,600* 
Catalina conv., $1,575* (ps). 

’57 Chieftain 4-dr., $675* (ps). 

'56 Chieftain 4-dr. Catalina, $515* (ps). 
STUDEBAKER—’58 Scotsman 4-dr., $400. 
MISCELLANEOUS—’60 pickup truck, §$1,- 

065. 
’56 Carryall, $400. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday. Prices are for sale of 
Dec. 21. Snow and rainy weather. Early 
model cars remain firm, Later models took 
dip due to the weather. Sold 70 percent 
of 290 consignments. 

BUICK—’59 Electra 4-dr. hardtop, $1,725* 


$2,- 
(Ps) ; 


Vista, 


$2,320* (ps). 

’60 Impala (8) conv., $1,850*; 
(6) 4-dr., $1,450*, $1,150. 

'59 Bel Air (8) 2-dr., $1,550*, $1,150*; 
4-dr., $1,230, $1,180, $1,160, $1,130* 
(ps), $1,125*, $890*; Bel Air (6) 4- 
dr., $1,260*, $1,230*, $1,115, $1,090*; 
2-dr., $1,120*, $1,030*, $1,010, $950*; 
Impala (8) sport sedan, $1,525* (ps), 
$1,500* (ps); sport coupe, $1,490*; 
conv., $1,175; Brookwood (6) 4-dr., 
$1,175*; Brookwood (8) 4-dr., $1,030*. 
58 Impala (8) sport coupe, $960* (ps); 
Bel Air (8) sport sedan, $950* (ps); 
Biscayne (6) 2-dr., $875*, $790*; 4-dr., 
$675*; Biscayne (8) 2-dr., $710*. 


Corvair 


"57 Two-ten (8) 4-dr., $870*; 2-dr., 
$710; Two-ten (6) 4-dr., $710. 
56 Bel Air (6) 4-dr., $760*%; sport 


coupe, $650*; Bel Air (8) 4-dr., $450* 
(ps); One-fifty (6) 4-dr., $485; sta- 


tion wagon, $480*; 2-dr., $330*; Two- 
ten (8) 4-dr., $475. 


'55 Bel Air (8) conv., $550*; Two-ten 
(6) station wagon, $470*; 2-dr., $350*. 

’54 Two-ten station wagon, $320*; Bel 
Air 2-dr. hardtop, $230*. 

'53 Bel Air 4-dr., $155, $130*. 

’52 Deluxe 2-dr., $100*, 


DeSOTO—’'58 Firedome 2-dr. hardtop, $950* 
(ps), $850* (ps), $750* (ps). 
'57 Firesweep 2-dr. hardtop, $640*; Fire- 
dome 2-dr. hardtop, $575* (ps). 


DODGE—’59 Royal (8) 4-dr. hardtop, 
$1,412* (ps), $1,400* (ps). 

’56 Coronet (8) 2-dr. hardtop, $300*, 

’55 Coronet (8) 2-dr. hardtop, $210* (ps). 

FORD—’'61 Thunderbird (8) 2-dr. hardtop, 
$3,810* (ps). 

’60 Galaxie (8) 4-dr., $1,600; Falcon (6) 
4-dr., $1,425*; Custom 300 (8) 4-dr., 
$1,015. 

‘59 Galaxie (8) 2-dr. Victoria, $1,450* 
(ps); 4-dr., $1,210; Galaxie (6) 4-dr. 
Victoria, $1,080; Country Sedan (6) 4- 
dr., $1,150* ,$1,110; Custom 300 (8) 4- 
dr., $1,050* (ps); Custom 300 (6) 2-dr., 
$915*, $913; 4-dr., $425; Fairlane 500 


(6) 2-dr. Victoria, $1,013* (ps). 
’58 Fairlane (8) 4-dr. Victoria, $995* 
(ps); Custom 300 (8) 2-dr., §790* 


(ps); Ranch Wagon (6) 2-dr., $713. 

‘57 Country Sedan (8) 4-dr., $875, $690* 
(ps), $590*; Fairlane (8) 4-dr. Vic- 
toria, $680* (ps); 2-dr. Victoria, $675*; 
Fairlane (6) 2-dr. Victoria, $550; 
Fairlane 500 (8) conv., $595* (ps); 
Ranch Wagon (6) 2-dr., $560* (ps); 
Custom (6) 4-dr., $475; 2-dr., $425. 

’56 Parkwood (8) 4-dr., $525*; Fairlane 
(8) 4-dr. Victoria, $520* (ps); 4-dr., 
$390*; 2-dr. Victoria, $325* (ps); 
Fairlane (6) 2-dr. Victoria, $450* 
(ps); Custom (6) 2-dr, Victoria, $410; 
Main (8) 2-dr., $390; Ranch Wagon 
(6) 2-dr., $380; Country Sedan (6) 
4-dr., $325* (ps), 

55 Ranch Wagon (6) 2-dr., $425; Coun- 


Moraine’s vital parts for automotive 


try Sedan (6) 4-dr., §$375*; Fairlane 
(8) 2-dr., $330*; Custom (8) 2-dr., 
$300*; Main (6) 4-dr., $250*. 

"54 Crest (6) 2-dr. Victoria, $210; Cus- 


tom (6) 4-dr., $165. 
’53 Custom (8) 2-dr., $140; Custom (6) 
4-dr., $110*, 
LINCOLN—’60 Capri 4-dr. hardtop, $2,- 
870* (ps). 
‘56 Premiere 4-dr., $725* (ps); 2-dr. 
hardtop, $700* (ps). 
MEROCURY—’59 Monterey 2-dr., $1,485* 


(ps). 
'58 Monterey 2-dr. hardtop, $950* (ps). 
’57 Commuter 4-dr., $740. 
‘56 Monterey 4-dr. hardtop, $400*; 2-dr. 


hardtop, $355; 4-dr., $300; Medalist 
4-dr. hardtop, $360*. 
’55 Monterey 4-dr., $290*, 


‘54 Monterey 4-dr., $230*. 
OLDSMOBILE—’'59 (88) 2-dr. Scenic, $1,- 
810* (ps); 4-dr. Holiday, $1,730* (ps). 

‘568 (98) 4-dr. Holiday, $1,075* (ps), 
$795* (ps). 

"56 (88) 4-dr. Holiday, $485* (ps), $400* 
(ps); 4-dr., $400* (ps). 

‘5S (88) 2-dr., $390* (ps). 

'54 (98) conv., $135* (ps). 

PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
180* (ps). 

'58 Belvedere (6) 2-dr. 
Suburban (6) 2-dr., 
4-dr., $490. 

’57 Belvedere (8) 2-dr. 


hardtop, $625*; 
$500; Savoy (6) 


hardtop, $680* 


(ps); Savoy (6) 2-dr. hardtop, $440*. 
56 Plaza (8) 4-dr., $360*, $335*; Bel- 
vedere (6) 2-dr., $345*; 4-dr., $310*; 


2-dr. hardtop, $160*. 

’49 4-dr., $110. 

PONTIAC—’60 Catalina Safari 4-dr., $2,- 
150* (ps). 

‘59 Bonneville sport coupe, $1,810* (ps); 
Chieftain Safari 4-dr., $1,725* (ps); 
4-dr., $1,325* (ps); Star Chief 4-dr., 
$1,540* (ps). 

’58 Chieftain 4-dr. Catalina, $975* (ps). 

’S7 Chieftain 4-dr., $540* (ps). 





56 Star Chief 4-dr. Catalina, §575* 
(ps), $530°; Chieftain 2-dr. Catalina, 
$515* (ps). 


'55 Star Chief 2-dr. Catalina, $375* (ps); 
Chieftain Safari 4-dr., $330* (ps); 4- 
dr., $325*. 

RAMBLER—’61 Ambassador (8) Cross 
Country, $2,430. 

’59 American (6) station wagon, $960. 
‘56 Custom Cross Country, $516* (ps). 
STUDEBAKER—’'59 Lark (6) 2-dr., $850, 

$780". 

’58 Scotsman (6) station wagon, $445. 

"56 Champion (6) 2-dr., $360, 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Dec. 21. 


BUICK—’57 Special 2-dr. Riviera, $535* 
(ps). 

’56 Century Estate Wagon 4-dr., $475* 
(ps); Special 4-dr. Riviera, $390*; 
2-dr., $325*, $230°*. 

‘49 Super 4-dr., $220°*. 


CADILLAC—'57 (62) 4-dr. hardtop, $1,- 
200. 
CHEVROLET—’60 Impala (6) 4-dr., $1,- 


600*; Biscayne (6) 2-dr., $1,135; 4-dr., 
$1,305; Corvair (700) (8) 4-dr., $1,285; 
Corvair (500) (8) 4-dr., $1,200*. 

‘59 Kingswood (8) 4-dr., $1,460*; Bis- 
cayne (8) 2-dr., $1,050; Bel Air (8) 
4-dr., $1,025*; 2-dr., $1,005. 

’58 Biscayne (8) 4-dr., $960*, $810*; 
Bel Air (8) 4-dr. hardtop, $950* (ps); 
4-dr., $950* (ps); Brookwood (6) 4-dr., 


$850". 

’57 Nomad (8) 4-dr., $850* (ps); Bel 
Air (8) 2-dr., $850* (ps); Bel Air 
(6) 2-dr., $630; Two-ten (8) 2-dr., 
$550. 

'56 Bel Air (8) 2-dr. 


hardtop, $500*; 
Two-ten (6) 2-dr., $325. 
’55 Bel Air 4-dr., $330*. 


(Continued on Page 40, Col, 1) 


progress 


Delco Moraine makes FRICTION MATERIALS 


When it comes to automotive transmissions, you expect smoothness, long life and positive action; 


you get them with Delco Moraine friction materials. Available in all-metallic, semi-metallic, 


and non-metallic facings, these materials resist heat, wear and corrosion under long periods of stress. 


They’ve proved their stable frictional properties in Powerglide, Turboglide, Hydra-Matic, and Dynaflow 


automatic transmissions. Now they’re being used in heavy-duty trucks and equipment, in automotive 


air conditioning, and in household appliances. Improved friction materials are but one example of the 
scores of key parts and assemblies supplied by Delco Moraine. Long-lived Delco Moraine parts were 
installed as original equipment on more than 41,000,000 of all the cars and trucks on the road today. 


DELCO MORAINE 


DEPENDABLY MADE « Division of General Motors, Dayton, Ohio 










DeSOTO—’'59 Firedome 4-dr., $1,175* (ps). 

’68 Firesweep 4-dr., $760* (ps). 

’57 Adventure 2-dr. hardtop, $605* (ps), 
$580* (ps); Firesweep 2-dr, hardtop, 
$485* (ps). 

DODGE—’'60 Seneca (6) 4-dr., $1,430*. 

59 Coronet (8) 4-dr., $885* (ps). 

‘58 Royal (8) 2-dr. hardtop, $910* (ps). 

'S7 Sierra (S) 4-dr., $750* (ps); Coronet 
(8) 4-dr., $335° (ps). 

FORD—’60 Falcon (8) 2-dr., $1,375*, $1,- 
00, $1,250; 4-dr., $1,305, $1,265. 

’59 Galaxie (8) 2-dr. Victoria, $1,360*, 
$1,225*; conv., $1,335*; Falcon (6) 
4-dr., $1,125*; Ranch Wagon (8) 2-dr., 
$1,060". 

’58 Thunderbird (8) conv., $1,975* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $780* 
(ps); Ranch Wagon (8) 2-dr., $675*. 

'57 Fairlane 500 (8) conv., $605* (ps); 
Fairlane (8) 2-dr. Victoria, $510*; Cus- 
tom (6) 2-dr., $415; Custom 300 (8) 
2-dr., $400°, 

56 Fairlane (8) 2-dr., $475*; 4-dr., 
$340*; Custom (8) 2-dr., $350*; Coun- 
try Sedan (8) 4-dr., $340*, $285; Main 
(6) 2-dr., $174. 

’54 Custom (8)'2-dr., $200. 

MERCURY — '59 Monterey 2-dr. hardtop, 
$1,250* (ps), 

’58 Monterey 2-dr. hardtop, $760* (ps). 

55 Montclair 2-dr. hardtop, $300" (ps). 


OLDSMOBILE—'60 (88) Super 2-dr., $2,- 
360* (ps). 
’59 (88) Super 4-dr. Holiday, $1,900* 
(ps); 2-dr., $1,600* (ps). 
’58 (98) 4-dr. Holiday, $*,200* (ps). 
56 (88) Super 4-dr., $425* (ps). 
PLYMOUTH—’'59 Suburban (8) 4-dr., 
175* (ps); Fury (8) 4-dr., $930°*; 
(6) 4-dr., $815*; 2-dr., $785°. 
'58 Suburban (8) 4-dr., $700*. 
’57 Savoy (8) 2-dr. hardtop, $350*. 
PONTIAC—’59 Catalina 2-dr., $1,100*. 
58 Star Chief 2-dr. Catalina, $1,035* 
(ps). 
’56 Chieftain 2-dr. Catalina, $250*. 


$1,- 
Savoy 


} RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,060°*, 
‘58 Custom (8) Cross Country 4-dr., 


‘57 Super (6) Cross Country 4-dr., $570; 
Super (8) 4-dr., $425 
VALIANT—'60 V-200 4- dr., $1,570*. 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 
day. Prices are for sale of Dec. 23. The 
severe winter weather and icy road condi- 
tions have held down entries. Sold 74 per- 
j cent of 262 consignments. 
| BUICK—’59 Invicta 4-dr. hardtop, $1,510* 
2-dr, hardtop, $1,380* (ps); Le- 
$1,475* (ps); 2- 


$1,050* (ps). 
2-dr. 
2-dr., 


$915*. 


| (ps) ; 
i Sabre 4-dr. hardtop, 
dr., $1,025. 
’58 Special 4-dr. Riviera, 
'57 RM 4-dr. Riviera, $700* (ps); 
Riviera, $625* (ps); Special 
85° 


i $385*. 
' '56 Special 2-dr. Riviera, $375*. 
| ’55 Super 4-dr.. $475*; Century 2-dr. 
Riviera, $460*: Special 2-dr. Riviera, 
$425*; 4-dr. Riviera, $310* (ps). 
’563 Special 2-dr. $115*, 
CADILLAC—’ 61 (62) 2-dr. hardtop, $4,650* 


(ps). 
"60 (62) 4-dr., $3,850*° (ps), $3,825* (ps), 

$2,760* (ps). 

"59 de Ville 2-dr. mage $3,200* (ps); 
(62) conv., $2,895* (ps 

"5S (62) 2- dr. hardtop, $2: 340° (ps); (60) 
Special 4-dr. hardtop, $2,200* (ps). 

"57 (62) Coupe de Ville, $1,655* (ps). 

‘55 Eldorado conv., $725* (ps); (62) 


ALBANY 
Hiliman—’59 Minx 4-dr., $600. 
MG—’57 roadster, $600. 
Volkswagen—'60 conv., $1,750; 2-dr., $1,- 


210. 
'5S 2-dr., $775. 
'57 conv., $550. 


BORDENTOWN, N. J. 
Ford eo — gr hy Anglia 2-dr., $525. 


$1,525. 


$1,- 
80, $1,150, $1,125, 
‘8 a -dr. hardtop, $1,450; station wagon, 
25. 


CALDWELL, 
Ford (English)—’59 Anglia, 
station wagon, $405. 
Lioyd—’60 2-dr., $250. 
Renault—’59 Dauphine 4-dr., $410. 
Triumph—’59 Estate Wagon, $620. 
’54 2-dr., $180, 
Volkswagen—’60 113 2-dr., $1,110. 


CHICAGO 
Volvo—’58 2-dr., $750. 


DAYTONA BEACH, FLA. 
Fiat—’58 station wagon, $305. 
Ford (English)—'58 2-dr., $405, $330. 
Simea—'60 4-dr., $655. 
Volkswagen—’60 2-dr., $1,275. 


LOS ANGELES 
Austin-Healey—'55 roadster, $585. 
Hillman—’60 Husky station wagon, 

°5® Minx conv., $790. 
MG—’54 TF 1500 roadster, $560. 
Renault—’59 Dauphine 4-dr., $785. 
Taunus—’'60 4-dr., $875. 
Volkswagen—'60 2-dr., $1,315. 

‘59 2-dr., $1,080. 

‘57 Karmann-Ghia 2-dr., 


ir, hardtop, 
“$1, 325; 2-dr., 


a a 


N. J. 
$560; Escort 


SL eee 


$535. 


— 


$900; 
$590, 


2-dr., 


$850. 
‘56 2-dr., $600; sunroof 2-dr., 
Volvo—'59 2-dr., $835. 


MANHEIM, PA, 
Austin-Healey—’58 2-dr., $695. 
Mercedes-Benz—'56 4-dr., $510. 
Renault—’60 4-dr. Dauphine, $860, 
Triumph—’60 roadster, $1,530. 


$755. 





Used-Car Auction Prices 


(Continued from Page 39) 









































































tower employe. However, the search 
proved futile but the investigation 
is being pressed. 


four automobiles in a piggyback 
shipment had been damaged by 
shotgun pellets between Poplar 
Bluff, Mo. and Little Rock, Ark. 
The shots were discovered on ar- 
rival of the freight train at Dallas. 


damage this spring when sulphuric 
acid was thrown on a large ship- 
ment of machines. Frisco is expect- 


which can carry 15 compacts and 
12 standards, much of the longhaul | stu 
jobs are going to railroads instead 
of highway transports. Special rates 
also are a factor. 


AMC Dealer Advisory Board Meets— 


Kalamazoo, Mich.; H. A. Billion, Sioux Falls, S$. D.; 
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$675*; Two-ten (6) 4-dr., $695; sport 
coupe, $690; station wagon, $535*; One- 
fifty 2-dr., $570, $540*. 

’56 Bel Air (8) sport coupe, $710*, 
$655*; Bel Air (6) 4-dr., $635*; 2-dr., 
$610*; station wagon, $470*; Two-ten 
(8) 4-dr., $630*; sport sedan, $410*; 
Two-ten " (6) station wagon, $480*; 
One-fifty (8) 4-dr., $420. 

65 Bel Air (8) 4-dr., $465*, $300° ; 2-dr., 
$430; Bel Air (6) 4-dr., *$340° 

CHRYSLER—’ 58 Saratoga " a-dr. hardtop, 
$1,235* (ps); Windsor 4-dr., $885* 


(ps). 

'57 NY 4-dr. hardtop, $880* (ps); Wind- 
sor 2-dr, hardtop, $850*. (ps). 

’56 Windsor 2-dr. hardtop, $450* (ps). 






























conv., $620* (ps); 
$605* (ps). 
’50 Ambulance, $285. 
CHEVROLET—’61 Bel Air (6) sport sedan, 
$2,000* (ps). 
'60 Corvette (8) conv., $2,615, $2,600; 


Coupe de Ville, 


Impala (8) sport sedan, $2,150* (ps), '64 Windsor 2-dr. har ° 
$2,030* (ps), $1,900*; Corvair (6) 2-| DeSOTO—'59 Firesweep can $i 306° (ps). 
dr., $1,350; 4-dr., $1,275*; Biscayne '58 Firesweep 4-dr., $760* (ps). 
; (6) 2-dr., $1,320, $1,205. ’57 Adventurer 2-dr. hardtop, $700* (ps); 
59 Impala (8) conv., $1,700* (ps), $1,- Firesweep 4-dr, hardtop, $685* (ps); 
495* (ps); sport sedan, $1,550* (ps), 2-dr. hardtop, $655*; reflite 4-dr. 
$1,460" (pe): 4-dr., $1,345*; Parkwood hardtop, $550*. ‘ 
(8) 4-dr 1,480° (ps), $1, 420* (ps), ’55 Firedome 2-dr. hardt 230*. 
$1,395°; Bel Air (8) 4- ar., $1,270* (ps), | DODGE—’57 Custom Royal <8) = dr, hard- 
$1,260*, $1,236* (ps), "$1, 225*, $1,- top, $795*; Coronet (6) 2-dr., $580*. 
205° (ps), $1,160*, $1,050°; 2-dr., $1,- '55 Custom Royal (8) 4-dr., $300° (ps) ; 
065, $1, 035°; Bel Air (6) 4- ar., $1,100*, Coronet (8) station wagon, ,290° (ps). 
$1, 095°; Biscayne (6) 2-dr., $1,115°*, "52 Coronet (8) 4-dr., $125 
$955* (ps); Biscayne (8) 4-dr., $970*. | FORD—’61 Thunderbird (8), $3,850° (ps). 


’58 Corvette (8) conv., $1,795; Impala *60 Thunderbird (8), $2,550* (ps); Gal- 


(8) sport coupe, $1,210, $1,125* (ps); axie (8) 4-dr. Victoria, $1,850* (ps), 








Brookwood (8) 4-dr., $1,110*; Bel Air 3 at $1,750*; Fal = - 

(8) 2-dr., $980* (ps); 4-dr., $975* 430; fen $1,410°, +3 ‘Fairlane 

(ps); sport sedan, $705* (ps); Bis- 500' (6) 2-dr., $1,380°. | 

cayne (8) 2-dr., $810, $800*, $670*; "59 Country Sedan (8) 4-dr., $1,615* 

‘-ar., $810*, $750*; Delray (6) 4-dr., (pa), $1,505*; Country Sedan (6) 4- 
E r., $1,200; Gal -dr. 

’57 Bel Air (8) 4-dr., $1,075*, $800*; $1,570" (pe), $1500" ter bar Wan. 
sport sedan, $910*; Bel Air (6) sport toria, $1,490* (ps), $1,290*; 2-dr., 
coupe, $880; 4-dr., $800*; Two-ten (8) $1,385* (ps), $1,365* (ps); Fairlane 
sport sedan, $750*; 4-dr., $750* (ps), 500 (6) 2-dr. Victoria, $1,155*; Ranch 

hittin caninenslshoeehidhaasinniinantaititsata Wagon (8) 2-dr., $1,020*; Custom 300 

Pi b k B bY ba ml Goer: 2-dr., $890; Fairlane 
-ar., *; 4-dr., $880°*. 

iggybac omb, 'S8 Fairlane (8) '4-dr. Victoria, $860°, 

Sh . P | ge ti) yo Gene.’ $525*; Fairlane 

-ar., e 

ooting ro. ST Country Squire (6) 4-dr., $770*; 

o Custom 300 (8) 2-dr., $560; Ranch 

At St. Louis Sar vices betes donee nese, 

-dr, oria, 0*, 10*, $495; 

conv., $475* (ps); Fairlane (6) 4-dr., 

ST. LOUIS.—Two new railroad 2 at $460*; Fairlane 500 (6) 4-dr., 

sabotage incidents last week were oh Ge =). eek 
ge ountry an (6) 4-dr., $475*; 
aoe cae ee =o auto pigsy Country Sedan (8) 4-dr., $380*; Cus- 
ack shipments which are continu- tom (6) 2-dr. Victoria, $435*; Custom 
ing to grab a bigger share of the (8) 2-dr., $295. 
hauling market. be anes o 2-dr. Victoria, $410*; 
‘usto! - e; 
Police in nearby Granite City, (8) Qede. ’s275." ners Saas Wee 
Ill., were called to investigate the ae we. Imperial 4-dr. hardtop, 


placing of a TNT bomb on Wabash 
ov tracks at Niedringhaus 
ve. 
The homemade bomb, a glass 


"57 Imperial 4-dr. hardtop, $1,240* (ps). 
LINCOLN—’57 Capri 4-dr. hardtop, $1,- 
000° (ps). 
MERCURY—’59 Commuter 4-dr., $1,555* 
(ps); Monterey 4-dr., $1,380* (ps); 4- 


salt shaker stuffed with TNT, dr. hardtop, $1,250* 
j (ps), $1,150* 
was fused but didn’t explode near (ps); 2-dr., $1,210*, 
'57 Commuter 4-dr., $870* (ps); 2-dr., 


the grade crossing used by seven 

railroads, Four of the seven— 

Wabash, New York Central, Chi- 
cago and Eastern Illinois, and 
Chicago, Burlington and Quincy 
—are heavy handlers of piggy- 
back shipments, 

Federal Bureau of Investigation 
and railroad special agents joined 
with Granite City police in an effort 
to apprehend two men seen by a 


$485* (ps). 

’56 Monterey 2-dr. hardtop, $400*, $310*; 
Custom 2-dr., 90. 

ing © yaaa 2-ar. hardtop, $240* (ps), 


OLDSMOBILE—’60 (88) Super 4-dr., $1,- 
950* (ps). 

"59 (88) Super 2-dr. Scenic, $1,775* (ps); 
(98) 4-dr. Holiday, $1,760* (ps); 4-dr., 
$1,625* (ps); (88) 2-dr. Scenic, $1,- 
685* (ps); 4- ‘dr., $1,590* (ps). 

"58 (88) Super 4- dr., $1,150* (ps); (88) 
2-dr. Holiday, $1,050* (ps). 

*57 (88) 4-dr. Holiday, $785* (ps), $770* 
(ps), $525*; 2-dr. Holiday, $610* (ps). 

’56 (88) 4-dr. a $610* (ps); 2-dr. 
Holiday, $400* (ps 

PLYMOUTH—’ 61 Pt (6) 2-dr., $1,940. 

‘59 Suburban (8) Sports 4-dr., $1,240* 
(ps); Fury (8) 2-dr. hardtop, $1,120*. 

58 Suburban (8) 4-dr., $985* (ps). 

’57 Plaza (8) 4-dr., $600*; Belvedere (8) 
4-dr. hardtop, $575* (ps); Suburban 
(8) Custom 4-dr., $550°*. 

~ a (8) Suburban, $400*; 

$210*. 

Pr "Belvedere 2-dr. hardtop, $150*. 


Missouri Pacific Railroad found 


4- 


The Frisco, one of the early users | PONTIAC '61 aan aban og 
of piggyback, suffered extensive $1,950" (ps); (2-dr., $1,930*; Star 


Chief 2-dr., $2,100* (ps). 

’59 Bonneville 4-dr. Vista, $1,960* (ps); 
conv., $1,840* (ps); sport coupe, $1,- 
820* (ps); Star Chief 4-dr. Vista, $1,- 


ed to top in 1961 the 90,000 cars| 800" (ps), $1,710° (ps); Chieftain 
+» $1, ps). 
and trucks that it transported this ’58 Chieftain 4-dr., $835*; 2-dr. Cata- 
year. lina, $695*. 
A late starter, the Wabash also | _ '56 Chieftain 4-dr., $405*. 
is expected to exceed 100,000 vehi- | "4MBLER—'60 Super (6) 4-dr., $1,100. 
Clee im 1961. 59 Super (6) 4-dr., $1,240°. 
ies *58 Custom (6) 4-dr., $975*; Super (6) 
Because of the multilevel racks Cross Country, $960. 
*57 Custom (6) Cross Country, $950*; 


Deluxe (6) 4-dr., 0*. 
DEBAKE: cad 


R—'60 Lark (8) conv., $1,- 


500°. 
WILLYS—’51 Willys station wagon, $210. 
a Valiant 200 2-dr. hardtop, 









Awards Presented— 


William Clay Ford, left, Ford Motor Co. 
vice-president, and Jinx Falkenburg Mc- 
Crary receive Humanitarian Awards pre- 
sented by Joseph A. Martino, right, chair- 
man at the Fifth Annual Humanitarian 
Award Dinner given by United Cerebral 


Palsy in New York. Mrs. McCrary and 
Ford were honored for the work they 
have done through the years in behalf of 
cerebral palsy. Proceeds from the dinner 
will be used to support the organization's 
52 services for the cerebral palsied chil- 
dren and adults in Brooklyn, Bronx, and 
Manhattan. Ford is national campaign 


chairman for UCP, which raised more than 
$10 million in 1960. 


Mass. Dealers 
Urged to Fight 
Bad Ads in Court 


HINGHAM, Mass.—Auto dealers | 
have been urged to blow the whis- 
tle on “unscrupulous dealers who 
resort to false and misleading ad- 
vertising and practices to cheat the 
customers.” 

Addressing the South Shore Auto 
Dealers Assn., Massachusetts At- 
torney General Edward J. McCor- 
mack, advised dealers to instigate 
court action against such retailers. 
He offered the full cooperation of 
his office in the Advisory Consumer 
Division to prosecute the offenders. 

He said that more than 90 per- | 
cent of the cases handled: by the | 
division have been submitted by | 
the business community to protect 
customers from the sharp practices | 
of a few merchants. | 

McCormack said the consumers’ | 
council has warned dealers whose | 
practices have been questioned that 





they might be violating the law 
against bait advertising. 

“Bait advertising is a crime in 
Massachusetts,” he said. “It is pun- 


$500 or more than $1,000; or im- 
prisonment up to one year.” 





With W. Va. Chevy Buyers... 


Owner Interviews Popular 


By Bill Francois 

Staff Correspondent 
HUNTINGTON, W. Va.—Chevro- 
let’s new “grass-roots” approach to 
what owners think about its prod- 
ucts has struck a responsive chord 
in this area of the Mountain State. 
W. P. King, assistant manager 
of the division’s owner relations 
department, treated 15 Cabell 


' Countiangs to a luncheon and then 


let them do most of the talking 
for about three hours. 

When it was nearly over, the 
number 40 was arbitrarily picked 
and the roundtable members began 
counting off. When it was all over, 
34-year-old W. S. James, Hunting- 
ton, found himself driving a 1961 
Corvair—loaned to him by King for 
30 days. 

“I’m just amazed,” says the sales- 


Fiat Dealer Sued 
By Asheville Bank 


ASHEVILLE, N. C.—Herschel S. 
Harkins, Asheville attorney and 
Fiat dealer, was named defendant 
in an action for receivership start- 
ed Dec. 19 in general county court 
by the Bank of Asheville. 

The complaint alleges that Har- 
kins, doing business as Foreign 
Car Center, defaulted on notes and 
chattel mortgages. The bank, in ad- 
dition to asking for appointment of 
a receiver for the auto dealership, 
seeks a court order to foreclose on 
liens of some $27,000 on cars and 
asks recovery of $9,792.91 which it 
contends is due for checks drawn 
from account with insufficient 
funds. 











The American Motors Dealer Advisory Board has completed a two-day meeting in Detroit with top company executives. 


From left, front row, are G. Burdick, North Syracuse, N. Y.; Roy A. Cruze, Knoxville, Tenn., vice-chairman; W. P. Williams, 
Washington, chairman; Carl F. Schmidt sr., Melbourne, Fla.; Bill Moyer, Corpus Christi, Tex.; R. J. Parker, Parker Nash Co., 
Fresno, Calif., and W. A. Fritz jr., St. Louis, recording secretary. Second row: M. C. Bledsoe Ill, Shreveport, La.; Art Post, 
Edward Wein, Sharon, Pa.; H. H. Melcher, Elkhorn, Wis., and G. F. Scheffler, 
Cleveland. Standing: Roy Abernethy, AMC executive vice-president; C. W. Wentworth jr., Portland, Ore.; Mike Ricker, Whittier, 
Calif.; W. A. Grawemeyer, Indianapolis, retiring chairman; David G. Reese, Drexel Hill, Pa.; Sam Treeze, Chicago; J. E. Batten- 
field, Amarillo, Tex.; Fred W. Adams, AMC automotive sales manager, and V. E. Boyd, automotive sales operations director. 


man, after he had been driving the 
car for a week. “Since I’ve started 
driving it, I’ve had no less than 
seven people—mostly friends and 
acquaintances — ask me if they 
could drive it.” 

With Chevrolet footing the gaso- 
line, oil and other bills, James has 
been glad to oblige. 

“But why didn’t these people 
go to their dealer and ask to 
drive it?” he asked. “It seems odd 
that they didn’t, but I suppose 
they’re afraid of pressure. 

“I’m personally not afraid of 
pressure and, if I had wanted to 
drive a Corvair, I would have gone 
to the dealer and asked for a dem- 
onstration ride.” 

But James, a Chevrolet buyer 
since 1958 and now owner of a 1960 
convertible, concedes that nonsales- 
men might be a bit leery of the 
direct approach. 

King, after the meeting was 
over, said he was “well satis- 
fied” with the results and that | 
he had found here, as in other 
cities, a lively interest in automo- 
biles and a desire to talk about 
them. } 
“People may be uncertain about 
a lot of things today,” the Chevro- 
let official pointed out, “but not 
about automobiles, They have de- 
cided opinions on cars.” 

He said the materia] gathered 
from these grass-roots inquiries will 
be analyzed later by the company. 

One thing he can add is the con- 
sensus of the “buying public” in- 
vited to the meeting. 

“I was quite thrilled and im- 
pressed that such a large com- 
pany would ask me my opinion,” 
said one of the four women in- 
vited to the meeting. 

“T’ve always thought that such @ 
big company just went ahead and 
built the cars anyway they thought 
best, without really taking into con- 
sideration the people. This kind of 
thing certainly has changed my 
mind, and given me a special in- 
terest in Chevrolet.” 

Here are several of the sugges- 
tions which King was able to tuck 
into his portfolio for later analysis: 

1. One man wanted a sun visor 
that could be adjusted to the sides, 
rather than just up and down. 

2. A woman Chevrolet owner 
wants windshield wipers — “or 
something to keep the rear win- 
dows of my station wagon clean.” 

3. All of them agreed that steer- 
ing wheels should be built with the 
horn ring extending all the way 
around “so we won’t have to. take 
our hands off the wheel.” 

And so it went ,.. 

Customers were tellin: ng Chevrolet 
what they liked or didn’t like about 
company products. And each one 
came away from that meeting with 
a soft spot in his heart for the 
company that cared enough to sit 
down and talk with him. 


ishable by a fine of not less than 
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TURNINGS ... 
Automotive 





Research 


A Two-Way Street 


By Joseph M. Callahan 
Engineering Editor 
Eprror’s Note: This is the sec- 
ond of four articles on research 
in the auto industry. 
* a7 + 


(= automotive suppliers 
do a research job all by 
themselves that would be 


adequate for the auto industry? 
“No,” was the obvious answer of 
John M. Campbell, scientific direc- 
tor of the GM Research Laborato- 
ries, which each year spends a 
good many miHions for research. 
“The auto companies’ laborato- 
ries can’t claim any monopoly on 
progress made on our cars,” he 
said. “Innumerable refinements and 
improvements have been made by 
suppliers. Also, there are many 
areas in which the auto makers 
have done very little research. Rub- 
ber is a good example of this. 
“But there are many compo- 
nents which get no research at- 
tention from. the suppliers and 
the auto makers must do this 
work if it’s to get done. For ex- 
ample, who is going to do re- 
search on balancing a recipro- 
cating engine? 
“Some auto companies are getting 
a free ride on the research done 
by other companies. Practically all 
the information turned up by re- 
search goes into the suppliers’ 
‘bank’ and they impart it to all the 
other auto companies.” 


He added that if every auto 
maker took the view that suppliers 
can do the research by themselves, 
the current cars wouldn’t have a 
lot of things that they do have, 
such as harmonic balancers, high- 
compression engines, automatic 
transmissions, high-temperature 
transmission seals and Ethyl gaso- 
line. 

“There’s one thing about research, 
it’s expensive,” he added. “And it 
takes certain kinds of people. The 
suppliers are more likely to make 
improvements.” 

* * ok 
URNING the conversation to the 
gas turbine research done by 
the auto makers these days, Camp- 
bell said that the turbine still con- 
sumes too much fuel and is still 
too costly. Some gas turbines cost 
$35,000 today and, even in large 
volume, they’d cost as much as a 

Cadillac, he asserted. 


“The industry is making a huge 
effort to write the obituary of the 
engine that has really made this 
industry go,” he said. “It’s a trib- 
ute to the industry that it will 
spend so much time and money on 
the turbine. But I haven’t seen 
anything yet that’s better than the 
reciprocating gas engine.” 

When asked if the huge invest- 
ments which the auto makers 
now have in facilities for pro- 
ducing reciprocating engines 
would permit the switchover to 
another type of power plant, he 
shrugged and said, “That’s a 
good question.” 

An important part of GM Re- 
search’s job is to maintain cordial 
relations with the university facul- 
ties around the country, for keep- 
ing abreast of the latest technical 
advancements, for the channeling 
of bright young men to GM and 
for other reasons. 

+ * * 

Cys little-known aspect of this 

function is GM’s practice of 
hiring 80 to 100 of the country’s 
outstanding college professors as 
part-time consultants. Possibly 
once or twice a month these pro- 
fessors of chemistry, math, physics 
and other subjects receive nice fees 
for visiting the GM Tech Center 
and talking to the GM researchers, 
especially the younger, more prom- 
ising men. 

“We definitely don’t want to hire 
these men,” he said. “I only know 
of one such consultant who was 
ever hired. This is part of our 
Philosophy for maintaining good re- 
lations with the universities. 

_ “We want to keep good teachers 
in the schools and this program 








helps to put a little sparkle in 
our work. We’re trying to stimu- 
late ideas, because the stock in 
trade of research is ideas.” 

Another facet of the GM-college 
relationship is the annual seminar 
that GM conducts for a goodly 
number of college professors each 
summer. The professors are 
brought in and shown around the 
Research Laboratories to give them 
an idea of what research in an in- 
dustry is really like. 


* * & 


a is partly an effort to over- 
come the prejudices that some 


research, drafting, design and ad- 
ministrative work. The idea here 
is, of course, that the professors 
are awfully influential with their 
students in these matters. 

The corporation also makes a 
number of unrestricted money 
grants to universities for research 
that is more basic than that done 
at the Research Laboratories. 
Among these universities are Mas- 
sachusetts Institute of Technology, 
University of Michigan, University 


of California, Brown University @ 


and Chicago University. 

Although commenting that 
quite a few members of the GM 
research staff have taught at 
universities at one time or an- 
other, Campbell indicated that 
industry is not raiding the cam- 
pus faculties as much ag com- 
monly supposed. He added that 
industry and college salaries are 
a lot closer than is generally be- 
lieved. 

Asked if it’s necessary for a re- 
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GM's Research Laboratories— 


These eight buildings at the north end of the GM Tech Center house GM's Research 
Laboratories. In the foreground is the research administration building. In the rear 


are the isotope research building and the 
a + + 

he said, “No. A creative man who 

is not interested in administration 

can move up, too. We'd like to have 
more of these people. 

“An administrative man spends 


search engineer or scientist to be-| 90 to 95 percent of his time on tech- 
professors have toward industrial! come an administrator to advance,| nical stuff, anyway. Also, we now 


gas turbine research building. 

+ * a 
have our services (purchasing, etc.) 
organized so the scientist can keep 
this work to a minimum. However, 
I can remember when I used to 


spend quite a little bit of my time’ 


running around to hardware stores 
to buy materials.” 





DAY BROOK heips you sell trucks 
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Power Packer — 16 to 20 cu. yds. 
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Dump Bodies — 1'4 to 27 cu.yds. 


Power Loaders — Straight boom - 4,000 Ib. capacity, 


ee BSI 


Jib boom — 7,000 Ib. capacity. 


A COMPLETE LINE OF QUALITY TRUCK EQUIPMENT... 


Link your name and truck line with Daybrook — 
a name backed by years of experience in the 
truck field — supported by a reputation for fair 
dealing — well-known and respected by the truck 


industry. You'll find the right combination of 
Daybrook equipment for your customers’ needs : 
hoists, bodies, truck-mounted cranes, hydraulic 
tailgates — more than 75 different models. 






Power Gate ® — 800 to 5,000 Ib. capacity. 











installation and service. Check 
with your nearest distributor or contact us! 


EQUIPMENT 


A NATION-WIDE 
helpful DISTRIBUTOR 
ORGANIZATION 


Daybrook distributors will work 


DIVISION 


Young Spring & Wire Corporation, Bowling Green, Ohio 


Manufacturers of 


DAYBROOK 


TRUCK EQUIPMENT 
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CONSTRUCTION EQUIPMENT 
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CORPORATION 






This includes national 
sales aids, personal assi 


SEND US THE LATEST 
on the following Daybrook products: 
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[] PACKERS 


LJ 


[| POWER GATES 


cd | want the name of my nearest distributor 


Name 
Address 
YOUNG 
SPRING & WIRE City State 


Fe] POWER LOADERS 








HARD-HITTING PROMOTION THE YEAR 'ROUND... 
To give you the sales support you need to help 
build customer preference, to pre-sell Daybrook 
equipment, every Daybrook product is backed 


by an alert, aggressive merchandising program. 


advertising, literature, 
stance. 





INFORMATION 


BODIES 


l 
| 
i 
| 
| 
| 
| 
| 
| 
! 
a 


ee nse 


nteneetiialieeneinttitaeareta 








— 


AUTOMOTIVE NEWS, JANU 








LIFTGATE—Folda-Lift, manufactured by 
Santa Anita Mfg. Co., Santa Anita, Calif., 
is said to provide the advantages of a 
liftgate which can be tucked away under 
the truck body when not in use. It is con- 
structed so that it is valuable for dock 
and floor-to-floor loading. For dock-fork 
loading it folds under the truck, inasmuch 
as the truck can be backed flush with the 
dock. Where there are no docks, Folda- 
Lift resumes the normal liftgate position, 
it is said. Doors can be opened or closed 
and operators can get into or out of the 
van at the ground level without the neces- 
sity of starting the motor or operating the 
gate. Folda-Lift is mounted directly to the 


frame. Folda-Lift is distributed through 
Collins Associates, Inc., 3318 Glenmore 
Ave., Cincinnati 11, O. 

a ee 





BIPOD JACKS—Hein-Werner Corp., 1212 
National Ave., Waukesha, Wis., has an- 
nounced an improved line of mechanical 
bipod jacks. A universal lifting hook is 
provided on all Snappy 45, Snappy 65 
and Snappy 70 models. This hook not only 
self-aligns to older-style bumper contours, 
but offers the operator a choice of two 
load contact points in order to lift correctly 
all cars, including 1961 models, it is 
claimed. The front leg extension on these 
jacks encloses the lifting screw to keep 
dirt and moisture away from moving parts; 


also reduces strain on screw, it is said. 
oe * *K 





TORSION BARS—Thompson torsion bars 
are designed to original equipment speci- 
fications and manufactured to withstand 
greater stress and strain at anchor points, 
it is claimed. They're made from chrome- 
manganese alloy steel—scientifically heat 
treated, shot-peened, magnafluxed and 
enameled for maximum protection against 
corrosion. Each bar is specifically designed 
for its side of the car... and is preset 
for right or left side installation. Thompson 
Bolt and Swivel Kits feature a free turn- 
ing mechanism that permits easy adjust- 
ment of torsion bars for correct front end 
height, it is said. Thompson Products Re- 
placement Division, Thompson Ramo Wool- 
dridge inc., 6402 Cedar Ave., Cleveland 
3, O. 
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Welding Catalog, Manual 


An 56-page welding, brazing and 
soldering alloy and flux catalog and 
instruction manual—free. All-State 
Welding Alloys Co., Inc., White 














ARY 2, 1961 


TRUCK NEW PRODUCTS 


Plains, N. Y. The 4 by 7-inch pock- 
et-size manual is also offered in 


Spanish on written request. 
* * * 





AIR COMPRESSOR—A compact air com- 
pressor for truck mounted applications 
has been announced by Wayne Pump Co., 
Fort Wayne, Ind. The model W6400BGC 
compressor, which is gas engine driven, 
combines high capacity with small weight 
and size to fit tight truck dimensional and 
weight requirements. The unit is rated at 
175 PSI and delivers 32.5 CFM of air when 
operating at full ratings. Designed as a 
self-contained “off road'’ package, the 
engine drive is V-belted to the compressor 
through an oil type clutch that permits 
warm up operation before compressor load 
is applied. The compressor unit is of two- 
stage, four-cylinder, air-cooled design as- 
sembly equipped with aluminum low pres- 
sure pistons. An atmosphere-type unloader 
permits continuous operation. A blowdown 
valve provides for removal of moisture 
accumulation in pulsating tank, it is 


claimed. 
es @ 


Gasoline-Pump Layout 

API Bulletin 1610, “Recommended 
Standard for the Base Layout of 
Single and Single Product Twin 
Unit Service Station Pumps or Dis- 
pensers”—free. American Petroleum 
Institute, 1271 Avenue of the Amer- 
icas, New York 20, N. Y. 

* * at 





TRAILER HITCHES—Three custom-tailored 
universal frame hitches designed to fit all 
the new compact cars have been introduced 
by The Big Boy Products Division, Dalton 
Foundries, Inc., Warsaw, Indiana. Named 
Uni-Customs, the hitches are said to main- 
tain the universal hitch advantage of low 
stock requirements for dealers and meet 
the engineering demands of the new com- 
pact cars for a tailored hitch. The model 
2300 fits the 1961 Lancer, Rambler, Dodge 
Dart and Valiant compacts as well as 
the mew Buick, Chevrolet, Oldsmobile, 
Plymouth and Dodge cars. The model 2400 
is engineered for installation on Falcon, 
Comet, F-85, Tempest, Buick Special and 
lark. The third hitch, model 2500 will 
fit the Corvair and Corvair station wagons, 
it is said. 

> -@ 


Radiator and Gas Caps 


Catalog of radiator and gasoline 
caps for the automotive replace- 
ment market—free. Wayne Metal- 
craft Division, E. Edelmann & Co., 
2332 Logan Blvd., Chicago 47, IIl. 
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EXHAUST PIPE— Arvin Industries, Inc., 
Columbus, Ind., is producing a line of 
laminated exhaust pipes which are avail- 
able for the replacement parts field. The 
pipe will be manufactured, however, to 
fit only those automobiles which utilized 
it as original equipment. Laminated pipe 


| is one pipe placed inside another. Arvin 


engineers say this method contributes to 
taking the resonance out of the exhaust 
system. The two pipes tend to deaden the 
exhaust noise coming from the engine, 
thus enabling the automobile to operate 
more quietly, it is said. 








VALVE GUIDE—A valve guide installing 
tool, which is said to eliminate the prob- 
lems of the old universal style, has been 
introduced by the Hub City Iron Co., Aber- 
deen, S. D. This product is adaptable for 
both drill press operation and ordinary 
electric shop drills. Two guides in align- 
ment are installed with one speedy setup. 
No time-consuming adjustments are needed 
and the exacting “built-in” precision is 
positive asurance against mislocation or 
misalignment, it is claimed. Accurate 
“head cradles" have been developed to 
properly position and align cylinder heads 
for drill press installation, it is said. 





SANDER—The Dual-Action Sander, mar- 
keted by National-Detroit, Inc., 2810 Au- 


urn St., Rockford, Ill., features a re- 
designed five-inch pad. The pad is said 
to permit sanding contours and right 


angles, in addition to block sanding and 

touching up rejects. The sander is said 

to scuff or remove old finishes and elimi- 

nate need for hand sanding of prime 

and surface coats. All varieties of abrasives 

can be used from coarse to No. 320 grit. 
> e. -» 





HOSE CLAMP—The Stamco line of 
worm-gear-drive hose clamps has been 
introduced by Sterling Automotive Mfg. 
Co., Centex Industrial Park, Elk Grove, 
lll. The line includes the four popular 
automotive sizes, as well as 12 sizes for 
all industrial, truck and tractor require- 
ments ranging from a Y%-inch heater hose 
to a four-inch radiator hose. 

 * tS 


Filter Wall Chart 


Wall chart listing Lee air, fuel 
and oil filter replacement numbers 
for all domestic and imported cars 





and light trucks—free. Lee Filter 
Corp., Edison, N. J. 
* 
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CHASSIS DYNAMOMETERS — Flexibility 
for permitting planned expansion is claim- 
ed by Clayton Mfg. Co., 449 N. Temple 
City Bivd., El Monte, Calif., for its series 
of Clayton “CT” chassis dynamometers. 
It is stated that eight basic models of this 
equipment (four single-axle and four twin- 
axle) can handle light, medium, and heavy 
trucks ranging in capacities from 150 
to 800 road horsepower. All models in- 
clude roll assemblies for 22,500-pound axle 
loading, roll brakes, absorption unit, and 
remote load control. The complete flexi- 
bility of Clayton dynamometer capacity 
and installation options will meet present 
and future test requirements with protec- 
tion against obsolescence, it is claimed, 
because interchangeable components and 
simplified design permit the capacity of 
any model to be increased to meet future 
power demands. Installations can be tail- 
ored to meet any dynamometer test re- 
quirements using only standard _inter- 


changeable parts, it is said. 
* 


* * 
List of Diesel Outlets 


A directory, No. 8SA48, listing the 
worldwide sales, service and parts 
outlets for Detroit Diesel engines— 
free, Detroit Diesel Engine Divi- 
sion, 13400 W. Outer Drive, Detroit 
28, Mich. 





IDLE STEERING ARM—O. E. M. Products 
Co., 5296 Northwest Highway, Chicago 30, 
Ill., has announced the availability of 
Steering Idler Arm Ball Bearing Kits for 
1960 Falcon and Comet cars. The kits are 
manufactured to exacting specifications. 
Kit contains thrust bearings, nylon bushing, 
steel collar and all other necessary small 
parts for fast, easy installation. Ball bear- 
ing action is said to be anti-friction, en- 
ables smooth, free-rolling operation. Steer- 
ing is safer, more dependable, under all 


conditions. 





CRANKSHAFT KiT—Mustang Remanufac- 


tured Crankshaft Kits are available to 
automotive service shops through ware- 
house distributors and jobbers who han- 
die the line of Mustang replacement en- 
gines. Mustang, Garland, Tex., is the first 
remanufacturer to produce, market and 
nationally distribute a crankshaft kit with 
a guaranteed tradein policy, it is claimed. 
Each kit is complete with precision re- 
ground and polished crankshaft assembly, 
along with rod gad pain bearing inserts. 
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Lee Filter Catalog 


Lee Filter Corp., Edison, N. J., 
has compiled a catalog which con- 
tains listings of oil, air and fuel 
filter elements for all domestic and 
imported cars. Sixty-one different 
car makes are listed alongside Lee 
numbers, original-part and manu- 
facturers’ numbers. The latest years 
(up to 1960) are shown in color- 
coded bands for easy reference. 








BRAK ES—tThe Stopmaster brake, an- 
nounced by Brake Division, Rockwell-Stand- 
ard Corp., Ashtabula, O., is said to per- 
mit greater air volume to circulate between 
the wheel rim and brake drum for better 
cooling. The brake is available in 15-inch 
diameter and 2%, to 7-inch width. Rock- 
well-Standard claims that -the cooling 
feature and other design features provide 
38 percent less heat fade and over 50 
percent greater drum and lining life. By 
interchanging the actuator units, the Stop- 
master brake can be either air or hydrau- 


lically actuated. 
Re ee 


Windshield Wiper Catalog 


Sprague Devices, Inc., Michigan 
City, Ind., has announced the pub- 
lication of a new, complete 110- 
page catalog of Air-Push wind- 
shield wiper motors and related 
equipment—free, Sprague Devices, 
Inc., Michigan City, Ind. 

* 2k * 





TIRE LOCK—The Wise spare tire lock 
features a rugged, fool proof mechanism 
which is a patented concentric tube device 
that cannot stick, jam or freeze. It 
fastens directly to the spare tire mount. 
The unit relocks without the use of a 
key. The manufacturer states that this 
safety lock is also used by fleet operators 
as a battery lock and as a wheel lock. 
For the latter application, the locks are 
supplied in sets of five units that can 
be opened by the same key. Wise-Lock, 
1672 East 118th St., Cleveland 6, O. 
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Coated Abrasives 


Consumer (C-160) and wholesaler 
(W-160) catalogs on coated abra- 
sives—16 pages—free, Retail Prod- 
ucts Division, Armour Alliance In- 
dustries, 16123 Armour St. N. E., 
Alliance, O. 





CHIP COLLECTOR — Barrett Equipment 
Co., 2101 Cass Ave., St. Louis, Mo. has 


announced the availability of its B-760 
chip collector and blower, designed for 
use with all Barrett B-700 and B-900 
series Drum-Dokter brake drum lathes and 
bench model brake shoe grinders. This 
tank-type vacuum unit is powered by a 
110-volt motor and is equipped with a 
flexible plastic vacuum hose, plus the 
necessary adapters and nozzle for dust 
collection. A swivel adapter is provided 
so that the vacuum hose may be mounted 
on the brake drum lathe or brake shoe 
grinder in a minimum of time, it is said. 
Disposable paper filter bags are used and 
swivel casters on the tank provide for 
easy movement. The vacuum tube can be 
disconnected from the lathe or grinder 
to permit the unit to be used for regular 
vacuum cleaning and blowing operations 
in the owner's shop. 
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What's New... 


In Parts and Accessory Distribution 


motive parts field, Duncan said, is 
the idea of applying “a supermar- 
ket approach” to a §$2% billion 
business now being handled by 
more than 14,000 small and medium- 
sized jobbers. 


AC Extends. Use 
Of Plastic Toys 
As Sales Booster 


FLINT.—Prompted by its suc- 
cess in using inflatable plastic toys 
as traffic builders and centers of 
interest for service-station window 
displays, AC Spark Plug igs con- 
tinuing the series with a plastic 
“Bop Ball.” 

E. H. Francois, AC’s general 
sales manager, said the campaign 
represents an unusual] approach to 
point-of-purchase spark-plug and 
oil-filter merchandising because the 


KANSAS CITY. — Robert S&S. 
Weber, general manager, P. E. 
Weber, Inc., Milwaukee, was elect- 
ed the eighth president of the Au- 
tomotive Warehouse Distributors 
Assn. at the 13th annual conven- 
tion here. 

He succeeds Thomas S. Perry, 
Atlanta, who was presented the 

first Ernest A. Tapp Memorial 

Award. It is to be awarded an- 

nually to the person who has 
done the most for the AWDA, 

Ira Saks, Cleveland, received the 
AWDA President’s Award as the 
“Automotive Man of the Year.” He 
was cited for “statesmanlike effort 
toward eliminating discriminatory 
excise taxes.” 

Other new officers are Bernard 
Bock, New York, first vice-presi- 
dent; Paul R. Livoni, Los Angeles, 
second vice-president; Harry Roth- 
man, Oakland, Calif., secretary, and 
A. P. Walter, Chicago, treasurer. 

Members of the Board of Gov- 
ernors include Roy Bunting, De- 
troit; J. B. Bushyhead, St, Louis; 
L. A, Cunningham, North Burnaby, 

B. C.; W. E. Lahr jr., Minneapolis; 
James R. McLean jr., Norfolk, Va.; 
John J, Vida, Philadelphia; Jack 
F. Whitaker, North Kansas City, 
Mo., and Perry. 

During the annual meeting of 
the affiliate manufacturers of 
AWDA, Walter Nash, Monroe 
Equipment Co., Monroe, Mich., 
was elected to head the Manufac- 
turers Advisory Council. He suc- 
ceeds Bushyhead, 

Elected to serve with Nash were 
John Bury, Rahway, N. J., co- 
chairman; Hal Goehrig, Milwau- 

kee; Wayne E. Rapp, Racine, Wis., 
and Glen H. Stayer, Cleveland. 

W. I. Buchanan, Chicago, and 
C. S. Rogers, Long Island City, 
N. Y., are counci] holdovers. 

Seven distributors and 11 affili- 
ate manufacturers have been ac- 
cepted as members, 

The distributors are: 

Alge Corp., Atlanta; General 
Parts Warehouse, Inc., Sanford, 
N, C.; Indiana Parts Warehouse, 
Inc., Indianapolis; K-C Automo- 
tive Parts Warehouse, Inc., Dan- 
ville, Ky.; New England Wheel 
& Rim Co,, Boston; Plains Parts 
Warehouse, Inc., Lubbock, Tex., 
and Jos. St. Mars Eastern, Ltd, 
Downsview, Ont. 

The manufacturers are: 

Accurate Products, Inc., Indiana- 
polis; Champ-Items, Inc., St. Louis; 
Felt Products Mfg. Co., Skokie, IIL; 
Fram Corp., Gould-National Bat- 
teries, Inc., St. Paul. 

King Bee Mfg. Co., Inc., Bell- 
wood, Ill.; Mar Pro, Inc., Chicago; 
Perfect Parts, Inc., New York; 
Rubbermaid, Inc., Wooster, 0O.; 
Siloo, Inc., New York, and Wix 
Corp., Gastonia, N. C. 

A record 600 delegates, alternates 
and guests attended the convention. 

. * * 


Universal Parts 


Opens New Home 


CHICAGO.—A miniature automo- 
tive parts “trade show” and other 
festivities highlighted the grand 
opening of Universal Parts Co.'s 
headquarters at Devil’s Lake, N, D. 
More than 100 dealers and service 
station customers of the jobber firm 
took part in an invitational pro- 
gram, according to O. A. Pung, co- 
owner. 

A full-line jobber, the firm sup- 
Plies Maremont exhaust parts, 
Standard Motor products, Grizzly 
brake linings and other lines 
On Northeastern North Da- 

ota, 

Pung and his partners, A. G. Hil- 
ter, F. L. Hilter and Herman 
Schwab, are veterans of 14 years 
in the aftermarket sales field. 
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$100 Million in Parts Sales 


Eyed by Gulf & Western 


HOUSTON.—Gulf & Western In- 
dustries is building a nationwide 
automotive parts distribution net- 
work and expects to boost its sales 
above the $100 million mark in the 
“foreseeable future,” according to 
John H. Duncan, president. 

Behind the rapidly moving com- 
paign of acquisitions in the auto- 
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traffic builder—a plastic toy— is 
also the focal point of the display. 

As the core of the window dis- 
play, the toys transform conven- 
tional “flat” window trims into far 
more attractive and eye-catching 
three-dimensional displays, he said. 

Studies have shown that the ma- 
jority of buyers of replacement 
spark plugs and oil filters had 
children under 10 years of age, 
Francois added, thus, it wag felt 
that plastic toys would have special 
appeal. * * * 


Midyette Named President 


RICHMOND, Va.— The Virginia Dodge Dealers 
Automotive Wholesalers Assn., a 
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Elect Officers— 
The Los Angeles-Orange County Dodge Dealers Assn. held its annual dlection of 





newly formed organization, elected | officers and named Steve Newton, president for the 1960-61 term of office. The 
John F. Midyette, Richmond, presi-| dealer group, one of the oldest active dealer associations in Southern California, was 


dent. 


formed primarily in the interest of unified advertising effort and is composed of 38 


Other officers: C. C. McCubbins,|Dodge dealers in the greater Los Angeles and Orange County area. Directors are, 
Danville, vice-president, and J. A.| standing, from left, Tom Waters; Larry Coffing; Jess Myers; Dick Wickes, secretary- 


Richardson, Richmond, treasurer. 


KANSAS CITY, MISSOURI 


E. M. LYNN, President 
And the Committee of Trustees 
Cordially Invite You and Your Lady 


A -WESTERN 


THE GARDEN COURT 
SHERATON-PALACE 


San Francisco 





6:00 P.M. to 9:00 P. M. 


For an Evening of Entertainment 


HONORING 


Authorized Automobile Dealers 
of America 


versal Underwrtte7d 
















manager, and Kenny Parr. Seated: Tom Ashbrook; Newton, and Tom Roady. 
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Stress on Service, Tradeins Sells New Cars, Pack Claims... 


‘Perfectionist’s’ Sales Formula 


of the showroom, The combination 
inside-outside showroom igs capable 
of displaying 12 to 15 new cars. 

The design of the remodelled food 
market creates the impression of 
an entirely new building, Construc- 
tion features include stone piers 
near the entrance and extensive 
glass areas providing good visibility 
into the showroom area. Lobby, 
sales rooms and business offices are 
decorated in an informa] California 
Ranch Style atmosphere. Floors are 
finished with rubber tile; walls with 
rock maple plywood. 

The parts department, with the 
counter facing a driveway, is at 
the rear of the new-car show- 
room and office building. The 
showroom-parts building is 100 by 
135 feet. 

The pavilion-type service depart- 
ment has a 60-by-120-foot steel 
building to cover the mechanics’ 
area. There are 20 stalls, ten on 
each side of the canopy, plus park- 
ae ing space for customer cars to re- 
to California, Pack replied: “You duce time wasted moving R.O. cars. 


might call me a perfectionist. I 
wanted a bigger opportunity than| Future sesame _— = paint-and- 


Logan, where I was selling some 
200 percent of my allotment and | 
four used cars to every new car. 


By William Carroll 


West Coast Editor 


WHITTIER, Calif.—“I’m going to 
concentrate on merchandising serv- 
ice and used cars,” Dean C. Pack 
told Automotive News while dis- 
cussing his new Chrysler-Imperial- 
Plymouth dealership at 850 E. 
Whittier Blvd. 

“If used cars and service are 
cared for properly, they will build 
up new-car sales as they build 
up traffic,” said Pack, “What bet- 
ter prospect list could you have 
than people in the shop trading 
with you? From my point of 
view, we are moving into an era 
of bigger and better merchants to 
better handle the customers.” 

Accordingly, Pack’s new dealer- 
ship is designed on the “drive-in” 
principle. A customer can even roll 
up to the parts counter in his car. 
The 104,000-square-foot site was 
opened by Pack after 15 years as a 
Chrysler dealer in Logan, Utah. 

Asked why he moved from Utah 


Everywhere I looked I found only 
obsolete facilities. They did not fit 
my ideas of automotive merchan- 
dising. Chrysler heard of my inter- 
est in moving, but I told them I 
wouldn’t have all of Los Angeles 
County, let alone Whittier. 

“However, a trip to Southern Cal- 
ifornia and discussions with friends 
living in Los Angeles opened my 
eyes. There’s a 200,000-person trad- 
ing area in Whittier and it’s grow- 
ing daily, I found more potential 
here than if I had every dealership 
in Logan. 

“Finally, my associates and I de- 
cided Whittier would be a fine lo- 
cation,” Pack continued. “We've put 
over $250,000 in this location. But 
none of it was wasted. We took a 
vacant market and remodelled it. 
There are people in this area I’m 
going to enjoy doing business with. 
We'll use newspapers and direct 
mail to tell them we're here. 

“To keep the record straight,” 
he added, “this is no one-man 
operation, When I closed the 
Logan dealership, my sales man- 
ager, secretary-treasurer, use d- 
car sales manager, used-car buy- 
er, service manager, tuneup spe- 
cialist, and lubrication man came 
to California with me. I’m proud 
to have them here.” 

Pack said his first consideration 
was given to customer service. The 
new facility can handle over 100 
customer cars in an eight-hour day, 
due to “elbow” room which in- 
cludes parking for a total of 400 
units. 

Pack said he plang to build his 
business on service because he be- 
lieves that new- and used-car sales 
almost automatically come to a 
dealer who has a strong reputation 
for giving good service. 

Another feature is a “sidewalk- 
cafe” type showroom for new cars. 
The glass front of the main show- 
room is set back under the front 
roof overhang. This leaves an open, 
roofed section extending to the 
sidewalk along Whittier Blvd. 

Customers have no barrier be- 
tween them and new cars on dis- 


play in the open forward section 
+ * cg 


the new-car showroom. 


TORONTO, — Canadian dealers | 
are taking delivery of new cars| 
that are improperly adjusted for! 
driving. And in many cases they 
aren’t receiving the technical data 
they require to put the cars in top 
running order. 

These are two conclusions of 
a research team headed by Gerry 
Barker, a reporter for the Tor- 
onto Daily Star, following an 
economy test on 31 different mod- 
els of North American and Euro- 
pean cars. This was the newspa- 
Pper’s second annual test designed 
to show readers the cost per mile 
of driving the top-selling cars. 

Said Barker: “It was discovered 
in this year’s series of tests that 
a@ number of new cars were im- 
properly adjusted for any driving 
whatsoever, let alone winter opera- 
tion. In order to get complete re- 
sults on 31 different makes, the 
Star team had to conduct 47 sep- 
arate tests, 

“The point is this: If the Star 
borrows a car from a dealer or 
manufacturer for the purpose of 
conducting a gasoline-economy test 
and that car has to be returned be- 
cause it has not been adjusted 
correctly, then what is the new-car 
purchaser getting? 


“In many cases dealers com- 
plained they had no technical data 
available on new models (this was 
the particular case with some of 
the General Motors products), This 
suggests that in many instances the 
customer is the proving ground for 
a new design.” 


Barker continued: “Granted a 


lot of the troubles are spotted 
and rectified when a customer 








Rapid Service— 


There are three entrances and three exits 
in the 20-stall, open service area at 
Dean C. Pack’s new Chrysler-Plymouth 
dealership in Whittier, Calif. Parking space 
for cars awaiting service is across from 
the stalls, so little mechanic time is lost 
shifting cars around. 


body-shop installations with similar |, 


canopies. 
Facing Whittier Blvd. next to the 


new-car showroom, igs a 44-by-120-'§ 
foot canopy covering two rows of 
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used cars. It extends, and matches, | gms 


the front of the new-car showroom- 
office structure, Customers can 
shop under the canopy protected 
from rain or sun. 

Easy customer access by car to 
all parts of the dealership is a 
major point with Pack. In design- 
ing the establishment, which has a 
240-foot frontage on heavily trav- 
elled Whittier Bivd., Pack provided 
three “drive-in” entrances, Custom- 
ers can “flow” to any department: 
Service, sales, new-car showroom or 
used-car sales area. 

“We've 30 people here,” said 
Pack, “and every one of them is 
working to hit our target of 60 
new cars a month, We're sure we 
can do it easier, and more profit- 
ably, by paying maximum attention 
to service and used-car sales. It 


worked for us in Logan and we see} NeW YORK.—Jaguar Cars, Inc. 


Cars Under Guard— 





A few of the almost 400 cars replevined from Burtrum Bros. Motor Co., Joplin, Mo., 
by Securities Investment Corp., are shown under guard on vacant acreage in the 
southeast part of the city. Burtrum is fighting the seizure and the cars must remain 
in the custody of the sheriff until court disposition of the case. 


Jaguar Buys Out Distributor 
And Transfers Another 


no reason why it won’t work in &8/ nas purchased its nine-state Mid- 


fine community like Whittier.” 


” * * 


Ex-Supermarket Houses Dealership— 

A former supermarket in Whittier, Calif., was remodelled to house Dean C. Pack’'s 
new Chrysler-Plymouth dealership. The glass-enclosed showroom is to the rear of an 
outdoor canopied display area. The sign and arrow are between the used-car lot and 





Not Fit to Drive, Says Toronto Paper ... 


Faulty Cars from Makers? 


brings his new car in for his 
2,000-mile inspection, It still 
means, however, that many new 
model cars are not being ade- 
quately tested before production. 
Instead it’s the consumer who 
discovers the flaws and it takes 
considerable time before changes 
are made, 

“These problems seem to be prev- 
alent when a manufacturer brings 
a totally new car on the market. 
However, it is really no excuse, and 





west distributor and transferred 
the distributorship for six South- 
eastern states to Roosevelt Auto- 
mobile Co., of Washington. 

E. A. Murphy, owner of Jaguar 
Midwest, Indianapolis, announced 
the sale in what he described as a 
factory buyback program. Jaguar’s 
Midwest headquarters will be 
moved to Chicago, while Murphy 
will continue as a Rootes Group 
dealer. 

Roosevelt Automobile is taking 
over Jaguar distribution from 
Downing Distributing Co., Atlanta, 
and Waco Motors, Miami. 

A Fiat distributor since 1957, 
Roosevelt will distribute Jaguars 
to dealers in Alabama, Florida, 
Georgia, North Carolina, South 
Carolina and Tennessee. The new 
Jaguar distributorship is headed by 
Franklin D. Roosevelt jr. 

A Jaguar spokesman declined to 
reveal the terms under which the 
distributorship was moved from 
Downing and Waco Motors. There 
also was no word on whether the 
British Daimler, a Jaguar affiliated 
car, would be distributed by Roose- 
velt. 

Johannes Eerdmans jr., president 
of Jaguar Cars, Inc., called the 
Roosevelt tieup “another step for- 
ward in Jaguar’s long-term policy 
of building the strongest possible 
sales, parts and service organiza- 
tion in the United States.” 

Roosevelt indicated that its Fiat 


County and Town 
Fight Tax Battle 
In Virginia Court 





RICHMOND, Va. — “Legislation 
permitting towns to levy auto li- 
cense taxes and exclude the sur- 
rounding county from the tax 
revenues results in a basic tax in- 
equality and is clearly void and 
unconstitutional,” L, D,. Campbell 
jr., Hanover County attorney, told 
the Virginia Supreme Court. 

However, Enos Ray, Ashland 


the enthusiastic car purchaser) town attorney, argued that there 


should not be the one left with a 
poor car that is going to drop con- 
siderably in depreciation because it 
has design faults.” 

On the other hand, Barker said 
he found car builders are paying 
more attention to features that will 
make a car stand up, “The planned- 
obsolescence theory prevalent dur- 
ing the ’50s is slowly disappearing 
as new-car buyers are eyeing dur- 
ability, economy of operation and 
value in their new cars,” he said. 

In the newspaper’s economy test, 
Barker said, the field was led by 
Fiat, Austin 850, Renault, Ford 
Anglia, Triumph Herald and Volks- 
wagen. The leading United States 
car was the Falcon, 


Kelsey-Hayes Buys Gunite 

ROCKFORD, Ill. — Kelsey-Hayes 
Co., Detroit, has acquired Gunite 
Foundries Corp., and plans to ex- 
pand its facilities. 

Gunite makes a wheel assembly 
consisting of a cast steel wheel 
and brake drum for use in heavy- 
duty trucks. Kelsey-Hayes manu- 
factures brake drums. 


is no inequality involved; the town 
and county residents both may be 
taxed no more than $10 for local 
jauto licenses. 

The Supreme Court, hearing an 
appeal from the Hanover Circuit 
Court, which ruled the law uncon- 
stitutional, took the case under ad- 
visement. A decision is expected 
at the court’s January session. 

“We would have no argument,” 
Campbell said, “if the General As- 
sembly permitted the town to im- 
pose an additional license tax, 
rather than to exempt the town 
from the county tax so it could im- 
pose a license tax of its own.” 

County lawyers argued that “the 
high court must look beyond the 
levying of the tax to the use of the 
tax revenues in deciding the valid- 
ity of the legislation.” 

Attorney Ray told the court that 
Ashland was not too concerned 
about the particular tax involved, 
“but we are fearful of the far 
reaching effect of the Circuit Court 
decision . . . if this decision is sus- 
tained the same thing could happen 
to other taxes, 

“What will happen to the towns’ 
taxing power?” he asked. 



























dealers would be eligible for Jaguar 
franchises. Thirty percent of na- 
tional Fiat sales are handled in 
Roosevelt’s territory. 

In Atlanta, James C. Downing 
said he would remain a Jaguar re- 
tail dealer. The veteran import-car 
dealer, a. member of the Industry 
Relations Committee of the Na- 
tional Automobile Dealers Assn., 
said he disposed of the Jaguar dis- 
tributorship because of increased 
travelling requirements in a tight- 
ening market. 


Import Notes 


Joseph Lucas, Ltd. 

OSEPH LUCAS, Ltd., manufac- 

turer of electrical equipment and 
accessories, hag opened a new fac- 
tory branch at Van Nostrand Ave. 
and S. Dean St., Englewood, N. J. 

The new facilities represent a 
move to larger premises from Man- 
hattan where its United States sub- 
sidiary, Lucas Electrical Services, 
Inc., had been established for 13 
years. Lucas’ executive offices re- 
main at 501 W. 42nd St. 


Standard-Triumph 


Bev CORRIGAN has joined 
Standard-Triumph Motor Co., 
Inc., as regional 
manager for New 
York, New Jer- 
sey, Pennsylvania 
and other middle 
Atlantic states. 
Corrigan was 
recently assistant 
zone sales man- 
ager for Stude- 
baker - Packard 
Corp. in New 
; York. Before that 
Bruce Corrigan he served as 
Dodge district sales manager. 
o e * 


Renault 


Arron aes of Georges Basi- 
liou, former managing director 
of Renault operations in South 
Africa, as assistant general man- 
ager of Renault, 
Inc., has been an- 
nounced by Mau- 
rice Bosquet, 
president and 
general manager. 

In the newly 
created post, 
Basiliou will “di- 
rectly assist me 
in the adminis- 
tration of all 
Phases of Re- ». 
nault’s expanded Georges Basiliou 
sales and service program in the 
United States,” Bosquet said. 

Prior to his assignment in 1958 
to head Renault’s new subsidiary in 
South Africa — Renault Africa 
(Pty.), Ltd.—Basiliou held manage- 
ment positions in the Middle East 
and in the British Commonwealth 
countries in Africa, He began his 
automotive career as a trainee in 
the Renault assembly plant at Bill- 
ancourt in 1951, 
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High ’61 Volume Seen... 





Suppliers Air Optimism 


eo in industries re- 
4 jated to the auto industry are 
looking on last year with mild sat- 
isfaction and looking toward this 
year with sober optimism. 

Most of them said their compa- 
nies and industries did well in 1960 
and some noted that records were 
broken, While none expects the 
economy to go through the roof in 
1961, most seem to be looking for- 
ward to a good year. 

“The rubber industry’s tire pro- 
duction in 1960 pushed over the 
120-million-unit mark for the first 
time in its history, but actually 
the shipment of 126.2 million 
units fell short of the forecast 
of the industry’s statistical ex- 
perts,” said M. G. O'Neil, presi- 
dent of General Tire and Rubber 
Co. 
“A somewhat more realistic pro- 
jection on the overall] outlook 
points to a 1961 performance at 
least equal to 1960’s, with the pos- 
sibility of a record demand for 
automobile replacement tires plus 
a stronger truck-tire market sup- 
porting the forecast. 

“As now projected, the demand 
for original equipment tires for au- 
tomobiles will be less than in 1960, 
but if the nation’s economy makes 
the expected marked recovery well 
before the end of 1961—and there 
are signs that it will—this picture 
could change quickly with a surge 
of new-car orders.” 

* * 


cd 

ORLD rubber consumption, ex- 

clusive of Iron Curtain syn- 
thetic rubber, should reach a new 
high of 3,800,000 long tons in 1961, 
an increase of one percent above 
this year’s record, J, W. Keener, 
president of B. F. Goodrich Co., 
said. 

Rubber consumption in the 
United States next year will be 
around 1,555,000 long tons, about the 
same as in 1960, Keener said. 

Domestic sales of passenger- 
car tires for replacement pur- 
poses are again expected to set 
a record of 72 million units, com- 
pared with about 69 million units 
in 1960 and 66.7 in 1959, Keener 
added. 

Global consumption of rubber, 
spurred by another record produc- 
tion of car tires for the U. S. re- 
placement market, should reach a 
new high in 1960, Chairman E, J. 
Thomas of Goodyear Tire & Rubber 
Co. predicted. 

* 


* * 
ORLDWIDE use of natural and 
synthetic rubber this year 
should exceed the record 3,688,000 
tons consumed in 1959, and shows 
promise of setting still another rec- 
ord in 1961, Thomas said. 

In 1960, for the ninth consecu- 
tive year, industry sales of auto- 
mobile tires should surpass the 
preceding year’s sales in the U. 8S. 
replacement market, Thomas 
said. Passenger tire sales this 
year should reach a record 69 
million units, he added, with an 
all-time high of 71 million units 
forecast for 1961. 

Aluminum consumption during 
1961 should continue at near record 
levels, according to Lawrence 
Litchfield jr., president of Alumi- 
num Co. of America. 

Litchfield added, “Demand for 
aluminum, in all forms, as measur- 
ed by U. S. shipments this year to 
domestic and foreign customers, 
will approximate 2,300,000 tons. 
This total is exceeded only by the 
alltime record of 2,480,000 tons set 
in 1959, when sizable inventories 
were built up by users in anticipa- 





Automotive News 
Address 


We ran a check the other day, 
more than two years since we 
moved into our own building at 
965 E. Jefferson, Detroit 7, Mich. 
We found that a third of our mail 
still carried our old address. 

If it got to the right clerk at 
the Postoffice, we got the mail 
without too much delay, but some 
clerks simply stamped it "Not at 
This Address," and returned it to 
the sender. 

Te avoid delay, please address 
us Automotive News, 965 E. Jef- 
ferson, Detroit 7, Mich. 








tion of an industrywide strike 
which did not take place. 
* + * 


ae by producers and 
fabricators that year jumped 
nearly 40 percent over the total for 
1958, an abnormal circumstance no 
one could expect to happen year 
after year,” the Alcoa executive 
said. 

“We know also,” he added, “that 
aluminum users drew heavily on 
1959 inventories during 1960, and 
that actual consumption exceeded 
shipments.” 

The outlook for highway trans- 
portation in the Sixties gives 
“cause for optimism but not for 
complacency,” Arthur C, Butler, 
director of the National Highway 
Users Conference, 

He explained, “There is bound to 
be much greater use of trucks — 
but trucks will continue to carry 
heavy taxes along with their other 
loads. 

“New and better roads definitely 


are in our future—but they will be 
expensive and some people would 
delay them, 

“We are well started on our huge 
highway program—but there is a 
need for a better distribution of 
the tax burden.” 


* * * 


a sae E. HULL, president of the 
Manufacturing Chemists’ Assn., 
issued a year-end statement, which 
said, in part: 

“Chemical-industry sales for 1960 
are expected to hit $28 billion, or 
about 9 percent above the 1959 sales 
record of $25.7 billion. 

“In addition, an average of es- 
made by industry leaders 

earlier this year indicates the 
year 1961 holds promise of total 
sales exceeding this year’s total. 

“In looking over the decade of 
the 1950s, it appears that, if the 
next 10 years of chemical-industry 
development should be anything 
like the last 10, we are in for con- 
tinued growth, Between 1950 and 
the end of the third quarter this 
year chemical-industry production 
on an index basis increased from 
60.5 to 122 or more than 61 percent, 
and investment in new plant and 
equipment amounted to $13.5 bil- 
lion.” 





Copeland Speaks in Sacramento— 


Panning for gold could become a hobby for David Copeland, Chrysler Corp.'s West- 
ern area director, as a result of the gift he received from Sacramento (Calif.) City- 
County Chamber of Commerce. From left are Norman Quillinan, C of C president, who 
presented the gold pan symbolizing Sacramento's history and future; Copeland; Rich- 
ard A. Warren, president, Sacramento New Car Automobile Dealers Assn., and John 
Sapunor, C of C breakfast committee chairman. Copeland was the speaker at a C of C 
breakfast honoring Sacramento's automobile business. 





be sure to see 


“STAINLES> 
STEEL ina concept 


for the future’ 


at the SAE. International Congress and 
Exposition of Automotive Engineering 


COBO HALL-Detroit 
January 9-13, 1961 


McLouth Steel presents a spectacular projection 


of Stainless Steel into the future. 


You will see a dramatic exhibition of ground 


and monorail vehicle transportation in action. 


McLOUTH STEEL CORPORATION 


DETROIT 17, MICHIGAN 
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Dealer Cites Veteran Employes— 


Ten employes of Lone Star Cadillac Co., Dallas, received service awards at the 
firm's 27th anniversary party. Awards were presented to all employes who have served 
25, 20, 15, 10, five and three years. At left is W. D. DeSanders, president. Next to 
him is N. J. DeSanders, founder and board chairman of the Dallas dealer-distributorship. 








Most Canadians Prefer 
Larger Car, GM Finds 


VANCOUVER, B. C.—Seven out 
of ten Canadians still show a pref- 
erence for the larger conventional 
cars, Richard M, Colcomb, zone 
manager, General Motors of Cana- 
da, told the Automotive Retailers 
Assn. of British Columbia at a 
Vancouver convention. 

He said while studies made by 
GM showed no indication that Ca- 
nadians wanted a stripped-down 
car, price was becoming a greater 
preoccupation of many car buyers. 

Jack Harkes was elected presi- 
dent of the association. Douglas 
Darling and William Prittie were 
elected vice-presidents, with Al 
Higgins as treasurer. a are all 
from Vancouver. Lloyd Kinneard 
was reappointed secretary-manager. 

Colecomb said proposals of the 
Canadian government to impose 
tariff regulations on imported cars 
would be a welcome move. 

He said one in seven of the 
working force of Canada was de- 
pendent on the automobile for 
his livelihood and that the action 
of the government in endeavoring 
to aid the problem of foreign im- 
port competition was completely 
justified. 

Registration of 289,000 cars, more 
than double the present total, for 
the Vancouver metropolitan area by 
1975 was foreseen by Prof. Leslie 
Wong of the University of British 
Columbia's department of com- 
merce, In the next 16 years he fore- 
saw one car to every three persons, 
as compared to the present ratio 
of one car to-every four. Such an 
increase in car population would 
also bring its problems, he forecast. 

He presented a preliminary re- 
port of a survey of 110 service sta- 
tions in Burnaby, B. C., which re- 
vealed poor compensation for long 
hours. One group of 18 operators 
averaged 79 hours work per week, 
with earnings only averaging out 
at 75 cents per hour. A second 
group of 17 worked 68 hours for 






Ready for Production— 


Walker Markeiing of Canada, Galt, Ont., 
will produce the ceramic-coated muffler 
and tailpipe assemblies that will be on 
the 1961 Ramblers that American Motors 
Corp. of Canada will begin turning out 
at its new Brampton (Ont.) plant in Jan- 
vary. Here, E. K. Brownridge, right, AMC 
general manager, and L. C. Ackerman of 
Walker Marketing, check one of the new 
mufflers. 


$1.26 an hour, while a third group 
of 10 operators worked an average 
of 56 hours weekly for an average 
hourly $1.87. 

He contended that “have 
money, will invest” was not the 
key to the service station busi- 
ness and that “incredible” lease 
conditions, poor selection of pro- 
spective operators, bad manage- 
ment and lack of merchandising 
ability for both goods and serv- 
ices were responsible for many of 
the problems existing. He urged 
the association to fight for a de- 
gree of control over the eco- 
nomic conditions affecting its 
membership. 

During the convention, the as- 
sociation proposed establishments 
of special municipal committees in 
each municipality to consider the 
service station problem. It was sug- 
gested the committees should com- 
prise one representative from the 
city or municipal council, one from 
the oil companies and one from the 
Automotive Retailers Assn. This 
committee would review all ap- 
plications for prospective station 
operators and have power to ap- 
prove or reject, 

As a form of preventive medicine 
for the ills of the automobile serv- 
ice and garage industry, it was 
suggested the association should 
advertise its willingness to give 
counsel to prospective gas station 
operators as to the merits of their 
proposals, the volume of traffic they 
would require for success, the suit- 
ability of the location, competitive 
factors involved and financial dif- 
ficulties which would have to be 
faced. 

Howard Mitchell, publisher, 
Western Business, and past presi- 
dent, Vancouver Board of Trade, 
a guest speaker, urged the export 
of B. C. power which he said would 
bring B. C. $250 million per year 
from the Peace and Columbia 
power proposals alone, He admitted 
depressing factors in the B. C. in- 
dustria' economy, but said the long- 
term vwutlook was promising for 
both primary and secondary B. C. 
industries. 


Sales by Dealers 
Up 17 Percent 
During Month 


WASHINGTON. — New-car deal- 
ers’ sales in October totalled $2,728 
million, up 17 percent from the 
September figure but 8 percent 
under the total for October of last 
year, the Commerce Department re- 
ported. 

Total retail sales for the month 
were $18,658 million, up 4 percent 
from September but down 2 percent 
from October, 1959. 

October sales of tire, battery and 
accessory dealers ran to $205 mil- 
lion, up 2 percent from September 
but down 10 percent from October, 
1959. 

Service station volume in October 
reached $1,501 million, a gain of 2 
percent from September and an in- 
crease of 3 percent from the Octo- 
ber, 1959, total. 

October sales of automotive whole- 
salers reached $534 million, off one 
percent from the totals for both 
September and October, 1959, 
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Auto Personnel 





G. Thomas Moore has been ap- 
pointed comptroller of Chrysler 
Corp.’s Los Angeles assembly plant, 
succeeding E. J. Grommet, who re- 
signed. Moore formerly was budget 
manager of Chrysler’s car and 
truck assembly group in Detroit. 
He joined Chrysler in 1959. 


*” * * 


Budd’s Roberts Promoted 


In Wheel-Products Sales 


Fred T. Roberts has been ap- 
pointed manager of Budd wheel 
products sales to wheel distributors 
and truck, bus and trailer fleets 
throughout the United States and 
Canada. He had been wheel prod- 
ucts Manager. 

Roberts’ responsibilities will cover 
Budd wheels and all related prod- 
ucts, and will extend to supervision 
of Budd’s West Coast subsidiary, 
Wheel Industries, Inc., with head- 
quarters and warehouse in Los 
Angeles. 

+ * * 


World Bestos Appoints 


Replacement Sales Chief 


Robert W. Stutt has been ap- 
pointed replacement sales manager 
for World Bestos 
Division, Fire- 
stone Tire & Rub- 
ber Co, New 
Castle, Ind. 

Stutt will su- 
pervise all sales 
of World Bestos 
brake lining and 
friction materials 
to automotive dis- 
tributors, brake 
specialists, se rv- 
ice stations, fleet 





R. W. Stutt 
operators and other replacement 
outlets. He has been associated with 
the company since 1956, 

* * * 


Smith Promotes Jones 


James F. Jones has been named 
group executive in charge of A. O. 
Smith Corp.’s industrial products 
group. He formerly was general 
manager of the company’s automo- 
tive and railway products group. 
The industrial products group in- 
cludes motors, welding products, 
reinforced plastics and the Crowley 
Division, which makes components 
for the communications industry. 

+ * + 


Grizsly Names Van Gundy 


Sales Coordinator 

L. D. Van Gundy has been ap- 
pointed sales co- 
ordinator for 
Grizzly Brake Di- 
vision, MarPro, 
Inc., Chicago, 

Van Gundy pre- 
viously had been 
associated with 
the Maremont 
Muffler Division 
and Accurate Re- 
Nu Clutch Di vi- 
sions in an inter- 
nal sales man- 
agement capacity, according to 
K. W. Maxwell, Grizzly’s director 
of sales. 





L. D. Van Gundy 


* * * 


Brashears Named to Head 


New Hoover Ball Division 


J. R. Brashears has been named 
general manager of the new Hoover 
Ball Division, which consolidates all 
ball manufacturing, engineering, 
sales and administrative functions 
of Hoover Ball & Bearing Co. The 
division’s headquarters are at Mid- 
dletown, O. 

C. E. Bowman has been appointed 
assistant general manager. H. E. 
Smith is sales manager. 

* * ” 


Ford Appoints Bitney 
W. J. Bitney, formerly used-car 
manager in Ford Division’s district 
office in Minneapolis, hag been 
named sales planning and analysis 
manager there. 
+ * + 
Christenson Ends Career 


With Cleveland Graphite 


L. W. Christenson has retired as 
sales vice-president of Cleveland 
Graphite Bronze Division, Clevite 
Corp. His successor is W. D. Cow- 
gill, who was named general sales 
manager four months ago. 

Christenson joined Cleveland 
Graphite in 1924, He became sales 





manager. He had been Northeastern 


regional sales manager. 
* * 


Grizzly Brake Appoints 


Regional Sales Manager 

Ray Eifel has been appointed 
Western regional sales manager for 
Grizzly Brake 
Division, MarPro, 
Inc., Chicago. 

Eifel joins Griz- 
zly with over 10 
years experience 
in the automotive 
aftermar- 
ket. Prior to his 
most recent ap- 
pointment, Eifel 
was district sales 
manager for ; 
Maremont Muf- Ray Eifel 
fler Division. He will headquarter 
in St, Louis. 


































manager in 1943 and was elected 
vice-president in 1948. In retire- 
ment he will engage in sales and 
marketing consulting. 

e o e 


Walker Appoints Matteson 


Wholesale Marketing Chief 


George C. Matteson jr. has been 
named marketing manager for Au- 
tomotive Wholesale Division, Walk- 
er Mfg. Co., Ra- 
cine, Wis. 

Matteson was a 
member of the 
outside sales or- 
ganization for the 
company until 
two years ago 
when he joined 
the home office 
staff as product 
manager for ex- 

, haust system 

G. C, Matteson pa rts. Replacing 
Matteson is Gene O, Hartnett, pre- 
viously a Walker West Coast terri- 
tory manager. 
* 


* * 


King Goes to Minneapolis 
W. K. King has been named 
regional manager for Chrysler- 
Imperial in Minneapolis, He for- 
merly was assistant regional 
manager in Philadelphia. King 
replaces R. J. Kramer, who re- 
signed. 





* * * 


Brownley Promoted 


John W. Brownley has been elect- 
ed manufacturing vice-president of 
Industrial Rayon Corp., Cleveland. 
He formerly was production man- 
ager. Before joining Industrial 
Rayon in 1959, Brownley was execu- 
tive vice-president of Industrias 
Consolidadas de Matanzas, rayon 
producer in Cuba. 

+ * 


* 
Foley Named Sales Chief 
Theodore T. Foley has been 
named general sales manager of 
Pneus General S. A. in Rio De 
Janeiro. He will be in charge of 
all General Tire sales in Brazil. 


Aro Appoints Huntsberry 


Lubricating Equipment Division 
of Aro Equipment Corp. has an- 
nounced the appointment of Harold 
S. Huntsberry as operations man- 
ager of the company’s domestic 
factory branch offices. 

* + + 
Willys Appoints Hartman 
Chief Military Engineer 

Paul B. Hartman, chief experi- 
mental engineer for Willys Motors, 
Inc., Toledo, has 
been named to 
the newly created 
position of chief 
military engineer. 

Hartman will 
handle all engi- 
neering work on 
military vehicles, 
both production 
A and experimental 
& models, He will 

eS work closely with 

P. B. Hartman the United States 
Army Ordnance Corps and other 
military units. 
* 


World Bestos Names Stutt 


Replacement Sales Manager 


Robert W. Stutt has been ap- 
pointed replacement sales Manager 
of World Bestos Corp., a division 
of Firestone Tire & Rubber Co. 

Stutt succeeds J. W. Greenen, 
who recently was named general 
manager. Stutt joined World Bestos 
in 1956 as district sales manager 
in San Francisco and had been 
Western Division sales Manager. 

2 


GMAC ‘Appoints 
7 Branch Chiefs 


General Motors Acceptance Corp. 
has opened a new branch and has 
appointed new managers for six 
other branches. 

The new branch is in Biloxi, Miss. 
It will be managed by James W. 
Carter, who formerly headed the 
Greenwood (Miss.) branch. 

Other new managers are: Wood- 
row W. Baldwin, Greenwood, Miss.; 
Elijah A. Fleming, Greenville, Miss. ; 
John J. Walls, Utica, N. Y.; Wallace 
H. Clemons, Pensacola, Fla.; Lloyd 
A. Linden, San Bernardino, Cailif., 
and Alan G. Tickle, Bakersfield, 
Calif. 

* * a. 
Climax Molybdenum Names 


Stilwell Lubricant-Sales Chief 


William M. Stilwell has been ap- 
pointed manager of lubricant sales 
and development for Climax Molyb- 
denum Co., a division of American 
Metal Climax, Inc. He succeeds 
Kenneth B. Wood jr., recently ad- 
vanced to manager of chemical 
sales. 

Since joining Climax in 1955, Stil- 
well has served as assistant man- 
ager of lubricant sales and develop- 
ment and as manager of agricul- 
tural sales and development. 

* * a 





* 


Devine in New S-P Post 


T. J. Devine has been named 
district manager in Western Wis- 
consin for Studebaker-Packard 
Corp. He formerly was Studebaker 
district manager in Atlanta, Devine 
replaces A. E. Stahel, who resigned. 


Permatex Reassigns Gilmour 

Permatex Co., Inc., has appointed 
Everett T. Gilmour to the newly 
created position of Eastern sales 


Seminar for L-M Salesmen— 


Lincoln-Mercury Division is holding a series of seminars throughout the country for 
top Lincoln Continental, Mercury, and Comet salesmen. Among those at the Detroit 
seminar, were R. F. Williams, lower left, l-M marketing training manager, and E. F. 
Coll, standing in the background, Detroit district sales manager. The salesmen dis- 
cussed their successful selling techniques with each other and with division officials. 
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Sales Conditions in Various Areas ... 





Auto Market Reports 


Omaha 


A total of 1,397 new cars were 
registered in Omaha in November, 
194 more than in the previous 
month. 

The top five, by makes, were 
Chevrolet, 366; Ford, 345; Plymouth, 
126; Oldsmobile, 98, and Pontiac, 88. 

International led in truck sales, 
140, followed by Mack, 75, and 
Chevrolet, 45. For the month, 323 
trucks were sold as contrasted to 
only 170 in October. 


—ArRTHUR R, OLESON 
* + * 


Minneapolis 

New-car registrations in Henne- 
pin County (Minneapolis) during 
November totalled 3,474, up 967 
from the 2,507 registered in Novem- 
ber, 1959, but down 426 units from 
the 3,900 registered in October this 

ear. 

- By makes, registrations were: 

Chevrolet, 857; Ford, 527; Olds- 

mobile, 227; Rambler, 191; Pon- 

tiac, 181; Plymouth, 175; Buick, 

165; Dodge, 121; Falcon, 114; Val- 

iant, 113; Cadillac, 101; Mercury, 

97; Corvair, 94; Comet, 83; Stude- 

baker, 60; Chrysler, 59; F-85, 50; 

Special, 44; Tempest, 39; Volks- 

wagen, 38; Renault, 36; Lancer, 

30; DeSoto, 9; Fiat, 7; Mercedes- 
Benz, 6; Volvo, 6; Triumph, 5; 
Lincoln, 3; Austin-Healey, 2; MG, 
2; Morris, 2; Willys, 2, and mis- 
cellaneous, 28. 

New trucks delivered during 
November totalled 191, compared 
with 194 a year earlier and 187 a 
month earlier. A breakdown by 
makes follows: Chevrolet, 85; -Ford, 
40; GMC, 15; International, 14; 
Dodge, 9; Willys, 6; Diamond T, 3; 
Mack, 3; Volkswagen, 3; Divco, 1; 
Studebaker, 1; White, 1, and mis- 
cellaneous, 10. 


—Donatp M. Lyons 
* oe * 


Dallas 

Dallas new-car sales totalled 3,704 
in November, compared with 3,377 
the previous month. 

By makes, they were: Chevrolet, 
1,123; Ford, 694; Falcon, 263; Olds- 
mobile, 175; Pontiac, 173; Rambler, 
167; Buick, 164; Corvair, 143; Cad- 
illac, 105; Volkswagen, 88; Plym- 
outh 86; Dodge, 76; F-85, 68; Val- 
iant, 63; Studebaker, 44; Special, 42. 

Chrysler, 35; Mercury, 28; 
Comet, 27; Renault, 21; Tempest, 
19; Lancer, 15; Lincoln, 13; Im- 
perial, 12; Fiat, 8; Metropolitan, 

8; Peugeot, 7; Triumph, 6; Mer- 
cedes-Benz, 4; Opel, 4; Vauxhall, 
4; DeSoto, 3; Hillman, 2; Simca, 
2; Volvo, 2; Willys, 2, and miscel- 
laneous, 8. 

New-truck registrations during 
the month were up to 422 from 354 
in October. By makes: Chevrolet, 
192; International, 85; Ford, 82; 
Dodge, 25; GMC, 18; Volkswagen, 
5; Kenworth, 4; Peterbilt, 2; White, 
2; Willys, 2; Autocar, 1; Commer, 1; 
DKW, 1; Mack, 1, and Stude- 
baker, 1. 


—Rusy FENOGLIO 
* *~ * 


Birmingham, Ala. 

New-car sales in Birmingham, 
Ala., totalled 1,371 in November, or 
575 fewer than the previous month. 

By makes, they were: Chevrolet, 
357; Ford, 274; Falcon, 110; Corvair, 
74; Pontiac, 71; Buick, 71; Rambler, 
63; Oldsmobile, 59; Comet, 46; Cad- 
illac, 39; Dodge, 37; Plymouth, 37; 
Volkswagen, 28; Mercury, 24; Val- 
iant, 24; Chrysler, 16; Studebaker, 
11; Fiat, 4; Imperial, 4; Lincoln, 4; 
Opel, 4; Austin-Healey, 2; DeSoto, 
1, and miscellaneous, 11. 

UART RIDDLE 
CJ of On 


Indianapolis 

November new-car registrations 
totalled 2,852 in Marion County 
(Indianapolis), compared with 2,498 
a month earlier and 2,605 a year 
earlier. 

By makes, registrations were: 
Chevrolet, 606; Ford, 499; Oldsmo- 
bile, 265; Falcon, 215; Pontiac, 169; 
Dodge, 146; Buick, 137; Corvair, 
125; Rambler, 102; Cadillac, 89; 
Volkswagen, 87; Plymouth, 76, and 
Comet, 62, 

Valiant, 54; Mercury, 50; Stude- 
baker, 41; Chrysler, 28; Renault, 
19; DeSoto, 12; Imperial, 11; Lin- 

















coln, 9; Mercedes-Benz, 8; Simca, 
6; MG, 5; Volvo, 5; Vespa, 4; 
Jaguar, 3; Saab, 3; Triumph, 3; 
Austin-Healey, 2; Fiat, 2; Metro- 
politan, 2; Morris, 2, and miscel- 
laneous, 5. 

New-truck sales in November 
numbered 275, compared with 112 
in October and 290 in November, 
1959. By makes, they were: Ford, 
74; Chevrolet, 70; International, 50; 
GMC, 21; Dodge, 14; Willys, 11; 
Volkswagen, 10; White, 10; Mack, 
9; Diamond T, 2; English Ford, 1; 
Kenworth, 1; Reo, 1, and Stude- 
baker, 1. 

—C. L. Kern 


* * 


* 
Clevelan 

November saw 7,021 new cars 
registered in the Cleveland area, 
the best month since last June. 

A month earlier the total was 
6,854 and a year earlier it had been 
5,131. 

By makes, registrations were: 
Chevrolet, 1,308; Ford, 1,244; Olds- 
mobile, 518; Buick, 498; Pontiac, 
484; Falcon, 451; Dodge, 351; 
Comet, 336; Corvair, 306; Ram- 
bler, 286; Mercury, 237; Plym- 
outh, 199; Valiant, 195; Cadillac, 

193; Volkswagen, 95; Chrysler, 72, 
and Studebaker, 52. 

Renault, 21; Imperial, 17; Surrey, 
15; Fiat, 12; Simca, 11; Lincoln, 10; 
Austin, 9; DeSoto, 9; Triumph, 9; 
Volvo, 9; Mercedes-Benz, 8; Vaux- 
hall, 7; Metropolitan, 6; MG, 6; 
Morris, 6; Peugeot, 5; Saab, 5; Eng- 
lish Ford, 4; Taunus, 4; Checker, 3; 
Skoda, 3; Hillman, 2; Opel, 2; 
Rover, 2, and miscellaneous, 11. 

Used-car transactions numbered 
23,330 in November, compared with 
22,856 in October and 20,996 in No- 
vember, 1959. 

New-truck registrations total- 
led 416, compared with 351 the 
previous month and 441 in the 
year-ago month. Used-truck 
transactions were down to 830 
from 909 a month earlier and 850 
a year earlier. 

The November count by makes 
was: Chevrolet, 131; Ford, 85; In- 
ternational, 64; Willys, 50; Dodge, 
36; White, 17; GMC, 15; Volks- 
wagen, 6; Divco, 5; Mack, 3; Re- 
nault, 2; Reo, 1, and Studebaker, 1. 


—SANFoRD MARKEY 
* * * 


Toledo 


November new-car sales in Toledo 
and Lucas County amounted to 
1,613, compared with 1,667 in Octo- 
ber and 1,199 in November a year 
ago. 

By makes, sales were: Chevro- 
let, 355; Ford, 233; Pontiac, 133; 
Buick, 121; Oldsmobile, 116; Fal- 
con, 111; Dodge, 77; Plymouth, 
71; Rambler, 68; Comet, 62; Cor- 
vair, 46; c, 45; Mercury, 
41; Valiant, 38; Volkswagen, 34; 
Chrysler, 23; Imperial, 9; Stude- 
baker, 9; Fiat, 3; Triumph, 3; 
Lincoln, 2, and miscellaneous, 13. 
New-truck sales totalled 126, 

compared with 105 a month earlier 
and 115 a year earlier. 
* 7 a 


Peoria, Iil. 


New-car sales in the two-county 
metropolitan area of Peoria, Ill, 
totalled 963 in October, with Ford 
leading Chevrolet by a count of 204 
to 191. 

Other registrations were: Olds- 
mobile, 68; Falcon, 61; Pontiac, 50; 
Rambler, 49; Comet, 48; Dodge, 46; 
Buick, 33; Corvair, 33; Plymouth, 
31; Mercury, 30; Studebaker, 24; 
Valiant, 18; Cadillac, 16; Chrysler, 
11; DeSoto, 5; Imperial, 3, and mis- 


cellaneous, 42. 
—Gene Boorn 
a *~ 


Youngstown, O. 
New-car registrations in Youngs- 
town and Mahoning County, O., in 
November numbered 882, compared 
with 918 in October and 678 in the 
year-ago month. 

By makes, registrations were: 
Ford, 152; Chevrolet, 146; Pon- 
tiac, 67; Dodge, 66; Rambler, 56; 
Oldsmobile, 55; Buick, 54; Falcon, 
50; Corvair, 39; Plymouth, 34; 
Cadillac, 30; 25; Mercury, 


Soto, 2, and miscellaneous, 12. 
New-truck registrations totalled 


63, compared with 70 the previous 
month. By makes: Ford, 16; Chev- 
rolet, 15; Divco, 10; Dodge, 6; Inter- 
national, 6; Willys, 5; GMC, 3; 
White, 1, and miscellaneous, 1. 

Used-car transactions totalled 
1,298, compared with 1,442 a month 
earlier and 1,388 a year earlier. 

+ * * 


Cincinnati 

A total of 3,410 new cars were 
sold in Cincinnati and Hamilton 
County in November, compared 
with 3,332 a month earlier. It was 
the highest monthly volume record- 
ed since June. 

By makes, registrations were: 
Chevrolet, 847; Ford, 732; Buick, 
273; Oldsmobile, 261; Pontiac, 229; 
Rambler, 199; Plymouth, 191; 
Comet, 117; Dodge, 106; Cadillac, 
93; Mercury, 89; Volkswagen, 81; 
Studebaker, 53; Chrysler, 25; Met- 
ropolitan, 22; Imperial, 15; Tri- 
umph, 9; Austin, 8; Renault, 8; 
Lincoln, 7; Mercedes-Benz, 6; 
Fiat, 4; MG, 4; Morris, 3; Vaux- 
hall, 3; Jaguar, 2; Simca, 2; 
Volvo, 2; DeSoto, 2; BMW, 2; 
Borgward, 2; English Ford, 2, 
and miscellaneous, 9. 

Used-car transactions numbered 
3,538 in November, compared with 
3,617 a month earlier. 

New-truck sales numbered 181 in 
November, compared with 216 a 
month earlier. By makes: Chevro- 
let, 64; Ford, 59; GMC, 20; Interna- 
tional, 14; Dodge, 9; Willys, 5; 
White, 4; Volkswagen, 3; English 
Ford, 1; Mack, 1, and Reo, 1. 

Used-truck sales fell to 152 in 
November from 172 in October. 

—ALLAN R, Hem 
ca Bd + 


Louisville 

It has been a big year for Louis- 
ville dealers in terms of volume, 
but dealers complain that profits 
have been virtually nil. 

Many complained that an over- 
supply of ’60s made many of the 
1,649 November deals unprofitable. 
The month’s volume compared with 
1,717 in October, 

By makes, registrations were: 


Chevrolet, 478; Ford, 414; Plym- . 


outh, 105; Oldsmobile, 104; Ram- 
bler, 98; Buick, 97; Pontiac, 83; 
Comet, 47; Dodge, 42; Mercury, 
41; Volkswagen, 38; Cadillac, 29; 
Chrysler, 19; Studebaker, 9; 
Simca, 6; Imperial, 5; Valiant, 5; 
Saab, 4; Lincoln, 3; Mercedes- 
3; Austin-Healey, 2; De- 
Soto, 2; Morris, 2; Opel, 2; Re- 
nault, 2, and miscellaneous, 6. 
New-truck sales totalled 131, 
compared with 128 the previous 
month, By makes, they were: Chev- 
rolet, 62; International, 31; Ford, 
29; GMC, 3; Dodge, 1; Mack, 1; 
Volkswagen, 1; White, 1; Willys, 1, 
and miscellaneous, 1. 


—A, W. WiLuiaMs 
~ + * 


Miami 

November new-car registrations 
in Miami numbered 4,866, compared 
with 4,625 a month earlier. 

By makes, the count was: Chev- 
rolet, 1,612; Ford, 982; Rambler, 
488; Oldsmobile, 258; Pontiac, 247; 
Plymouth, 215; Comet, 168; Buick, 
144; Cadillac, 187; Dodge, 109; 
Volkswagen, 106; Mercury, 57; 
Chrysler, 55; Studebaker, 50; Simca, 
43; English Ford, 41, and Metro- 
politan, 23. 

Fiat, 21; Lincoln, 19;; Austin, 
13; Morris, 7; Opel, 7; Datsun, 6; 
DeSoto, 6; Hillman, 6; MG, 6; 
Sunbeam, 6; Jaguar, 5; Volvo, 5; 
Renault, 4; Mercedes-Benz, 3; 
Porsche, 3; Triumph, 3; Vespa, 
2, and miscellaneous, 9. 

New-truck registrations totalled 
287, and were shared as follows: 
Chevrolet, 111; Ford, 77; GMC, 28; 
International, 27; Willys, 12; Mack, 
6; White, 5; Dodge, 3, and Divco, 1. 
—Trescot Goope 
* + + 


Salt Lake City 


Registrations of new cars in Salt 
Lake City totalled 954 in November, 
compared with 873 a month earlier. 
makes, registrations were: 


Pontiac, 41; Cadillac, 24; 
18; Chrysler, 11; Studebaker, 7; 





DeSoto, 4; Imperial, 1; Lincoln, 
1, and miscellaneous, 88, 

The new-truck count was 182, 
compared with 153 the previous 
month. By makes: Chevrolet, 60; 
International, 39; Ford, 36; GMC,, 
22; Willys, 9; Dodge, 6; Studebaker, 
3; Kenworth, 1, and miscellane- 


ous, 6. 
* * o* 


Charleston, S. C. 


New-car sales in Charleston, S. C., 
in November rose to 532 from the 
467 recorded a month earlier. 

By makes, they were: Ford, 
170; Chevrolet, 147; Dodge, 24; 
Plymouth, 24; Pontiac, 24; Buick, 
22; Volkswagen, 21; Rambler, 20; 
Comet, 17; Oldsmobile, 15; Mer- 
cury, 11; NSU, 8; Studebaker, 7; 
Chrysler, 4; English Ford, 4; 
Valiant, 3; Cadillac, 1; DeSoto, 1; 
Imperial, 1; Willys, 1, and miscel- 
laneous, 7, 

New-truck sales totalled 74, com- 
pared with 49 the previous month. 
By makes, they were: Chevrolet, 
22; International, 16; Ford, 13; 
GMC, 8; Volkswagen, 6; Mack, 4; 
Dodge, 1; White, 1; Willys, 1, and 


miscellaneous, 2, 
+ oa + 


St. Louis 
November new-car registrations 
in St. Louis totalled 3,995, com- 
pared with 3,804 a month earlier. 
Compact cars were responsible for 
a healthy percentage of the busi- 
ness. 

By makes, registrations were: 
Chevrolet, 870; Ford, 734; Falcon, 
339; Pontiac, 274; Oldsmobile, 
238; Rambler, 232; Dodge, 199; 
Plymouth, 167; Corvair, 160; Val- 
iant, 158; Buick, 134; Comet, 78; 
Volkswagen, 78; Cadillac, 75; 
Mercury, 49; Chrysler, 31; Stude- 
baker, 29; Triumph, 21; Renault, 
20; DeSoto, 14; Imperial, 14; 
Austin, 11; MG, 9; Morris, 6; 
Lincoln, 4, and miscellaneous, 51. 
New-truck registrations num- 
bered 274, exactly the same as in 
the previous month, The break- 
down showed: Chevrolet, 82; Ford, 
62; International, 42; GMC, 25; 
Studebaker, 18; Dodge, 15; Willys, 
11; Volkswagen, 10; White, 10; 
Mack, 5, and Divco, 4. 


—Jack BrrNstTeIn 
* + + 


Denver 
Sales of new cars continue good 
in Denver, with the November total 
of 1,998 comparing with 1,554 a 
month earlier and 1,597 a year ear- 
lier. 

By makes, November sales 
were: Chevrolet, 468; Ford, 347; 
Falcon, 143; Rambler, 132; Cor- 
vair, 121; Buick, 114; Oldsmobile, 
105; Pontiac, 96; Cadillac, 65; 
Dodge, 63; Volkswage 51; 
Comet, 49; Plymouth, 47; V. t, 
44; Mercury, 43; Chrysler, 28; 


Studebaker, 20; Lincoln, 6; Opel, - 


5; Porsche, 5; Fiat, 4; Im 

4; Mercedes-Benz, 4; Volvo, 4; 
Austin-Healey, 2; English Ford, 
2; Simca, 2; Renault, 2; DeSoto, 
1, and miscellaneous, 12. 

New-truck sales totalled 228 in 
November, compared with 180 in 
October and 366 in November, 1959. 
By makes, November sales were: 
Chevrolet, 86; Ford, 41; Kenworth, 
30; International, 23; Dodge, 17; 
Willys, 11; Divco, 6; Studebaker, 3; 
Volkswagen, 3; Toyota, 2; White, 1, 
and miscellaneous, 5. 

-—IRA ALEXANDER 
a *- * 


Clearwater, Fla. 

New vehicles sold in Clearwater, 
Tarpon Springs and Dunedin, Fla., 
in November totalled 557. 

By makes, vehicles registered 
were: Chevrolet, 143; Ford, 63; 
Oldsmobile, 46; Falcon, 38; Corvair, 
32; Buick, 30; Dodge, 30; Comet, 25; 
Rambler, 23; Pontiac, 20; Cadillac, 
16; Plymouth, 12; Studebaker, 12; 
Chrysler, 9; Mercury, 8; Valiant, 8; 
Renault, 7; English Ford, 6; Peu- 
geot, 5; Lincoln, 4; Imperial, 4; 
Fiat, 2; Opel, 2; Borgward, 2; 
Saab, 2; Willys, 1, and miscellane- 


ous, 5. 
—E. C. Basu 
* o + 


Akron 

Summit County (Akron) hag the 
distinction of being one of the few 
areas in the country which will 
purchase more new cars in 1960 
than in any previous year, 

Registrations for the first 11 
months totalled 26,558, exceeding 
entire 1955, the previous high, by 
748. The figure also topped the 1959 
total of 24,437, formerly the second 
high, by 88 percent. 

The new sales peak was at- 


47 


tributed at least partially to com- 
petitive pricing and aggressive 
selling. Dealer profit margins 
have been the lowest in years. 
The new high was achieved with 
substantially fewer sales of foreign 
cars. Outside of Volkswagen, most 
of the imports were down. 
Chevrolet is the year’s pace setter 
and continues to pull away from 
other makes with 7,247 sales to 
Ford’s 5,442, The combined Plym- 
outh-Valiant registration of 2,397 
was good for third with Dodge 
fourth at 1,841, Pontiac has fifth 
place with 1,559 to Rambler’s 1,447. 
Buick and Oldsmobile are run- 
ning neck and neck with the for- 
mer’s 1,207 just one ahead for 
seventh place, Comet’s 1,006 is good 
for ninth and Mercury’s 843 is 10th. 
—Joz KUEBLER 


Youngstown Branch Opened 


By Great Lakes Diesel 

CLEVELAND—Great Lakes 
Diesel Co., distributor for Detroit - 
Diesel Engine Division, has opened 
a new sales, service and parts 
branch in Youngstown. 

The new facility is just south of 
Ohio Turnpike Exit 16 on Route 7. 
Herbert Spencer is parts manager 
and E. W. Kontul, manager of the 
new branch. 


Want to make on 
EXTRA “100 
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Truck Sale 7 





Sell It Complete 


WITH A 





Write today for literature, prices 
and your liberal dealer discount — 
please address Dept. 08 


cooeas 


1316 67th Street * EMERYVILLE, CALIFORNIA 
1606 Laskey Road * TOLEDO 12, OHIO 


H. s. 
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Tire Shipments 


Up 3 Pct. in Month 


NEW YORK. — Manufacturers’ 
shipments of car tires during Oc- 
tober amounted to 8,760,476 units, 
an increase of 3.25 percent over the 
8,484,336 shipped during September, 
according to the Rubber Manufac- 
turers Assn, 

Production of car tires in Octo- 
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turers at the end of October 
amounted to 21,816,128 tires, a de- 
crease of one percent below the 
September inventory of 22,037,007 
units. 

Truck and bus-tire shipments 
amounted to 1,253,830 units for Oc- 
tober, an increase of 9.45 percent 
over the 1,145,604 tires shipped in 
September. October production of 
1,068,919 tires increased 4.19 percent 
over the September production of 


Violators Face Penalties . . 


R.I. License Board 
Fights for Better Ads 


By Thomas L, Forbes 


Staff Correspondent 


1,025,946 units. Inventories at the 
end of October came to 3,682,610 
tires, a decrease of 4.49 percent 
below September inventories of 
3,855,514 units. 


ber came to 8,461,143 units, an in- 
crease of 3.72 percent above the 
8,157,639 produced in September. In- 
ventories in the hands of manufac- 








SORRY !! 


We can no longer fill requests for the 
1960 AUTOMOTIVE NEWS ALMANAC. 


This edition is completely sold out! 


Even though we printed thousands of 
extra copies, we under-estimated the in- 
creasing demand for this great yearbook. 


Our 1961 Almanac will be published 
April 24, 1961. 


If you are one of our 44,000 subscribers, 
you get an Almanac automatically . . . but 
if you need an extra copy or you are not 
a subscriber to AUTOMOTIVE NEWS... 

we suggest you order copies now. 


$2.50 each 


965 E. Jefferson Ave. Detroit 7, Mich. 
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PROVIDENCE.—The Rhode Is- 
land Motor Vehicle Dealers License 
Commission has called for better 
ethics and accuracy in auto adver- 
tising, and it is prepared to penal- 


.|ize dealers who resort to deceptive 


practices. 


Part of the program involves a 
master card file on all of the 
state’s dealers with a record of 
advertising complaints lodged 
against them, This file will be 
used in license: suspensions, revo- 
cations or nonrenewals. 

The seven-member commission is 
headed by George Harrison (Ford), 
Newport. It polices the state’s 550 
licensed new and used-car dealers, 

Harrison said the commission 
plans to send letters to all adver- 
tising agencies which prepare copy 
for dealers. The agencies will be 
urged not to put anything contrary 
to the commission’s advertising 


code in their clients’ ads, 

The commission discussed adver- 
tising practices with representa- 
tives of the Rhode Island Automo- 
bile Dealers Assn., 


the Providence 





Dealer 


Ad Ideas 


Cashing In on a ‘Feud’ 


A “FEUD” between two radio 
disc jockeys as to their respec- 
tive driving abilities was built into 
an economy-run advertising and 
sales promotion project by Motor 
Sport Enterprise, Inc. (Renault), 
Wilmington, Del. 

At the instigation of the dealer, 
disc jockeys Bill Kelly and Dick 
Graham of radio station WDEL 
heckled each other on the air, then 
agreed to settle their “argument” 
by testing their driving skills in 
an economy contest using Dau- 
phines. 

On the day of the contest, a send- 
off ceremony was held at a shop- 
ping center in Wilmington. Then 
the drivers took off in Dauphines 
whose gas tanks had been filled and 
sealed. Each man phoned his sta- 
tion four times, and their testi- 
monials were put on the air. 

Kelly, who is 6-foot-4 and weighs 
240 pounds, won with an average 
of 48.4 miles per gallon. Graham, 
also 6-foot-4 and weighing 205 
pounds, averaged 42.7 miles a gal- 
lon, 

The race and its results were ad- 
vertised by Motor Sport Enterprises 
through radio and newspaper ads. 
Dealer John Greytak of Motor 
Sport termed it “one of the least 
expensive yet most effective promo- 
tions we have done.” 

* ck ok 
3 Refreshing Ads 


ANDER MOTORS ran three un- 

and related ads in the 

Atlanta Constitution. They were at- 

tention getters that made readers 

search for the tiein ads after read- 
ing one of them. 

Each 2-by-3-inch space was a 
coupon to be clipped. The first 
read: “Good for one free Coke when 
you stop by to see the new Dodge 
Lancer at Lander Motors. (Be sure 
to clip our other two coupons else- 
where in this section.) Offer ex- 
pires 9 p.m. Nov. 5, 1960.” 

The second read: “Good for one 
carton Cokes when you test drive 
the new .Dodge Lancer at Lander 
Motors...” 

The third ad read: “Good for one 
case Cokes when you trade for a 
new Dodge Lancer at Lander Mo- 


WOE. ate’ 
* * + 


Saab and Santa in Step 


ARPENTER & MAYFORTH at- 
tracted a large crowd of spec- 
tators by staging a “Saab Santa 
Parade” through -downtown Bur- 
lington, Vt. 

Santa Claus and live reindeer, in- 
cluding Rudolph, were featured in 
the procession. The 1961 Saabs were 
displayed at Carpenter & Mayforth 
during Santa’s appearance. 


| Better Business Bureau and the 
Federal Trade Commission. 

Harrison said the conference was 
held at the request of the dealer 
association and that the BBB and 
FTC were asked to participate and 
suggest ways of improving adver- 
tising standards, ethics and ac- 
curacy. 

The state commission said 
there have been complaints that 
some recent advertising has not 
been “entirely accurate.” One 
complaint was that models pic- 
tured in ads were not available 
at the quoted prices. 

Another instance concerned 
claims of “no downpayment.” Com- 
plainants charged that a downpay- 
ment actually was required and 
that the customer had to obtain the 
money for it from a loan company. 

Harrison said enforcement of the 

commission’s advertising regula- 
tions has been strict and that the 
group plans to be even stricter in 
its efforts to protect the public 
from less-scrupulous dealers. 

He said that many of the several 
hundred complaints received last 
year were settled by negotiation 
and arbitration, while others were 
found to be the result of misunder- 
standing. In only one case was a 
dealer’s license revoked. 


Pontiac Names 


Hogan U.C. Chief; 
3 Others Promoted 


PONTIAC.—G. B. Hogan jr., Pon- 
tiac zone manager in Buffalo, has 
been named national used-car man- 
ager for the division, according to 
Frank V. Bridge, general sales man- 
ager. 

Hogan joined Pontiac in 1945 and 
served in Pontiac, Dallas, Denver 









G, B. Hogan Jr. S. A. Parker 


and Cincinnati before becoming 
head of the Buffalo zone in 1958. 
Succeeding him in Buffalo is 
H. J. Stadler, formerly assistant 
zone manager in New York. Stadler 
also joined Pontiac in 1945. 
M. H. Cole moved to Stadler’s 





H. J. Stadier 





M. H. Cole 


spot in the New York zone. He 
joined Pontiac in 1947 and has been 
assistant zone manager in Newark, 
N. J., since 1957. 

S. A. Parker succeeds Cole in 
Newark. He has been parts .and 
service manager in the Pontiac zone 
since last April. 


342,000 New Yorkers Slap 


Temporary U. S. Gas Tax 

NEW YORK.—In a petition cam- 
paign sponsored by the New York 
State Petroleum Council, 342,000 
motorists voiced their opposition to 
any extension of the temporary 
one-cent federal gasoline tax which 
is scheduled to expire June 30, 1961. 

Russell E. Watson jr., executive 
director of the council, said the tax 
was imposed to supplement the na- 
tional highway program. He con- 
tended that enough money is being 
collected to pay for the highways 
without this tax “if the government 
would stop diverting highway funds 
to other purposes.” 


Motel Buys Ramblers 
For Use of Guests 


MIAMI BEACH, Fla. — Guest 
service at the new 240-room Sing- 
apore motel now includes a fleet 
of ’61 Ramblers, which are made 
available to guests staying five 
nights or longer. There is no daily 
rental charge; guests pay only 10 
cents per mile to cover gas, oil 
and insurance. 

The initial order for 15 Ram- 
blers (the Singapore plans a fleet 
of 65 cars) was delivered by 


Crespi Rambler, Inc., North Mi- 
ami Beach. 




























Benmatt license frames are 
willing workers — 
on the job 24 hours a day, 
year ‘round... 
selling your name to customers 
and prospects alike throughout 
your entire trading area. 
And you can't beat the value! 
Check Benmatt for details! 


Send for 
illustrated 
literature! 
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YOUR KEY TO 
CALIFORNIA MOTORIST: 
You specify prospects. We 
process, address, mail 
your promotion pieces. 
Up-to-date lists. One small fee. 
Dept. C, Motor Registration 
News of California, 523 E. 
14th St., Oakland 6, 
California. 
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500 Dealers Served in First Year .. . 





Ford Credit on Growth Road 


By Kenneth C, Kelley Jr. 
Staff Writer 


I ,ORD MOTOR CREDIT CoO. has | 


moved into its second year of 

operations with some of its original 
nxims accomplished and with some 
progress Made toward a number of 
other goals. 

The Ford financing arm was 
set up during 1959 and its first 
offices opened in mid-December, 
1959. The company closed 1960 
with 22 offices operating in 15 
states and the District of Colum- 
bia. The company has already 
served more than 500 Ford deal- 
ers. 

Henry Ford put his company in 
the finance business once before 
when he set up Universal Credit 
Corp. in the ’20s. In 1933, the com- 
pany was sold and became part of 
what is now Universal CIT Credit 
Corp. 

When Ford Motor Co. announced 
in 1959 that it was reentering the 
finance business, industry observers 
made two comments: Ford never 
will actually do it. If Ford sets up 
a finance company, it won’t amount 
to much for many years. 

od * * 

a. observers were wrong on 

the first count. The finance com- 
pany was set up and is now func- 
tioning and growing. Time alone 
will tell just how right or wrong 
they were on the second count. At 
present, Ford Credit has made a 
noble start but the executives of 
the company would be the first to 
admit that it has a way to go be- 
fore it is a major finance company. 

One of the measures of the suc- 
cess of a finance company is the 
amount of money it has been 
able to use. Unless a finance com- 
pany can take money and loan it 
out, it will never have an interest 
income to live on. 

Ford Motor Co. invested an origi- 
nal capital of $25 million in Ford 
Credit. Later, another $35 million of 

capital was added, That money has 
all been used. 

A part of it went to pay the ex- 
penses of the company before inter- 
est income began to flow in and the 
rest of it went to finance customers’ 
car purchases and dealers’ floor- 
plan loans. 

Ford Credit is now obtaining ad- 
ditional funds in the form of bank 
loans. The company plans even- 
tually to borrow still more money 
in the commercial-paper market 
and from the sale of debentures (a 
form of bond), although no specific 
commercial-paper or debenture 
sales have been planned, as yet. 

* * ae 

© GET an idea on what Ford 

Credit is, how it was started and 
what it plans to do, AUTOMOTIVE 

News interviewed Robert S. Olson, 
president of the 
finance unit. 

Going back to 
the question of 
starting up Ford 

Credit, Olson 
said: “Personnel 
is the crux of the 
matter,’ when 
asked what his 
biggest prob- 
lem had been. 

He said Ford 
Credit had been 
able to attract “an exceptionally 
high caliber” of personnel, largely 
due to the fact that the finance peo- 
ple realize that they can grow with 
a young company that plans to ex- 
pand in the finance field. 

Finance people are also well 
aware that General Motors Ac- 
ceptance Corp., GM’s financing 
arm, has grown to be the largest 
finance company in the world, 

Ford Credit has obtained its per- 
sonnel from two sources, according 
to Olson. Many established finance 
people have asked Ford Credit for 
jobs and the company hag run a 
few ads in the trade press. 

Olson explained that people who 
asked Ford Credit for jobs as much 
as two years ago are just now 
being contacted about employment 
in areas or situations where they 


can help the company. 
* * K 





Robert S. Olson 


Staff Expansions 

a PROOF of the growth charac- 
teristic of the company, Olson 

Said that it had made two to three 











dozen major promotions of Ford 
Credit people in the last year. 

Ford Credit has a number of 
other proofs of its growth in the 
last year: 

The company started with 
Olson in charge and J. B. Lackey 
as second in command, Now there 
is a second executive level, staffed 
by E. C. Nevergold, vice-president 
in charge of sales, and E. E, 
Baggerly, vice-president in charge 
of operations. 

Ford Credit now has its own data 
processing staff. Computers are 
being used in the company’s opera- 
tions, although they are still rented. 

Ford Credit’s insurance arm 
(really a Ford Motor subsidiary 
named American Road Insurance) 
is now qualified to operate in 18 
states and the District of Columbia. 
Applications have been filed for 
qualification in six additional 
states. 

a cK * 

ij gecetal said obtaining state ap- 

proval was the biggest problem 
in setting up a new insurance com- 
pany. He said delays on state ap- 
proval had stopped the companies 
from offering a full finance insur- 
ance package, but had not slowed 
the growth of the finance company. 

As an example, the insurance 
company must wait out a three- 
year period before it can do busi- 
ness in Florida. Meanwhile, an in- 
dependent company handles the 
insurance of those who wish to 
have their Ford dealers set up their 
insurance as well as their financing. 

American Road Insurance is 
making plans to become qualified 
in all 50 states and the company 
is busy training dealers to qual- 
ify as insurance agents in states 
where this is required. 

As one final measure of Ford 
Credit’s growth, Olson offered this 
observation: Ford Credit offices are 
now located in the areas which 
produce about 25 percent of Ford 
Motor Co.’s car and truck sales. 
(Of course, once the big metropoli- 
tan areas are picked off, the open- 
ing of 22 additional offices will not 
serve anywhere near the second 25 
percent of Ford’s market.) 

* ok * 
Giron gave this picture of what 
happens when Ford Credit 
opens an office in a given city: 

Dealers, sales managers and 
salesmen at first offer the com- 
pany many, if not all, of the fi- 
nance deals that have been 
turned down by other finance 
companies, Ford Credit personnel 
are instructed to check each deal 
offered. 

The deals that any reasonable fi- 
nance company would accept are 
accepted. The bad paper is rejected. 

After about two to four weeks, 
dealership personnel realize that 
this is a regular finance company 
and begin offering only more-or-less 


acceptable paper. 
* + ok 


Applicants Screened 


i; any new finance company in 
town, a new Ford Credit office 
hears from some unstable dealers. 
Ford Credit will take the reason- 
able risks and turns away the 
others. 

“Some dealers talk with us, think- 
ing we will miss something that the 
other finance companies have 
found,” Olson said. He indicated 





Railroad Begins 
Tighter Security 
On Auto Hauling 


LOUISVILLE.—The Louisville & 
Nashville Railroad has taken steps 
to guard against vandalism on its 
transportation of new automobiles. 

Under new rules, the railroad’s 
135 private policemen are required 
to inspect flatcar loads of new autos 
every time the train makes a stop. 

The line has had little damage 
so far on the cars it has carried. 
Concern has grown, however, as its 
auto-carrying business has in- 
creased. 

A year ago, the railroad was car- 
rying about two dozen autos a 
month. Eight months ago, this rose 
to about 900 a month, Now it is 
carrying 7,000 new cars a month 
and traffic is reported growing. 


that his company will usually find 
the same troubles that any good 
finance company will, 

Olson said the opening of any 
Ford Credit office is greeted with 
a bit of fierce competition from 
the local offices of rival finance 
companies. He said they mention 
to dealers that Ford is not in 
financing to stay, it is just an- 
other Edsel. 

After slightly more than a year of 
operations, competitors have real- 
ized that Ford is in the finance 
business for keeps and the whisper 
campaign has died down, Olson 
said. 

He said the company concen- 
trates on selling its product and 
does not try to go to war with any 


competitor. 
* * 


ea 
— CREDIT was set up to 
give Ford dealers an equal 
shake with their competitors on fi- 
nancing. Dealers generally used to 
pay about % of one percent more 
for floor-plan money than dealers 
financed by GMAC. Now the major 
independent finance companies, 
Ford Credit and GMAC offer the 
same floor-plan rate, Olson noted. 

He added that some Ford dealers 
once were at a disadvantage on the 
retail financing they could offer, He 
said that GMAC retail financing 
was generally less costly than that 
offered by the independent finance 
companies. 

In areas such as the Pacific 
Coast, where banks compete vig- 
orously for retail auto paper by 
offering low rates, the Ford deal- 
ers were not at a great disad- 
vantage. In areas where Ford 
dealers could not place their 
paper with competitive banks, 
they were at a disadvantage on 
retail financing, Olson said. 

He said that Ford Credit offers 
a retail plan which is as reason- 
able as that offered by GMAC. 
Some of the first Ford Credit offices 
were spotted in the locations where 
bank competition for auto paper is 
weak and where Ford dealers were 
at the greatest disadvantage on fi- 
nancing. 

* oe 


Surveys Future 


OOKING ahead, Olson made 

these observations on the fu- 
ture of Ford Credit and financing 
in general: 

Rates and terms on both whole- 
sale and retail financing are likely 
to change little in the foreseeable 
future. The finance companies and 
the banks should have sufficient 
credit to finance any foreseeable 
level of sales. 

Terms may tend to get a bit 
tighter, particularly on downpay- 
ments and maturities. While 
Ford Credit’s delinquency picture 
is equal to or better than the in- 
dustry averages, perhaps due to 
the youth of the company, some 
finance companies have expressed 
concern about terms and delin- 
quencies. 

Industry observers consider it al- 
most certain that an effort will be 
made at the upcoming session of 
Congress to enact bills to divorce 
auto companies from their finance 
subsidiaries. Olson said Ford would 
continue to oppose such legislation, 
using the same argument—the bills 
are discriminatory, 

ae * eo 

Oro’ said Ford Credit hopes 

to be handling 50 percent of the 
finance-company business originat- 
ed by Ford dealers at the end of 
three years in business. (The com- 
pany serves only dealers handling 
Ford Motor Co, products, although 
Ford dealers who are dualled with 
a non-Ford line can get Ford Credit 
financing.) 

Ford Credit plans’ to continue 
expanding at the rate experi- 
enced in the last year and maybe 
a little faster. The biggest prob- 
lem will be locating competent 
people. Three or four trained peo- 
ple must be on hand to open any 
one office and the need for more 
help goes up quickly after the 
office opens. 

The company’s first annual state- 
ment will be issued early in 1961. 
Olson declined to speculate on when 
interest income wil] catch up with 
the expense of opening new offices 
and enable the company to issue 
a statement showing a profit from 
finance operations. 











Trunk Attraction— 


It's not difficult to be interested in the 
spacious trunk of this 1961 Dodge Lancer 
when “Dodge engineering expert'’ Danielle 
Aubry demonstrates it. The display was at 
the Los Angeles Automobile Show. 


| ‘Hard-Sell’ Year 
Is Seen Ahead 


» 





By Copper Official 


NEW YORK.—The copper and 
brass industries are preparing for 
a “hard-sell” year in 1961, accord- 
ing to T, E, Veltfort, managing di- 


'| rector of the Copper and Brass Re- 


search Assn. 

He said the industries would meet 
the challenge with research pro- 
grams by individual companies and 
the association and with renewed 
efforts to control the flow of im- 
ported metals to this country. 

Harvey S§. Firestone, chairman of 
Firestone Tire & Rubber Co., said 
the company looks forward to the 
new year with confidence. He said 
the outlook is for continued growth 
in demand for rubber products, 
particularly replacement tires. 

M. C. Peterson, sales manager of 


Warner Electric Brake & Clutch - 


Co., foresaw sales of 750,000 auto- 
motive air conditioners in 1961, He 
said this would be a 15-percent in- 
crease. 





Quinn Tells How Chrysler 
Provides Help to Dealers 


ST. LOUIS.— “Successful (car) 
selling depends largely on success- 
ful dealerships, and we do all in our 
power to help make them success- 
ful,” E, C. Quinn, Sales Divisions 
vice-president of Chrysler Corp., 
said here last week. 

Quinn, speaking before the Win- 
ter conference of the American 
Marketing Assn., 
added, “The time 
is long past when 
an automobile 
company could 
regard itself 
as a disinterested 
wholesaler pro- 
viding products 
for retailers.” 

Chrysler, in aid- 
ing its dealers 
“whenever possi- 

E, C. Quinn ble,” bases such 
aid on a minimum of marketing 
generalities and a maximum of 
market-by-market analysis of po- 
tentials and achievement, Quinn 
said, 

Dealer assistance, he continued, 
may take any of several forms— 
joint promotion programs, train- 
ing at one of the firm’s six train- 
ing centers or business manage- 
ment assistance for individual 
dealers. 

All of this, Quinn said, indicates 
the increasing emphasis the auto 
business is putting on marketing. 

“All over Detroit,” he said, “you 
find a deep awareness that now 
more than ever before the customer 
is king. And competition for his 
favor exists not just at the retail 
level—the dealership level—but in 
the laboratories, on the assembly 
lines, in the design studios and in 
the board rooms.” 

Quinn predicted that auto com- 
petition would become even more 
intense in the future. 

“With the profit squeeze and 








Popular Exhibit— 


with the steady pressure exerted 
by foreign makers,” he said, “we 
in Detroit must work unceasingly 
to build cars of ever better qual- 
ity and at the same time hold 
costs down, We must also work 
to increase our sales volume here 
and abroad. 

“Quality-built cars that are priced 
right—that is, automotive values— 
will help build sales volume. And 
so will imaginative marketing—the 
kind of marketing that not only 
finds customers, but also makes 
customers.” 

The responsibility of American 
industry, Quinn said, lies not simply 
in standardized mass production, 
but in customized mass production. 

“Today we see our job as one 
of stocking the automobile mar- 
kets with cars to fit individual 
needs and tastes—cars from the 
economy compact to the luxury 
model, all offering a wide range 
of styles, colors, features and op- 
tions.” 

At the same time, Quinn said 
marketing men hold the prime re- 
sponsibility for keeping the econ- 
omy on the move. 

“Effective marketing puts the ex- 
tra bounce in buying,” Quinn said, 
“and brings the added margin of 
business activity that makes the 
difference between a static economy 
and dynamic growing economy.” 


Dealers in Logan, Utah, 
Elect Axtell President 


LOGAN, Utah.—Members of the 
Cache Valley Chapter of the Utah 
Automobile Dealers Assn. have 
elected the following officers: 

Ellis H. Axtell (Chevrolet), pres- 
ident; J. Vernon Cook (Plymouth), 
vice-president, and Will Evans, a 
retired dealer, secretary-treasurer, 
All are of Logan. 





One of the popular exhibits at the Portland (Ore.) Auto Show was the Plymouth 
display which featured a Fury convertible on a flower-laden turntable, modern art 
dealing with highway and automobiles, a Valiant engine and the Torsion-Aire working 


exhibit shown in the foreground. A red Fury hardtop which was displayed in the main 


arena was reportedly one of the main attractions of the show. 





a 


BS 


for 4-wheel drives 


YU‘ DODGE 
~“ CHEVROLET 
FORD 


AGMC 
|) STUDEBAKER 
| Marmon-Herrington 





























Available to 


WANT 


hrough your regular 





distributor or direct — 


WARN MFG. CO. 


Box 6064-AN 


Top sales, top reliability in the 
selective drive field. Proven in 
over a billion miles of service! 


t 


Seattle 88, Washington 





AUTOMOTIVE NEWS, JANUARY 2, 1961 


Steel Layoffs Cloud Picture... 


Buffalo Approaches 
New Year Cautiously 


By George E. Toles 
Staff Correspondent 


BUFFALO.—Auto dealers in the 
Western New York area are ap- 
proaching the new year with con- 
siderable caution. They expect it 
will be harder to sell cars in 1961 
than in 1960. They look for slim 
profit margins because of fierce 
competition. They hope to shore up 
their service operations to take up 
any slack that develops in car vol- 


ume, 


The past year was a good one for 
the dealer trade in this area—at 
least from a standpoint of unit 


sales. Dealers doubt their 1961 unit 


or dollar volume will come up to 


1960 levels, unless there is a sud- 
den aboutface in the economy. 

Several dealers here said they 
expected their unit sales of new 
cars to drop from 10 percent to 
15 percent in 1961 compared with 
the past year. A few are more 
optimistic, No one here is talk- 
ing about selling more cars. They 
just don’t feel there is that much 
potential. 

Of primary concern to Buffalo 


dealers at this time is the general 
slowdown in the industrial picture 
in this area, bringing with it mount- 


reduced con- 























suffered as much as factory work- 
ers and should be better sales pros- 
pects, it was said. 

On the brighter side of the pic- 
ture, say dealers, is the fact that 
many Western New York families 
have built up substantial savings 
accounts in the past year. If auto 
dealers can pry loose these savings 
they will have some big purchasing 
power at hand, But it will take 
“hard sell.” 

Several dealers said they are 
making plans to increase their sell- 
ing activities across a broad front 
in the new year. They plan to en- 
gage in more outside selling in- 


Lubbock Dealers Elect 


Tubbs as President 


LUBBOCK, Tex.—Jameg Tubbs 
has been elected president of the 
Lubbock New Car and Truck Deal- 
ers Assn. 

Other officers include John Scog- 
gins, vice-president, and Jack Alder- 
son, secretary -treasurer. Retiring 
president is Gordon Rose. 











Dealer Tags Released 
For Bluff City Buick 


MEMPHIS. — Bluff City Buick 
Co.’s dealer tags have been re- 
leased by the State Department of 
Safety. 

The department’s Financial Re- 
sponsibility Division earlier had 
announced that the tags would be 
taken up for failure to report a 
minor traffic accident in Septem- 
ber. Bill Speros, Bluff City’s gen- 
eral manager, said a report had 
been filed but that the insurance 
company had overlooked sending 
in the form. 





stead of waiting for prospects to 
come in. 

Salesmen will be instructed to 
get out on the road, make home 
calls, make phone calls and use 
other media to stimulate buying 
interest. Some agencies plan 
greater rewards and inducements 
for individual sales achievement. 

Dealerships plan to shear off 
marginal personnel in sales and 
office work in an effort to keep 
down overhead. 

Dealers also reported they plan 
to go after service business aggres- 
sively in 1961, feeling that this is 
one of the most important facets 
of their trade for the future. 

Some dealers will remodel and 
augment. service departments and 
may expand service staffs if busi- 
ness warrants. 


Chesebrough Acclaims 


ing unemployment, 
sumer buying power and lagging 
consumer confidence. 

This bad turn of events in the 
Buffalo business situation hag been 
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selling. 
Any position keys safe—can't fall off. 

Large number on key tag matches same on 
anel and car sticker. 

‘at. lock—release holder for easy removal and 
replacement of —. 

Pilfer-proof—no mix-up or tangle of keys. 
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Pat. clip-board back for writing notes/orders. 


Order Direct from 


A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169! 
48 Keys—Silver or Gold 
36 Keys—Silver or Gold 
24 Keys—Silver or Gold 
Add $6.75 for Cabinet with padlock. 





jobbers write for prices. 


quite pronounced in the past six 


months. The biggest single factor 


has been the decline in the Buffalo 


area steel industry, one of the big- 


gest employers in this area. 


At yearend, Buffalo steel mills 


were limping along at around 40 
percent of capacity and more than 
6,000 steel men had been laid off, 
with thousands more on short time. 
Steel workers are usually big earn- 
ers and important car customers. 


Other basic industries, includ- 
ing many related to steel, have 
been faltering here in recent 



















































months. Not only has this caused 
a direct loss of new-car business 
due to reduced buying power, but 
it has had a bad psychological ef- 
fect on persons still gainfully em- 
ployed. They are fearful of their 
jobs and are tending to buy more 
cautiously. 

Trade observers here feel that the 
local auto industry “forced” con- 
siderable business during the latter 
part of 1960 in an effort to dispose 
of 60 models and get ’61s moving. 
As a result, many customers were 
brought into the market who had 
not planned to buy until 1961. This 
will tend to cut into spring volume, 
it is feared. 

Popularity of compacts also is of 
considerable concern to some local 
dealers analyzing the 1961 outlook. 
They fear the “economy mood” of 
drivers may.see a larger share of 
the new-car business going to com- 
pacts. 

But some dealers believe the com- 
pact ratio has now leveled off and 
will not show much further gain 
in 1961. 

Buffalo dealers feel they will 
have to count more on the medi- 
um and upper income classes for 
new-car sales this year. Many of 
those in lower income groups are 
in the unemployed class and out 
of the new-car market tempo- 
rarily. 

White collar workers have not 
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Installing Superlift— 


A workman installs Delco Products Divi- 
sion's new Superlift suspension device 
near each of the car's rear wheels. Air 
lines connect the two units, which are in- 
flated through a single nozzle in the trunk 
of the car. 



















DETROIT. — Plymouth retained 
third place in the industry in sales 
last year, General Manager Harry 
E. Chesebrough noted with satis- 
faction last week in reviewing 1960. 

Both sales and production, he 
said, were the highest for Plym- 
outh since 1957, 

The year was an “extremely im- 
portant” one for two other reasons, 
Chesebrough said, listing them as: 

1. Plymouth dealers strengthened 
themselves by increasing their pene- 
tration of local markets. 

2. Valiant found its own market 
outside the Plymouth price field 
and managed “important conquest 
sales.” 

Plymouth dealers, he said, sold 
437,402 cars through Dec. 20, a gain 
of 47,150 over 1959. Production total- 
led 505,785 cars in the United States 
and Canada, Chesebrough said. 

Chesebrough said Plymouth has 


Delco Develops 
New Inflatable 


Suspension Unit 


DAYTON.—An adjustable automo- 
tive suspension device, designed to 
maintain proper control of the car 
body under both unusual and nor- 
mal loads, hag been developed by 
Delco Products Division, General 
Motors. 

Mearick Funkhouser, chief engi- 
neer, said that on most cars the 
Superlift is interchangeable with 
the Superide replacement shock ab- 
sorber which Delco Products intro- 
duced recently. 

Located near each of the rear 
wheels, the new Superlift reduces 
the probability of the car body 
dropping onto the axle, a common 
occurrence on rough roads when 
the car is loaded, Funkhouser said. 

“When loading the car with 
extras, Superlift gives support to 


Plymouth Dealer Strength 


had 2,650 fewer dealer outlets 
since the Dodge dealers replaced 
Plymouth with the Dodge Dart in 
the fall of 1959. But in the first 
10 months of 1960, he said, Plym- 
outh Division dealers, which ex- 
cludes the former Dodge-Plym- 
outh dealers, sold 136,451 more 
new cars than in 1959. Market 
penetration by these dealers in- 
creased by 2.2 percentage points, 
from 4.7 to 6.9, he said. 

Based on 10-day reports, unit 
Sales per dealer for this group of 
dealers in 1960 were 58 percent 
ahead of 1959, Chesebrough said. 

“We regard Valiant as the ‘con- 
quest’ sales car of the company,” 
he said. “It is attracting to our 
dealerships many buyers who for- 
merly owned competitive makes. 

“Toward the end of the 1960 
model year,” he continued, “the 
‘price shoppers’ became a strong 
factor in the market. During this 
period last summer, Valiant was 
consistently outselling Plymouth. 
But since the 1961 Plymouth was 
introduced on Sept. 29, Plymouth 
has reversed this trend and has 
been outselling Valiant by about 
a 3 to 2 ratio. Plymouth is finding 
its main competition from its tradi- 
tional standard sized car rivals. 

“When we look at this in com- 
bination with the fact that Plym- 
ouths are not being traded for Val- 
iants in nearly the proportion that 
competitive standard-sized cars are 
being traded for competitive com- 
pact cars, we must conclude that 
there is a separate market for each, 
the Plymouth and the Valiant, and 
that each is doing well.” 


the rear end of the body, keeping ™™ 


headlights safely aimed at the 
road,” he explained. “The device 
also reduces the likelihood of bump- 
er drag when driving over steep 
ramps, and brings better handling 
and control of the car when pulling 
a trailer.” 

He pointed out that the heart of 
the Superlift is a rubber air cham- 
ber sealed to the outside of a Delco 
hydraulic shock absorber. The 
shock absorber operates independ- 
ently of the air chamber, 

“When carrying an extra load, 
drivers simply inflate the chambers, 
using service-station air pumps to 
obtain the desired pressure,” Funk- 
houser said. “With lighter loads 
drivers merely deflate the cham- 
bers.” 

Superlift is being distributed na- 
tionwide by GM’s United Motors 
Service Division. 





Easy to Inflate— 


Inflating the Delco Products Division's 
new Superlift suspension device is as easy 
as filling a tire. The unit is designed to 
maintain proper control of the car body 
under both unusual and normal loads. 
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Manhattan Dealer Calls Personalized Service Key to Growth .. . 


Small-Town Ways Pay Big in N. Y. 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Personalized serv- 
ice ig the key to the growing suc- 
cess of Royal Buick, in the middle 
of Manhattan’s exclusive upper 
East Side, according to Milton 
Gould, owner. 

“From the time the potential 
customer walks into the show- 
room to look at our cars, until 
years after delivery, we do our 
best to give small-town, person- 
alized service to each customer,” 
Gould said. “And we believe our 
growing sales record proves that 
we have been successful in our 
efforts.” 

Royal Buick operates under sev- 
eral handicaps due to its location. 
First and foremost is the problem 
of traffic. Second is the continually 
aggravating problem of every 
dealer in Manhattan—the matter of 
space for service, 

Manhattan is peculiar in this re- 
spect, and particularly so on the 
upper East Side, Service facilities 
are at a premium, running as high 
as $5 a square foot for space alone, 
if you are fortunate enough to find 
usable service facilities. Therefore, 
the average dealer must make op- 
erating facilities as efficient as pos- 
sible to give as much service as 
possible to his customers. 

We visited the Royal Buick show- 
room and service facilities, which 
are separated by about two blocks, 
on an afternoon shortly before 
Christmas. Both operations seemed 
to be going full tilt, with custom- 
ers occupying the time of each 
salesman on the floor, and every 
workman fully occupied in the 
service area. 

One thing Gould instituted -was 
a separate facility in the Borough 
of Queens to handle his get-ready. 

“We have established our get- 
ready over there because it gives 
us full freedom in our service sta- 
tion to make every available 
square foot productive of custom- 
er labor. 

“In addition,” he added, “I feel 
that we have experts working on 
our cars at the get-ready_ station 
who are familiar with the Buick 
and its requirements on a full get- 
ready for the customer. This means 
that the mechanic is not dividing 
his time between two jobs, And it 
means further that we can get our 
new cars ready for delivery, almost 
overnight, and still know for cer- 
tain that they are prepared with 


80,000 Chryslers 
Retailed in Year; 
Jan. Output Up 


DETROIT, — Retail deliveries of 
Chrysler automobiles in 1960 topped 
80,000 units, an increase of more 
than 22 percent over the 65,748 de- 
livered in 1959, reports C. E. Briggs, 
general manager of Chrysler Divi- 
sion. 

He disclosed that the division is 
increasing its manufacturing sched- 
ule to meet demand, Plans call for 
production of 8,800 Chryslers dur- 
ing January, the biggest monthly 
output for the model year and the 
biggest monthly production since 
February, 1960. 


Briggs noted that Chrysler is 
completing the third year in an up- 
ward sales curve. There were 58,573 
Chryslers registered in 1958 and 
64,269 in 1959, with an indicated 
80,000 in 1960. 

“Sales since introduction of our 
1961 models last October are run- 
ning 41 percent ahead of the com- 
parable period a year ago,” Briggs 
said, “so we are quite confident of 
a ane increase in deliveries in 
1961,” 


“An exceptionally high rate of 
conquest sales is accompanying the 
current rise in Chrysler retail de- 
liveries, indicating customer dis- 
satisfaction with dilution of prestige 
naeoennetns by compacts,” Briggs 
said. 


“We have greatly strengthened 
our dealer body, have a popular 
product and full-sized car prestige 
which has never been diluted. We 
look forward to 1961 as a year of 
greater opportunity, greater sales 
and greater profits.” 


maximum assurance of being de- 
livered virtually trouble free.” 

Every salesman hag been on the 
job for almost the full 5% years 
Royal has been in business. 

When the customer is sold his 
auto, the selling salesman makes 
the delivery, Not only does he 
deliver, but he takes his customer 
for a ride long enough to ac- 
quaint him with the full opera- 

tion of the new vehicle. 

“If the salesman who made the 
deal is sick, or something else pre- 
vents him from making the de- 
livery, he will either ask the cus- 
tomer to return the next day, or 
introduce him to one of his fellow 


salesmen, who makes the delivery 
for him, with the full treatment,” 
Gould added. 

At the time of delivery, the cus- 
tomer is introduced to the service 
manager and told to bring any 
<a to him or to Gould him- 
self. 

“My phone is not screened,” 
Gould said. “It is open at all times 
to anyone with a complaint, and 
we will go out of our way to satisfy 
a customer. 

“As a matter of fact, every serv- 
ice complaint letter is given my 
personal attention, to give the cus- 
tomer confidence in how interested 
we are in satisfying him.” 

Gould estimated that his desire 


Year Below Expectations... 


Lower Gains for Petroleum 


NEW YORK.—Although demand 
for petroleum products showed a 
further increase during 1960, the 
rate of gain was considerably less 
than the year before and substan- 
tially smaller than had been antici- 
pated, according to Frank M. 
Porter, president of the American 
Petroleum Institute. 

He estimated that domestic de- 
mand for petroleum products as 
a whole approximated 3 billion 
532 million barrels, compared with 
8 billion 450 million barrels in 
1959. This represents a year-to- 
year gain of only 2.1 percent, as 


Firestone Tests 
Two-Ply Tire 


For Compacts 


AKRON.—A two-ply tire is now 
under development by Firestone 
Tire & Rubber Co. for possible use 
as original equipment on future 
compact cars. 

The two-ply tire is lighter than 
the four-ply tire and offers some- 
what softer riding qualities, accord- 
ing to J. J. Robson, tire engineer- 
ing and development director. 

Robson said the tire is still in 
the experimental stage but both 
laboratory and road tests have 
proved the new tire’s durability 
under the most rugged driving con- 
ditions. 

Several auto manufacturers have 
expressed interest in the two-ply 
tire, Robson said, They are pres- 
ently testing the tire on their com- 
pact models, 

Firestone started experimenting 
with two-ply tires in 1952, Robson 
said that since 1955 the company 
has produced thousands of two-ply 
tires for original equipment on 
small lightweight cars in Europe 
and as replacement tires for these 
foreign cars in this country. 

* * * 





Two-Ply Tire Explained— 


Demonstrating the construction features 
of Firestone Tire & Rubber Co.'s two-ply 
tire is Robert S. Lee, tire engineer. It is 
possible this tire may someday be used 
as original equipment on future compact 
cars. The company initiated an extensive 
program for developing two-ply tires in 
1952. Since 1955, it has produced thou- 
sands of two-ply tires as original equip- 
ment for small cars made in Europe, and 
as replacement tires for foreign cars in this 
country. 





contrasted with an increase of 
more than 4 percent in 1959. 

With exports showing a further 
slight drop to less than 75 million 
barrels, total demand (domestic and 
exports) for the year was placed 
at 3 billion 607 million barrels, or 
just 2 percent above the 1959 figure. 

Turning to the major refined 
products, Porter noted that indi- 
cated consumption of gasoline for 
the year ran only 2 percent higher 
than in 1959. 

Consumption of distillate fuel for 
home and industrial use for 1960 
showed an increase of about 2.8 
percent over 1959, but residual 
fuel oil demand was about 1.6 per- 
cent below the previous year, On 
the other hand, sales of natural gas 
continued to expand sharply in 
1960 and scored a gain of nearly 
8 percent over 1959. 

Domestic crude oil production 
for 1960 was estimated at about 
2 billion 568 million barrels, or 
some 6 million barrels less than 
in 1959. Production of natural gas 
liquids, however, increased by 
about 23 million barrels to ap- 
proximately 344 million barrels, 
bringing total domestic produc- 
tion of liquid hydrocarbons to 
slightly more than 2.9 billion bar- 
rels, an increase of 17 million 
barrels over the previous year. 

Total imports of crude and re- 
fined products were estimated at 
approximately 669 million barrels 
or about 20 million barrels more 
than in 1959. 


Mills Hails 1960 
As Second Best 
For L-M Lines 


DEARBORN. — Lincoln-Mercury 
recorded 1960 as the second best 
new-car sales year in its history, 
according to Ben D. Mills, general 
manager. 

Mills said the division’s car sales 
in 1960 were topped only during 
the auto industry’s alltime record 
year of 1955. 

Retail deliveries of the divi- 
sion’s car lines reached 365,000 
by the end of the year, Mills said. 
“This is an increase of 29 per- 

cent over division new-car sales in 
1959 and more than 50 percent bet- 
ter than 1958,” Mills said. 

The division markets Lincoln 
Continental, Mercury, Comet and 
English Ford. 

The division’s 1960 sales accom- 
plishment was helped by success 
of the Comet, Mills said. Introduced 
last March, the Comet has far ex- 
ceeded the sales goals expected for 
its first year on the market, Mills 
said. 


Chevrolet Honors Thayer 


BOWLING GREEN, O.—Ralph 
Thayer, president of Thayer Chev- 
rolet, Inc., has been presented a 
plaque commemorating his com- 
pletion of 25 years as a Chevrolet 
dealer. K. A. Parrish, Chevrolet’s 
Detroit zone manager, made the 
presentation. 


to satisfy customers costs him about 
$1,500 a month in uncolliectible 
claims, 


Gould has a number of other 
trade practices which help support 
his claim to a far more “personal- 
ized service” than is usually offered 
in this city. 

Within a reasonable limit, Gould 
said, he will arrange pickup and 
delivery of cars for service. ~ 

The service department is open 
until 7 o’clock every night to give 
the worker a chance to get his car 
after work. 

“Some of our customers work 
until 5:30 or 6 o’clock,” Gould ex- 
plained, “and we feel someone 
should be on hand until 7. After 
all, getting through this midtown 
traffic is a problem, and we have to 
—— help as much as we can.” 

addition, the customer can ar- 
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range to pick up his car on Satur- 


day, when the service department 
is normally closed, All the customer 
has to do is advise the service de- 
partment that he will pick up his 
car on Saturday, and the approxi- 
mate time, The car jockeys arrange 
the cars in such a way that a 
showroom salesman can release the 
car to the customer when he ar- 
rives, and he can drive it away 
with no fuss or bother. 


Rambler Sales Up 
In Mid-December 


DETROIT.—American Motors re- 
ported that Rambler retail sales in 
the second 10 days of December to- 
talled 9,838, the highest for any 
comparable period in the company’s 
history. 

However, the 10-day total was 
only 1.3 percent higher than last 
year’s 9,707 sales, far below the 
rate necessary to put into effect the 
rebate plan announced last month 
by George Romney, president. 

Rambler sales for the Jan, 1- 
Dec. 20 period totalled 420,302 units, 
an increase of 17.4 percent over the 
357,891 deliveries in the like period 
a year ago. 


What do they 
have in common? 
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the uncommon 





motor oil! 


Motorists who care for their cars . . . and serv- 


icemen who care for their customers .. . 


agree 


that WoLF’s Heap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s Heap is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 


common lubrication . . . 
erating and upkeep costs . . 


uncommonly low op- 
. truly uncommon 


quality. That’s why motorists who care for their 
cars always insist on WoOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 
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Dealer Forum» robert m. rintay 





(Continued from Page 3) 


dustry. This conceivably includes 
suppliers of raw materials and ven- 
dors of finished parts. 

The sales-training program now 
under consideration by the NADA 
has an excellent basic principle. 
We firmly believe that such a pro- 
gram, properly implemented, will 
produce beneficial results for all 
concerned, 

* * * 
ARRY E. CHESEBROUGH, 
general manager, Plymouth: 

The sales training program pres- 
ently under study by the NADA 
subcommittee ap- 
pears to be highly 
promising, and it 
will be watched 
by the industry 
with particular 
interest. 

Too often the 
automobile sales- 
man loses sight 
of the importance 
of hig job and 
the opportunities 
his experience af- 
fords him. The salesman represents 
the automobile industry to the pub- 
lic which meets him day-to-day, 
face-to-face, on the showroom 
floor, and as a result, the entire in- 
dustry igs dependent on him for a 
great measure of its success. 

We should have the best pos- 
sible men working in that area of 
our business. 

Some people have claimed it is 
difficult to draw top talent to retail 
sales because of the low starting 
pay. It is my contention that, early 
in a career, opportunity is vastly 
more important than pay, and that 
with qualified experience, the op- 
portunity for handsome income is 
unlimited in auto sales. 

Today there are more salesmen 
making over $5,000 a year than any 
other occupational group. Three 
times as many salesmen make over 





$5,000 a year as lawyers, the second 
best paid occupation. 

It is estimated that this country 
will need a million more salesmen 
by 1970. The auto industry must 
have its share and to get our share 
we will have to work harder than 
we have in the past to make a 
career in selling more attractive. 

It is vital to the industry to 
have well-trained, intelligent, am- 

bitious salesmen if we are to 
compete in the American market- 
place. The NADA program ap- 
pears to be one way to bring a 

new professionalism to automo- 
bile selling. 

If the NADA sales training pro- 
gram can contribute toward the up- 
grading of the standards of sales- 
manship, and attract high caliber 
personnel to retailing the industry 


*| will be immeasurably strengthened. 


The Plymouth Division began 
work last January on a project with 


¢ |objectives closely paralleling those 


of the proposed NADA program. 
The Plymouth plan, to be called the 
All Star Sales Development Pro- 
gram, will be launched this month. 
It draws on the knowledge and ex- 
perience of our most successful re- 
tail salesmen as a means of in- 
structing others. Its central theme 
is the recognition of top quality 
salesmanship. 

As we see it, the factory can 
be most useful in providing prod- 
uct information and selling points, 
but the formal exchange of ideas 
among dedicated sales personnel 
is paramount in adding to the 
prestige and success of retail 
salesmen. It is quite evident that 
the real lessons of salesmanship 
are learned on the showroom 
floor. 

Today’s prospect wants a quality 
product and quality treatment. The 
sophisticated customer of the Six- 
ties will return to a dealership 
where he can purchase a superior 
product, conduct his business with 


Three Open This Week... 


Show Season Resumes 


By John E. Walsh 
Staff Writer 

HE auto-show season resumes 

this week after a three-week 
Christmas “vacation” with exhibits 
opening in Minneapolis, Buffalo and 
Fort Worth. 

The sixth annual Upper Mid- 
west Auto Show Jan. 6-15 in the 
Minneapolis Auditorium will spot- 
light both cars and stars, accord- 
ing to Max Winter, producer. 

All exhibit space on the building’s 
two floors has been reserved for 
displays of cars, accessories, other 
allied products and services and 
educational] subjects, he said. 

In addition to the industry’s 1961 
models, there will be exhibits of 
imported cars and custom, antique, 
racing and home-made vehicles. 
More than 160 cars are scheduled 
to be on display. 

Since the show’s revival in 1956, 
“name” talent has entertained visi- 
tors to the area’s No. 1 automotive 
exposition. This year singer Patti 
Page will headline the variety revue 
for the first two days. The Lennon 


Minneapolis Assn. 


Elects Woodhead 


MINNEAPOLIS.—New officers of 
the Minneapolis Automobile Dealers 
Assn. are John F. Woodhead jr., 
Woodhead Co., Inc. (Ford), presi- 
dent; Leslie J. Hencir, Hencir- 
Nichols, Inc. (Rambler), vice-pres- 
ident; Ted Taylor jr., Kay Motors, 
Inc, (Imperial-Chrysler-Plymouth), 
secretary-treasurer. 

New directors are Chad Ahlstrom, 
Broadway Automotive, Inc, (Plym- 
outh); Ray Chase, Lake Street 
Rambler, Inc.; Joseph N. Larson, 
J, N. Larson Chevrolet, Inc., and 
Donald P. Peterson, Peterson Mo- 
tors, Inc, (Mercury-Comet). 

Randy Light, Randolph Light, 
Inc, (Studebaker-Checker-Superba) 
is immediate past president and 


| also a board member, Leo B. Faricy 


continues as general manager. 





Sisters, singing trio from the Law- 
rence Welk TV program, will ap- 
pear the next eight days. 
~ ~ * 

HE Buffalo show Jan. 7-15 in the 

Masten Ave. Armory will be the 
“largest and most elaborate ever 
sponsored by the Buffalo Automo- 
bile Dealers Assn.,” said Gilbert M. 
Tinney, association president and 
general chairman of the show. 


Marjorie M. Baker, BADA ex- 
ecutive secretary who has man- 
aged every show since 1936, said 
attendance this year is expected 
to top the record 87,338 achieved 
last year. 

Both domestic and imported cars 
and trucks will be on display at the 

show, whose theme will be ‘1961 
Buffalo Auto Show Wonderland.” 
* * a 


HE Fort Worth Star-Telegram 

and the New Car Dealers Assn. 
of Greater Fort Worth will co- 
sponsor the second annual auto 
show Jan. 8-10 in the Will Rogers 
Exhibits Building. 

Sixteen dealers will display 
more than 150 domestic and im- 
ported cars. Allied industries also 
will have exhibits. 

Last year’s show, the first in Fort 
Worth since 1939, drew about 60,000 
persons and this year’s should do 
as well, according to Jack Williams, 
chairman. 

* + * 
NET week shows will open in 
Clearwater, Fla.; Columbus, O.; 
Washington, Syracuse and Toledo. 

In Kansas City, William W. Egel- 
hoff, manager of the Motor Car 
Dealers Assn. of Greater Kansas 
City, announced that plans for a 
show in March have been dropped. 

“A survey of dealer members 
indicated a strong majority in 
favor of postponing the tenta- 
tively scheduled show from March 
until November,” he said. 

He added that the November 
show will take place “shortly after 
the introduction of the 1962 mod- 
els.” 





propriety, and receive consideration 
and courtesy. 
Retail auto salesmen must per- 
sonify all these qualities. 
* + * 


Reo J. Nichols, general man- 
ager, Dodge: 

We at Dodge definitely endorse 
the NADA plan for increasing the 
stature of the automobile salesmen 
through an educational program. 

The automobile business, as you 
know, is in a 
very competitive 
period, Auto- 
mobile dealers 
are competing for 
t he customer’s 
favor not only 
against each 
other, but also 
against retail- 
ers of many other 
products — boats, 
television and hi- 
fi sets, summer 
homes and swimming pools, for ex- 
ample. We are in a period when we 
are going to need continuous top 
performance in all the arts of sell- 
ing—with special emphasis on per- 
sonal selling. 

In the long-range future, it is 
going to be squarely up to the sales- 
man to match the impressive gains 
that have been made in other areas 
of business—in production, re- 
search, advertising and distribution 
of goods. All these things have con- 
tributed to the present strength of 
the American economy. But to keep 
our economy growing—and to keep 
the automobile busiress growing— 
we are going to need many more 
salesmen who know how to find 
their prospects, how to transform 
an interest in a product into a de- 
sire to buy, and how to close a sale. 

To attract promising young men 
and women to automotive selling— 
and to keep them in the business— 
we will need to raise the prestige 
of the salesman. We will need to 
give him sound and well-planned 
training. And dealers will have to 
provide an adequate program of 
incentive and compensation for the 
salesmen in their dealerships. We 
are convinced that the proposed 
NADA educational program will go 
a long way toward meeting those 
requirements. 


However, we believe that such 
@ program, to be successful, will 
need the support of a vast ma- 
jority of the nation’s automobile 
dealers. Vigorous promotion and 
follow-up by NADA will be re- 
quired to obtain that support. The 
program will need special effort 
by NADA, at both the national 
and state levels, encourage use of 
the salesmen’s training courses 
by the dealers. 

Nevertheless, we are wholly in 
accord with the objectives of the 
NADA program. And we believe 
that once the value of the program 
in raising the standards of automo- 
bile retail selling is clearly dem- 
onstrated, it will receive enthusias- 
tic acceptance and support. 


Unions Withdraw 
Election Petitions 
At 8 Detroit Deals 


DETROIT. — The Salesmen’s 
Guild of America and Teamsters 
Local 376 withdrew petitions with 
the National Labor Relations Board 
for representation elections among 
salesmen at seven Ford dealerships 
and a Plymouth outlet in the De- 
troit area. 

A spokesman for ‘the dealers said 
a lack of interest among salesmen 
in organizing apparently was the 
reason for the withdrawal of the 
petitions. 

Under NLRB rules in event of 
withdrawals, the unions cannot ask 
for another election at these dealer- 
ships before six months. 

The Teamsters lost representa- 
tion elections at nine Kansas City 
dealerships in their attempt to or- 
ganize new and used-car salesmen, 
according to the Motor Car Deal- 
ers Assn. of Greater Kansas City. 

Only four of a possible 54 votes 
were cast in favor of the union, 
the association said. 

Election petitions were with- 
drawn at these Detroit area dealer- 
ships: 

Floyd Rice Ford, Inc.; Hi Daw- 
son, Inc.; Stuart Wilson, Inc.; 
Stuart Wilson Used Cars, Inc.; 
Lewis F, Brown, Inc.; Pat Milliken 
Ford, Inc.; Dameron Motor Sales, 
Inc. (Plymouth), and Bob Ford, Inc. 





Byron J. Nichols 
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Holiday Schedules at Car Plants... 


Week’s Output Slides to 84,909 


ONTINUED readjustments of 

output schedules along with 
time lost through the Christmas- 
New Year holiday held car produc- 
tion in the United States to an esti- 
mated 84,909 units last week. 

That compared with the 115,055 
cars turned out a week earlier 
and 112,113 during the week ended 
Jan. 2 of last year. 

The Mercury plant at Wayne, 
Mich., and six of seven Chrysler 
Corp. plants were idle all week, 
while most other makers were on 
three or four-day schedules, All 
makers were down Monday (Dec. 
26). 

Operating only three days last 
week were Falcon at Kansas City 
and Lorain, O.; Rambler at Ken- 
osha; Pontiac; Studebaker at South 
Bend, and standard Chevrolet at 
Atlanta, Flint, Janesville, Wis., Los 
Angeles, Norwood, O. and St. Louis. 
Cadillac worked 3% days in De- 
troit. All other assembly plants 
across the nation worked four days. 

Cuts in production schedules also 
are expected to hold January output 
to 490,000 cars. It was reported last 
week that the Chevrolet assembly 
unit at Van Nuys, Calif., is cutting 
its production rate from 36 to 28 
cars an hour. It marks the lowest 


rate at the plant since 1951. At the| vious week to an estimated 49,344 


same time it was reported that 
Buick ig cutting its Special sched- 
ules from its original goal of 15,000 
to 9,000 units in January. 
* a * 
Cseraee CORP. was the Big 
Three’s smallest producer last 
week as only its Chrysler-Jefferson 
plant in Detroit operated, The 
plant turned out 1,600 Chryslers 
and 400 Dodge Polaras in four days. 
Chrysler plants at Los Angeles, 
St, Louis, Newark; Del., Detroit 
(Plymouth and Imperial), and 
Hamtramck, Mich., were down all 
of last week and will not resume 
operations until Jan. 9. 
Ford Motor output declined from 


last week, 


Standard Chevrolet declined 
from 27,249 to 22,200 units; stand- 
ard Buick from 4,822 to 3,951; 
standard Oldsmobile from 5,995 to 
4,610; standard Pontiac from 6,343 
to 5,700; Cadillac from 3,201 to 
2,600; Buick Special from 1,527 to 
1,257; Corvair from 5,828 to 4,800; 
Oldsmobile F-85 from 2,158 to 
1,620, and Pontiac Tempest from 
3,085 to 2,600 units. 

Among the other makers, Ameri- 
can Motors, working only three 
days, declined from 9,074 to 6,500 
units; Studebaker, also working 
three days, up from 967 to 1,020, 
and Checker was off from 116 to 


30,467 units a week earlier to an/| 100 


estimated 25,945 cars last week. 

A breakdown of Ford operations 
showed standard Ford with 12,800 
assemblies last week, compared with 
15,365 a week earlier; Falcon off 
from 7,936 to 7,240; Thunderbird 
down from 1,912 to 1,300; Comet off 
from 2,101 to 1,970; Mercury down 
from 2,198 to 1,935, and Lincoln off 
from 955 to 700. 

* oe + 


ENERAL MOTORS declined 
from 60,708 assemblies the pre- 


Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





Week Week 
Ended Same Ended Total Total Total 
Dec. 31, Week, Dec. 24, Output, Output, Output, 
1360 1959* 1960* December 1950 1960 
AMERICAN MOTORS 
PORE  o.ecdrkkccdboin 6,743 9,074 41,625 401,446 484,822 
CHECKER MOTORS D. cssisacen 116 505 5,765 7,002 
OHRYSLER CORP. ...... 2,000 18,963 13,723 53,729 737,799 1,019,175 
Chrysler Division ...... 1,600 2,445 1,855 9,099 90,374 104,267 
Chrysler. ..................... 1,600 1,926 1,531 7,814 69,411 $7,438 
TIN) iin dicliccas Sissons 519 324 1,285 20,963 16,829 
Dodge Division .......... 400 6,504 4,151 15,873 192,798 411,635 
Dart-Polara ............. 400 6,504 3,606 13,730 192,798 362,829 
BE ns \accseckastaacie:., leuitacenea 0) Shaan 545 BAG > Nscane: 48,806 
P-D-V Division ........... .......... 10,014 7,117 «=28,757 454,627 503,273 
OOD iii Riis’ 2 RT Cisatete 2 Rabo 41,423 19,411 
PRyMMOUtda ...........ccces sssccesees 4,542 16,987 393,213 252,429 
WE vievstsecicesbesboied pana acs 3,016 3,175 11,770 19,991 231,433 
FORD MOTOR** .......... 25,945 31,669 30,467 144,249 1,745,409 1,886,796 
Ford Division. .............. 21,340 27,684 25,213 114,275 1,528,592 1,506,238 
WIC ices <secs ccs cccssceste 7,240 6,494 7,936 35,283 100,757 504,949 
Ford (Std.) .............. 12,800 20,150 15,365 70,883 1,352,112 914,343 
Thunderbird ............ 1,300 1,040 1,912 8,109 75,723 86,946 
L-M Division .............. 4,605 3,985 5,254 29,974 187,140 380,558 
CNR igi is UE i iacsans 2,101 IB,70B «45... 198,097 
POE. Sikh dictates, 700 538 955 4,240 30,375 20,644 
Mercury ................... 1,935 8,447 2,198 12,951 156,765 161,817 
GENERAL MOTORS .. 49,344 52,221 60,708 273,349 2,555,229 3,193,499 
Buick Division ............ 5,214 5,490 6,349 31,755 232,579 307,869 
Buick (Std.) ............ 3,957 5,490 4,822 22,846 232,579 271,173 
ID aicssssscanesscernseste SEE. fc poscassars 1,527 8,909 on... 36,696 
<ucsea koko tai ba 2,600 2,615 3,201 14,300 138,527 159,111 
Chevrolet Division .... 27,000 30,766 33,077 148,644 1,428,962 1,872,783 
IIE i saisiesceckscosntre 4,800 5,427 5,828 23,263 79,405 258,039 
Chevrolet (Std.) ...... 22,200 25,339 27,249 125,381 1,349,557 1,614,744 
Oldsmobile Division .. 6,230 6,620 8,153 36,434 366,305 402,621 
WFO. eden ssc atitauecsues Ra cas 2,158 10,304 ......... 40,166 
Oldsmobile (Std.) .. 4,610 6,620 5,995 26,130 366,305 362,455 
Pontiac Division ........ 8,300 6,730 9,928 42,216 388,856 451,115 
Pontiac (Std.) .......... 5,700 6,730 6,843 28,680 388,856 418,427 
Tempest. .................... BOO nn eeeeees 3,085 18,536 ........... 32,688 
S-P CORP. 
Studebaker .................. 1,020 2,517 967 5,224 153,823 105,958 





*Revised. 
**Totals for 1959 include Edsel production. 


Total Cars, U. S.** .... 84,909 112,113 115,055 








518,681 5,599,471 6,697,252 


COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 














Week Week 
Ended Same Ended Total Total Total 
Dec. 31, Week, Dec. 24, Output, Output, Output, 
1960 1959* 1960* 1959 1960 
CHEVROLET 5,700 6,308 6,452 30,644 326,093 395,296 
81 22 94 5,359 2,469 
59 54 287 3,539 3,518 
1,308 1,101 4,320 71,680 70,213 
4,698 33,304 331,348 339,390 
1,393 1,111 6,593 75,411 101,654 
1,899 1,977 7,962 143,199 119,809 
238 196 679 17,027 14,238 
82 72 314 10,779 12,312 
292 294 1,212 20,018 15,858 
WRITE Seis vin cick onside’, “Rea 1,190 1,723 5,744 114,881 122,403 
MISCELLANEOUS ...... 64 42 718 325 4,399 4,617 
Total Trucks, U. S, .... 15,488 17,540 19,372 91,478 1,123,733 1,201,777 
Total Cars, Trucks, 
Wig A desk) snadisgeictieteius 100,392 129,653 134,427 610,159 6,723,204 7,899,029 
Total Cars, Trucks, 
Ce 8 oo 7,380 71,066 7,309 34,000 368,372 395,366 


Trucks, 
U. S. and Canada....107,772 136,719 141,736 644,159 17,091,576 8,294,395 


“SRevised. 


Car output in December totalled 
an estimated 518,681 units, com- 
pared with 618,380 in November, and 
496,192 during December of 1959. 


* * * 


(CSSERRCTAL-CAR output in 
December totalled an estimated 
91,478 units, comparable with 73,825 
in November and 77,575 in Decem- 
ber, 1959. 


Truck output last week totalled 
an estimated 15,483, compared 
with 19,372 the previous week, 
and 17,540 during the week ended 
Jan. 2 last year. 

Canadian manufacturers turned 
out an estimated 7,380 cars and 
trucks last week, compared with 
7,309 built a week earlier and 7,066 
a year earlier. 

Output in Canada totalled 34,000 
cars and trucks in December. 


NADA Starting 
Wholesale Price 
Guide This Month 


WASHINGTON, — The National 
Automobile Dealers Used Car Guide 
Co, announces that beginning this 
month it will issue a new 15-day 
publication devoted only to the av- 
erage wholesale price for the vari- 
ous makes of domestic used pas- 
senger vehicles. 

This new publication, which will 
be issued in eight regional classi- 
fications, will in no way replace 
or affect the format of the com- 
pany’s Official Used Car Guide for 
domestic and imported cars. 

Rather, according to Orville R. 
Harrod, of Frankfort, Ky., chair- 
man of the NADA Guide Book 
Committee, it is a supplemental 
service produced in response to re- 
quests from hundreds of dealers 
throughout the country. It was de- 
signed, Harrod explained, to an- 
swer the needs of dealers desiring 
a single column book and to assist 
those who requested the informa- 
tion as a better guide to their trad- 
ing position. 

The new publication, entitled the 
“NADA Official Used Car Guide 
Wholesale Values,” will be publish- 
ed semi-monthly in the following 
editions: 

New England, Eastern, Central, 
Southern, Midwest, Mountain 
States, Northwest and California. 


Subscription rates for the new 
service have been established at 
$15 per year for one copy, $13 each 
for two to four copies and $12 each 
for five or more copies. A sample 
mailing of the new book will be 
made this month to all dealers 
currently subscribing to the NADA 
Official Used Car Guide. 





Romney Rebate Book 


In Heavy Demand 


DETROIT. — American Motors 
hag received more than a thou- 
sand requests from consumers 
for a transcript of remarks made 
by .President George Romney in 
announcing the Rambler customer 
rebate plan. 

An AMC spokesman said 5,000 
to 6,000 requests are anticipated. 
A booklet with the transcript is 
offered to interested persons in 
national ads describing the rebate 
plan. 








A NEW 15 DAY 
SUPPLEMENT REFERENCE 
BOOK FOR 


WHOLESALE 
VALUES ONLY 


For all domestic passenger cars only 
Published by 


NADA 


OFFICIAL USED CAR GUIDE 
The Recognized Authority 
in the Used Car Field 


e@ The NADA Wholesale Values Supplement is 
published and received by subscribers on the first 
and fifteenth of each month. The Edition is pub- 
lished for each of the 8 regions from prices deter- 
mined from all wholesale sources—which in turn 
reflects the true trading value of the car. 

The NADA USED CAR GUIDE CO. has pub- 
lished this supplement in response to many dealer 
requests for a service of this kind. 
Take advantage of this fine service, use it to sell, 
buy or trade used cars profitably. 


24 ISSUES FOR ONLY 


$15 
PER YEAR 





Fill Out And Mail Now! 
ORDER FORM — — — — — ——— 


National Automobile Dealers Used Cor Guide Co. 
2000 K Street, N.W., Washington 6, D.C. 


Please enter our order for No...........-..... SUBSCRI pTION pees 
NADA Official Used Car Guide"15 Day a. oe ae 
Wholesale Service to include 24 issues. 5ormore SUB = 12,00 ea 


(0 Remittance enclosed 
() Will remit on receipt of invoice 





a cra tt Wotton 0" 
BY recrircnenssretsriererrietionsennmrsinnnsnenn, Make of Cor Handied .......... 
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Valiant Dealers Meet— 
_ Directors of the Regional Valiant Advertising Assn. and gvests met in Seattle to 
discuss upcoming activities. Seated, from the left, are Bob Kennedy, Seattle district 
manager; Bill Brown, Spokane, Wash.; Whit Reading, Olympia, Wash.; Herb Halvorsen, 
Bremerton, Wash.; Alton Alexander, Portland, Ore. Standing: Mike Haggerty, N. W. 
Ayer & Son, Inc.; Arvid Andresen, Seattle; Don Miller, Portland; James Shiner, Kent, 
Wash., @nd Frank Wakley, Missoula, Mont. 


Ready for Retirement... 


A Visit with E. C. Row 





(Continued from Page 8) 


ter Marjorie (a champion golfer 
herself) and I arranged to play 
this salesman and his wife a round 
at one of the local country clubs. 

“I didn’t want to offend my 
guests by either betting or not 
betting, so I finally found out after 
much chasing around that the 
Australians will bet boxes of golf 
balls. Well, we started out playing 
and this guy hits his drives a coun- 
try mile. Not only that, but he 
breaks the course record with a 68 
his first time out. 

“Boy, did that dealer get the 
laugh on me! The salesman-golfer 
was the then unknown Jim Ferrier, 
later PGA champion.” 

* + * 


ing in Canada,” he said, “I really 
have a warm spot for that country.” 

Turning to the automotive out- 
look, Row feels that smaller cars 
now have established themselves in 
the United States market and al- 
ways will enjoy a popular demand. 

“Their niche, however, will not 
be as wide ag some people think 
it will get,” he declared, “Nor 
will small cars reach the penetra- 
tion in the U. S. that they have 
obtained in Canada.” 

Row’s assignments, ranging into 
every aspect of auto corporate ac- 
tivity, brought him into close ties 
with dealers in every part of the 
world. His is a revered name among 
longtime Chrysler Corp. dealers, 
one of whom praised him last week 
with these words: 

“Chrysler hasn’t had a more deal- 
er-minded executive.” 

* ox ok 

S FOR Row, he values the dealer 

associations he made while 

serving Chrysler in export and 
domestic capacities. His amiability 
in a town of hard-driving execu- 
tives, in fact, made it possible for 
an Australian dealer to play a 
practical joke on Row some years 
back. 

“This dealer wrote me he was 
sending a salesman to Detroit, 
whom he didn’t name, and would 
I please entertain him? My daugh- 


Obituaries 


pour fuel into a stove at his garage. 
. 


John P. Bass 
LEWISVILLE, Tex.—John P. Bass, 47, 
former owner of Bass Pontiac Co, here, 
died Dec, 15 in Dallas. 
2 


* 
Harrison W. Hoskins 


As BOTH a top executive and a 
director of Chrysler, Row has 
faced up to a complexity of prob- 
lems in the past five years, These 
have centered on Chrysler Corp’s 
sales penetration decline and con- 
flict-of-interest scandal. 

But Row is relaxed and phil- 
osophical and ag expansive as 
Windsor’s E, C. Row Blvd. He 
views it this way: 

“For every Airflow, there’s a 
Floating Power. There’s a helluva 
opportunity at Chrysler Corp. for a 
young man, wet behind the ears 
like I was in that Hamtramck 
stockpile yard in 1916.” 

—Maynarp M. Gorpon 


Forrest H. Schrader 
COLUMBIA CITY, Ind.—Forrest H. 
Schrader, 60, partner in C. W. Schrader 
& Son ymous), etee Dec, 17. 
* 


Frank L. Hausman Sr. 
LOUISVILLE, Ky.—Frank L. Hausman 


sr., 72, who operated Hausman Motor 

Sales in Shively for many years, died COLUMBUS, O.—Harrison W. Hoskins, 

Dec. 17 at his home here. 73, a former Ford dealer in Conneaut, O., 
* * + died Dec. 19, 


* * * 


John D. Thomas 
SEATTLE.—John D. Thomas, 94, a 
former partner in William O. McKay Ford, 
* is dead, 


William R. Barrick 5 Bene 
deen me oth oe R, Barrick dapecsinmunn sg aging’ J. Bunch 
ord), 62, ee _, 26. ers, at guaer of Valley Motors and 
ounder o alley Motor Nash Co., died 
James William Smith Dee, 19. 

NEWBERRY, 8. C. — James William 
Smith, 71, owner of Smith Motor Co, and 
engaged in the auto business here since 
1913, died at his home Dec, 23 after a 
brief illness, 


Louis Hicks 
DANVILLE, Va.—Louis Hicks, 56, who 
was with R, L. Hall Motor Co., died of 
a heart attack Dec, 7. 
* * 
* * 


* * . 
Thomas Thompson 
MADISON, 0O.—Thomas Thompson, an 
auto dealer here for 10 years, died Dec. 
19. He had been a district sales man- 
ager for GMC in Ohio for 20 years before 
founding Thompson Motors Co. 
* * 


* 
J. S. Wise 
JACKSON, Miss. — J. S. Wise, who 
opened the first Ford dealership in Hazle- 
hurst, Miss., in 1914, is dead. 
* * * 


Earl R. McAtee 
ST, LOUIS.—Earl R. McAtee, executive 
vice-president of Barrett Equipment Co., 


* * * 


George W. Henner 

ROCHESTER, N. Y.—A pioneer Roches- 
ter auto dealer was shot to death on his 
Texas fruit ranch near the Mexican border 
Christmas eve. George W. Henner, 73, 
who opened Rochester’s first Oldsmobile 
dealership in 1914, apparently was the 
victim of a robber. Mr. Henner was shot 
in the back _ a .32 caliber pistol. 

* * 


William Koger McIntosh died Dec. 9, He was 60. 
‘ XINGSTRER, 8. C.—William Koger Mc- Pe ae 
ntosh, 78, who formerly owned and oper- James R, Jones 
ated McIntosh Motor Co. here, died Dec. DALLAS.—James Riley Jones, 77, a Dal- 
21, TP las used-car dealer, died Dec. 25 in a local 
hospital after a long illness. 
* * 


Elmo O. Callender * 
ASHTABULA, O.—Elmo O. Callender, Edgar A. Asbury 
70, senior member of Callender Chevrolet, SHAWNEE, Okla.—Edgar A. Asbury, 64 
Inc., and an auto dealer for 45 years, |a Shawnee auto dealer, was killed Dec. 26 
died Dec. 11. in a two-car collision near Fairview, Kans. 
* * * His wife also died in the crash, 


J. C. Ray * * «& 
WAKE FOREST, N. C.—J. C. Ray, 35, Charles M. Ennis 
owner and operator of the J. C. Ray BALTIMORE.—Charles M. Ennis, 69 
Garage here, died Dec, 21 of burns sus-| former partner in Funk & Ennis (Chrysler- 
tained Dec, 17 when he attempted to | Plymouth), Randallstown, died Dec. 22. 

















GM Takes 47.7 Pet... . 








6.7 Million Cars Produced in °60 


(Continued from Page 1) 


percent-of-industry gains over the 
previous year were GM, up 2.06 per- 
centage points, and AMC, up 0.07. 

* * * 


from 1959 were Ford Motor, 

3.00 percentage points, and S-P, 

1.17. Checker Motors took 0.10 per- 

cent of total industry output both 

years, but upped its numerical pro- 

duction from 5,765 units in 1959 to 
7,002 last year. 

On an individual basis, eight 
makes showed percent-of-industry 
gains over 1959, while 12 makes de- 
clined and Checker alone remained 
even. 

Five makes—Comet, Lancer, 
F-85, Special and Tempest—were 
not in production during the 1959 
calendar year. 

Makes that showed percent-of-in- 
dustry gains over 1959 were Falcon, 
up 5.74 percentage points; Corvair, 


3.85; Valiant, 3.10; the Dart-Polara 


series, 1.98; standard Buick, 0.10; 
Rambler and Chrysler each with 
0.07, and standard Chevrolet, 0.01. 


Losers from 1959 were standard 


Ford, 10.50 points; Plymouth, 3.25; 


Studebaker, 1.17; standard Oldsmo- 


bile, 1.13; standard Pontiac, 0.70; 


Edsel, 0.53; DeSoto, 0.46; Mercury, 


0.39; Lincoln, 0.21; Imperial, 0.13; 
Cadillac, 0.09, and Thunderbird, 0.05. 
: * * 


oe five compacts that were not 
in production in 1959 took 4.88 
percent of total industry output in 
1960. 

Altogether, the 10 compacts in 
production last year turned out 
1,923,832 cars for their 28.9 percent 
of total industry output. A year 
earlier, the group, composed then 
of Corvair, Falcon, Lark, Rambler 
and Valiant, captured 13.4 percent 
output on 750,772 assemblies. 

Numerically, the biggest com- 
pact-car producer wag Falcon, 
which turned out an estimated 
504,919 units in 1960, compared 
with 100,757 assemblies a year 
earlier. 

Top producer the previous year, 


Third Rambler Shift 
Dropped in Milwaukee 


KENOSHA, Wis.—American Mo- 


tors said last week that effective 
operation of its new Lakefront 
plant in Kenosha will permit fur- 
ther elimination of expensive third- 
shift operations beginning tomor- 
row (Jan. 3). 

B. A. Chapman, executive vice- 
president, said the company’s ex- 
pansion program during the past 


; year had been designed primarily 


“to increase Rambler base capacity 

while at the same time overcoming 

the penalties of extra-shift sched- 
” 


Beginning with the New Year, 
the third shift will be eliminated 
in Milwaukee, resulting in layoffs 
of 1,585 workers in Milwaukee and 
550 at Kenosha Main. 

“Our total Wisconsin employment 
will continue at levels above a year 
ago,” Chapman said. It will be ap- 
proximately 25,300 in January, com- 
pared with 23,600 a year ago, he 
said. 

“We will enter the New Year 
with Rambler schedules 200 a day 
above a year ago,” Chapman said. 

An AMC spokesman said that in 
January, 1960, the company is 
scheduling 2,000 a day, which would 
be more than 200 a day above a year 
ago. 

Chapman also noted that the 
new AMC plant in Brampton, 

Ont., built its first car Dec, 27. 
Till then, all Ramblers for the 
Canadian market had been built 
and shipped from Kenosha. Of- 
ficial opening ceremonies at 
Brampton will be held this month. 

Chapman noted that Rambler 
production for 1960 hit an alltime 
high, totalling 485,775, an increase 
of 21 percent over the 401,446 pro- 
duced in 1959. 

* ok + 


Chevrolet, Fisher Plants 
Set Mark at Baltimore 


BALTIMORE. — The Chevrolet 
and Fisher Body assembly plants 
on Broening Highway here have 


produced more than 3,400,000 ve- 


hicles since operations began 25 


years ago. This includes about 


2,788,590 conventional size Chevro- 
let automobiles and -about 633,080 
trucks. 


Rambler, upped its. output from 
401,446 to an estimated 484,822 cars. 


Among the other compacts both 


years, Corvair climbed from 79,405 
to 258,039 assemblies; Valiant was 


up from 19,991 to 231,433, and Lark 
declined from 149,173 to an esti- 
mated 100,076. 


November, down from 41,423 to 
19,411; Plymouth, from 393,213 to 
252,429; standard Ford, from 
1,352,112 to 914,343; Lincoln, from 
30,375 to 20,644; standard Olds- 
mobile, from 366,305 to 362,455; 
Lark from 149,173 to 100,136, and 
Edsel, from 29,677 to zero, 
Sandard-sized makes showing 


numerical increases were Checker, 
from 5,765 to 7,002; Chrysler, from 
69,411 to 87,438; Dart-Polara, from 
192,798 to 362,829; Mercury, from 
156,765 to 161,817; standard Buick, 
from 232,579 to 271,173; Cadillac, 
from 138,527 to 159,111; standard 
Chevrolet, from 1,349,557 to 1,614,- 
744; Pontiac, from 388,856 to 418,427, 
and Studebaker Hawk, from 4.650 
to 5,882. 


AMONG the compacts entering 
the production scene for the 
first time in 1960, Comet was on 
top with 198,097 units; Lancer had 
48,806; F-85 had 40,166; Special, 
36,696, and Tempest, 32,688, 
Standard-sized cars that show- 
ed numerical losses from 1959 
were Imperial, off from 20,963 to 
16,828; DeSoto, which folded in 


network and appoint new dealers. 


to contact dealers in al 


- - Classified Want Ads - - 


FOR RATES, ETC 


SEE NEXT PAGE» 


HELP WANTED 


SALES MANAGER—FORD—Position open 
from January 1st to March ist. Annual 
volume 500 to 600 new units. Parts 
$360,000—labor $165,000, 105% service 
absorption. You must be able to hire, 
direct and lead a sales force. In other 
words, I want a leader not a driver. 
Population about 29,000 plus surrounding 
territory, located in West-Southwest Cen- 
tral U.S. You must be a family man 
that wants to settle down for a long pull, 
be able to roll with both the party 
crowds and the church crowds; be able 
to act as general manager while the 
dealer is gone about % of the time, and 
want to eventually own an automobile 
agency of your own or buy one with this 
dealer. All of my employes know of this 
advertisement. Box 2069, c/o Automotive 
News, Detroit 7. 


WANTED—an office manager for a Chrys- 


ler Corporation dealership in the Hart- 
ford, Connecticut area. Send résumé 
to Box 2093, c/o Automotive News, De- 
troit 7. 


LEADING MANUFACTURER needs 


IMPORT 


experienced District Sales, Service and Parts 
Managers for the Michigan, Illinois, Ohio, 


Indiana, Wisconsin areas. Sales managers 
shovid be able to upgrade exi dealer 


$600 or more, company cor and expenses. 
Service and parts s should be able 


ship service or parts operations. Salary— 
$550 or over, company car and expenses. 
Box 2098, c/o Automotive News, Detroit 7. 


SALES MANAGERS WANTED—lIf you are 


a producing specialist on brake lining 
sales, we have an attractive paying job 
for you selling world’s finest brake ma- 
terials—also sales specialists on batteries, 
springs, tires. Tremendous possibilities 
with fast expanding national manufac- 
turer. Many locations—East, Central and 
West. Write qualifications: Ambitions— 
age—address—phone, for immediate reply 
in confidence. Box 2051, c/o Automotive 
News, Detroit 7. 


SALESMAN—Take orders for keytags— 
nameplates — pennants — bumper strips — 
500 other advertising specialties. Free 
catalogs, samples. Aash Specialties, 3011 
Greenmount, Baltimore, Maryland. 





———_—— 
DO YOU QUALIFY FOR THIS $15,000 (OR 


HIGHER) JOB? If you are a man- 
dealer, or have been a 


Will send you names of 
earnings. Bob Childers, Childers Mfg. Co., 
Box 7467, Houston, Texas. 


EXECUTIVE SERVICE MANAGER for 
large midwest dealership, Must be the 
highest caliber executive with service 
experience. Factory training necessary. 


Starting salary $15,000 plus bonus pro- 
visions to $25,000. References and picture 
required. Reply Box 2081, c/o Automotive 
News, 


Detroit 7. 





BUSINESS MANAGER - ACCOUNTANT. 


Florida resident, volume GM and Ford 
dealer experience. Full responsibility for 
accounting, forecasts, daily operating con- 
trols and aiding dealer in overall man- 
agement problems. Will relocate anywhere 
in Florida. Box 2087, 
News, Detroit 7. 


OFFICE MANAGER-ACCOUNTANT—Fif- 
teen years’ experience with General Mo- 


tors and Chrysler dealers. Box 2088, c/o 


Automotive News, Detroit 7. 


FORD PARTS MANAGER—Age 33, desires 


to relocate to Milwaukee, Twin Cities, 
Des Moines Ford District because of fam- 
ily ties. 
same suburban Class B dealer. Will fur- 
nish A-1 references. Interested in per- 
manent position with future. Please reply 
ean? eo c/o Automotive News, De- 
troit 7. 


QUALIFIED FORD MANAGER: 


GENERAL SALES 


references. 
s with high 


DEALERSHIP 


c/o Automotive 


Twelve years’ experience with 





POSITION WANTED 


GENERAL MANAGER or SALES MAN- 


AGER in Southeast with volume General 
Motors dealership—preferably Buick or 
Oldsmobile. Have just terminated my own 
Buick-Oldsmobile deal after five years of 
operation due to local business conditions 
and insufficient working capital. Familiar 
with all phases of dealership operation 
and automobile business in general, Best 
factory recommendations, excellent sales 
ability, character references, etc. Am 31 
years of age, married with one small son, 
conscientious, ambitious and would gladly 
give of my capabilities, training and ef- 
forts to the benefit of any organization. 
Available February ist. R. H. Keller, 
P. O. Box 424, Thomson, Georgia. 


BUSINESS MANAGER-ACCOUNTANT — 


12 years’ experience as general manager 
and secretary-treasurer with large GM 
dealer, including Motors Holding. Pres- 
ently employed as office manager of GM 
retail branch, endorsed by two largest 
finance companies in Canada. Expense 
controls, budgets, credits, collections and 
working knowledge of all departments. 
Salary and share of profit with oppor- 
tunity of purchasing stock preferred. 
Will relocate. Phone Windsor, Ontario 
WH 8-1408 or write Box 2099, c/o Au- 
tomotive News, Detroit 7. 


BUSINESS MANAGER — Accountant ex- 


perienced with volume Ford and Chev- 
rolet dealerships in business management 
activities, familiar factory accounting 
systems, daily operating control and ex- 
pense control. Interested permanent posi- 
tion where top job can be done. Box 
2094, c/o Automotive News, Detroit 7. 


SERVICE MANAGER—High caliber ex- 


ecutive with long volume experience in 
all phases of new car dealer service 
operation. Best of customer and factory 
relations. Box 2095, c/o Automotive 
News, Detroit 7. 

Three 
jobs in seventeen years. Past ten years 
with metropolitan Ford dealer, trucks, 
new and used cars, credit and financing. 
Forty-four years of age, married, good 
references. Will work reasonably where 
future shows good potential. Prefer 
Southwest or West. Norris Thrash, 1103 
Wilbur St., Dallas, Texas. 

MANAGER or sales 
manager, Experienced, highly trained in 
all phases of selling and advertising. 
Specialize in system and conventional, 
Available at once. Will furnish refer- 
ences and closers, if necessary. Box 
2096, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PONTIAC on 


Florida Gold Coast. Excellent facilities, 
equipment, etc., very attractive lease. 
Tremendous potential in fast growing 
area of Florida. No blue sky, used cars 
or accounts receivable. Good reason for 
selling. Box 2092, c/o Automotive News, 


Detroit 7. 


scenester ener a en 
MID-KANSAS DEALERSHIP — Downtown 


location, 16 years handling Studebaker- 
Packard franchise. Other franchises 
available. Home of Boeing, Beech and 
Cessna Aircraft, McConnell AFB, Cole- 
man and Duro-Bed Mfg. Co. Almost new 
building with 15,000 ft. floor space with 
lots available next to building, Will lease 
building and equipment. Parts available 
at less than cost. Box 2046, c/o Automo- 


tive News, Detroit 7. 


FOR SALE—Dealership handling Ford, cen- 


tral Illinois community of 20,000, trading 
area of 100,000. New, large modern 
building, modern equipment. Clean parts 
stock, Ford approval necessary, Box 
2089, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLI FORD for sale 
in Southeastern Oklahoma. Death of 
dealer reason for selling. Planning poten- . 
tial 420 units, no real estate. Factory 
approval required, Harry E, Morris, Jr., 
Executor, Box 775, Ada, Oklahoma. 

IN WASHINGTON han- 

dling Buick and Pontiac on main high- 

way. Low overhead and minimum parts 
and equipment to purchase. Lease on 
building and car lot. Box 2090, c/o Auto- 

motive News, Detroit 7. 


IDEAL LOCATION AND FACILITIES for 


Ford or Chevrolet dealer. None here, 
60,000 people, fastest growing area in the 
United States. Inquire Cramer & Maurer, 
2330 South Route No. 7, West Hollywood, 
Florida, 


a cel eee 
FOR SALE—Dealership handling Ford and 


Mercury in Northwest Arkansas, Trade 
area 30,000, town 4,000 population, Will 
sell at inventory with lease on buildings. 
Established 15 years, potential 200 units. 
Call George Crain, Phone 524-3124, Si- 
loam Springs, Arkansas, 








1BEBOS 
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DEALERSHIPS AVAILABLE 





IN COLORADO 


For sale—Agency handling Chevrolet in 
good Western Colorado town. Good record. 
Write for full particulars. Western Explor- 
ation & Management Co., 444-17th St., 
Denver, Colorado. 





FOR SALE—Dealership handling Rambler, 
Southern California town of 16,000, trade 
area 100,000. Rich oil and farm area, 
ideal family town. Good lease, low rent, 
ample space and facilities. Used car lot 
included, used cars optional, Purchase 
requirement under $20,000. Box 2097, 
c/o Automotive News, Detroit 7. 


on —— 


DEALERSHIPS WANTED 


CHEVROLET OR FORD, located in Sou- 
thern California, Will pay top cash or 


NEW LINES WANTED 
NEW PRODUCTS WANTED by distribu- 


buy-in, Factory approval assured, Con- 
fidential, Box 1994, c/o Automotive torship selling to new car dealers, used 
News, Detroit 7. car dealers; wash and polish racks in 


Established 13 
3207 


Southern California, 
years. George W. Snibbe Sales Co., 
8. San Pedro St., Los Angeles 11. 


CARS FOR SALE 





HAVE $500,000 
NET WORTH 


IMPORTANT NOTICE 


to invest in Cadillac, Chevrolet or GM dual. 
Am basically interested in volume dealership 
or one offering volume potential, either met- 
ropolitan or single point. No restrictions on 
geographical locations, Am presently dispos- 
ing of large, medium-price line dealership. 
You will be replying to one principal only in 
utmost confidence. 


Box 2100, 


they should 

ick the celle a0 te. what, ~ on 
— taxes and duties have 
been paid on the vehicles. 


ATTENTION DEALERS! We wholesale all 
our.ears at all times. No car misrepre- 
sented. Call or write Boulevard Buick 
Company, 230 E, Cermak Road, Chicago 
16, Illinois. Attention: Harry Tacina, 
Sales Manager, Phone: DA 6-2200. 


c/o Automotive News, Detroit 7. 





FLORIDA—Either coast, 
Factory approved. 
now. Immediate action, Box 2078, 
Automotive News, Detroit 7. 


RETIRE ON FLORIDA SOUTHEAST 
COAST, Will trade income properties 
and fine home for medium-size Cadillac 
deal in Illinois, Wisconsin, Indiana. Box 
2083, c/o Automotive News, Detroit 7. 


DEALER SERVICES 
EARS TERT IT IE ST LN TE 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Top cash price. 
Residing in Florida 
c/o 


61 Volkswagens 
Fully Americanized 


* 
Immediate Delivery 


* 
Excise Taxes Paid 


MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


















Tools 


in North Carolina contact: James Allison, 








Furniture—Equipment—Machiner y— 

For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 
SAREE TE SE TORI ITERATE RATE IS 


E. M. Stafford Auto Auction 
EXpress 9-0921 








BIG SAVING 
PRICED TO SELL! 


VOLKSWAGENS 
"6ls & ’60s 


Immediate delivery from our stock. 


ALL COMMERCE 
& TRADING CORP. 
120 Wall St., New York 5, N. Y. 
BOwling Green 9-0636 §TWX-NY 1-1211 





1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘61 edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 














CARS FOR SALE 





Dealers! Here’s how to sell the “/-don’t-like-the-color” prospects— 


BUY THE CAR YOU NEED 
WHEN YOU NEED IT FROM 


HERTZ! 


Late-model cars are available to used car 
dealers now. A Hertz office near you may 
have the car you’ve been looking for! 








Hertz has Chevrolets, Pontiacs, Fords, 
Oldsmobiles, Plymouths, Buicks, Cadillacs — 
wagons...convertibles—all featuring automatic 
transmissions, power steering, radios and 

heaters...many with power brakes. 


Low mileage 1959 and 1960 models now available 
at Hertz offices across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


Mr. I. E. Spatig 

The Hertz Corporation 
660 Madison Avenue 
New York 21, N. Y. 


or 
write: 










CARS FOR SALE 


VOLKSWAGENS 
1961s—All Models 
IMMEDIATE DELIVERY 

Will Ship to Any Port 
CHECK OUR PRICES 
CAR WHOLESALERS, INC. 


1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 











1958 ELDORADO 
BROUGHAM 


This shimmering white beauty with its Cadillac 
Custom-Crafted interior in the world's finest 
white leather with genuine black mouton 
carpeting is the newest used car you could 
find. Only 12,000 carefully driven miles. Origi- 
nal owner. $6,895 or best offer. Contact: Cadil- 
lac Square, MU 2-1550, 2325 6th Ave., Seattle, 
Washington. 




















Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 
























1959 FORD $275- 


SALE TAXICABS $375 


A-| condition. Ready for the road. All 
ood motors, transmissions, rear ends. 
lean bodies. 

Call, Write or Wire 
EMKAY MOTOR SALES 
1046 Bedford Ave., e 5, N.Y. 
Tel: Ulster 7-06 










CARS WANTED 


CADILLAC LIMOUSINES — Sharp ’60s, 
'59s, a Franz Ridgway, BE 4-6611, 
2836 N. E. Sandy, Portland 12, __2836 N. E. Sandy, Portland 12, Oregon. 


'60 FORD V-8 %-ton, 3-speed, custom cab, 
green. Sold to hot check artist. Age about 
45, 6 ft., 210° lbs., light complexion, 
sandy hair. Accompanied by two women. 
Call collect. $100.00 reward for recovery. 
Cimino Brothers Ford, Raton, New Mex- 
ico. Phone: 445-3684. 


TRUCKS FOR SALE 


75 AUTOMOBILE TRAILERS—four and 


five car. R. L. Beardsley & Co., 496 W. 





138th §8t., Riverdale, Ill. WaAterfall 
8-1700, 
THREE 32% FEET—open top, 1950 Trail- 


mobiles. Tandem, good tires, good floors, 
L. 


air brakes, clean. $900 each. R. 
Beardsley & Co., 496 W. 138th St., 
Riverdale, Ill. WAterfall 8-1700. 





~ TRUCKS WANTED 


WANTED—Used Ford, Chevrolet, Interna- 
tional 2-ton trucks and Universal Jeeps. 
State price, condition first letter. Bridge- 
port Equipment Company. Bridgeport, 
Nebraska. 


AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally rec- 
ognized diploma. Free catalog! Missouri 
Auction School, Box 8466-P3, Kansas City 
14, Missouri. 








| PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock. Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491, 


CHEVROLET PARTS, antique or classic, 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


JAGUAR, PORSCHE, MG, HEALEY parts 
and accessories, Large supply new and 
used, fast service, excellent discount. 
Waco, P. O. Box 185, Miami 35, Florida. 


NSU PRINZ AND SPORT PRINZ PARTS 

and accessories. Contact your nearest 
or National Parts Center, 
Ludwig Motor Corp., 421 East 9ist St., 
New York 28, N. Y, TRafalgar 6-7010. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, Chrysler, Oldsmobile, 
Pontiac, Buick dealers, Complete national 
list. January, 1961 checked. On addressed 
labels, 35 M, $14 per M. Box 2102, c/o 
Automotive News, Detroit 7. 


MISCELLANEOUS 


distributor 


Swiss Watches For Premiums 


Mens | J sport watch ..... 

Mens ‘ J water resistant . 

Mens | J rhinestone diai . 

Ladies | J sport watch... 

Ladies | J water resistant . 

Min. | dozen, leather straps . 

Expansion bracelets, 60c ea. "Free catalog. 


TRANSWORLD, 565 Sth Ave., N. Y. C. 17 


NEW ROADKING 


ane Four Point Hook 
Draw teem” $3Q5O 





55 


MISCELLANEOUS 
ET SR 


WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 


Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


® 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


& 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


@ 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 





Dealers’ 25% Discount .......... 17.45 
Dealers’ Net with 4 $52.35 
Standard 2 Large 

Adapter & . s Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 





Univer Wrist hain Bar 
COMPLETE WITH ADJUST- 


TOW GUIDE 





I BY 
GUIDE CABLES With aaa ae Action! 
4 Four Clamp Hook-U 
TRAIL KING * $3750 11) peas te 1 hey ono 9088 
* Dealers’ Net with 
Stote Tibor». °O7 || simaurt ti? tree ==, $44.85 


* SPECIAL, 3 FOR $100.00 


Automatic BraKinG 


WITH THE UNIVERSAL ¢ ) 





"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety a 


“WRIST ACTION" Dealers’ List F.0.B. Factory . 





Incldg. Ltomenne awe Dealers’ 25% Discount ....... 
DIRECT FACTORY DEAL Racked as teh 
Tow Bar Sales Co. ||*""" “= 
DE 20700. AN 30080” Nite A771 Substantial Discounts 


Call Collect OS od.co euers 


40 So. Clinton St., Chicago & Ill. To Distributors 


Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
"Leaders in the Industry 
since 1939" 





SEE PAGE 36 
for the. nation's 
TOP AUTO AUCTIONS 














New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 
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Coming soon from INTERNATIONAL: 
Big new ways 
to build big new profits 


INTERNATIONAL will soon announce a new line of 
trucks that will give you a big, new chance to cap- 
ture the lion’s share of the market. 

More than that, INTERNATIONAL is also introduc- 
ing a whole new idea in low-cost transportation that’s 
designed to create new sales from markets you never 
had before. Watch for it! 
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“Best deal in the truck business... 


INTERNATIONAL TRUCKS He 


What does this mean? There are real opportunities 
ahead in 1961 for INTERNATIONAL Dealers. If you 


‘want to share in them, inquire now about an INTER- 


NATIONAL franchise. Don’t délay—write to Divisional 
Sales Manager, Motor Truck Division, International 
Harvester Company, 180 North Michigan Avenue, 
Chicago 1, Illinois. 














